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Isn't it time YOU found out why! 
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Henjamin Franklin syening the Declaration of Independence 


Franklin Technical Institute, Boston, Mass 


Phe life of Benjamin Franklin is a tale of two cities—two “leather” cities —Boston where he was born 
in 1706, and Philadelphia where he died in’ 1790, 
Philosopher, statesman, diplomat. writer, inventor, printer, and a genius of many gifts, Franklin’s 
character, deeds and writings all bore the imprint of Quality. 

Fruth and sincerity.” he declared, “have a certain distinguishing native lustre about them which 
cannot be counterteited: they are like fire and flame that cannot be copied 
Quality in a product should be as demanded as Quality in a person. The year that marks Benjamin 
Franklin's 250th Anniversary also marks the 124th Anniversary of William Amer Company—and 


King Kid. Time alone may not be the determining factor, but long experience and steadfast adherence 


to Quality standards are indeed true virtues, 


In King Kid—Black Glazed and Black Satin—Custom Quality, so important to fashion, so vital to 


good craftsmanship, attains the summit of excellence. 


May we add our sincere wishes for a Happy 


and Prosperous 1956—a year of Quality 
and its assured rewards to you. William AMER Cc ompany 


PHILADELPHIA, PA. * ESTABLISHED 1832 





NINE TIMES HIGHER 
—THANTHE 

EMPIRE STA 

BUILDING 


‘THAT'S HOW MANY BUSTER BROWN 
SHOES ARE SOLD EVERY DAY IN THE YEAR 


That’s a lot of shoes and it shows the 
consumer demand that makes 
Buster Brown the biggest selling 


branded shoe in the industry. 


Brown Shoe Company 


St. Lovis .. . Makers of: Air Step + Buster Brown + Official Boy Scout Shoes 
Official Girl Scout Shoes * Life Stride * Naturalizer + Pedwin + Propr-Bilt 
Risqué + Robin Hood + Roblee + Westport 
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NATIONALLY ADVERTISED 


, GINA 
* , Italian influence 
Black Kid Suede 
Black Glazed Kid 
Basque Red 
Flight Blue 
Vanilla 


“SNOW OITS 


are so much better 


Oak leather sole. 100% leather 
lined. Leather bow. Sizes: AAA 
5-10, AA 4-10, B 3%-10 


$325 


less 5%e — 31 days 


for the money, they 


CAN DOUBLE YOUR PROFIT PER PAIR 
exclusive tu 
gour foun! 


IN STOCK 


immediate delivery 
one pair or a thousand 


19 colors 
in stock 
AAA-AA-B 


PEGGY 


skimmer pump 
ALL KID LEATHERS — LEATHER LINED 


White Black Kid Suede 


Black 

Red 

Navy Blue 
Brown Kid Suede 
Pastel Pink 
Pastel Blue 
Black Patent 


Made on a new pump last 


Pancake heel. Leather 


sole with waffle design 
Sizes: Women’s AAA 5-10 
AA 4.10 B 3%-10 
Misses B, C 12%-3 


Brown Glazed Kid 
Silver Brocade 

(can be dyed) 
Apricot Glazed Kid 
Lime Frappe Glazed Kid 
Pineapple Glazed Kid 
Turquoise Glazed Kid 
Tangerine Glazed Kid 
Oriental Cloth 
Vanilla Glazed Kid 
Avocado Glazed Kid 


$325 


less 5% — 31 days 


sweater pump 

Black Kid Suede 

Black Glazed Kid 

White Glazed Kid 

Pink Glazed Kid 

Vanilla Glazed Kid 
Oak leather sole. Elasticized top-line 
Multi-colored lining. Dainty bow at heel 
Sizes: AAA 5-10, AA 4-10, B3%-10 

$325 


less 5% — 31 days 


10 PARAGOULD + ARKANSAS 


ED WHITE JUNIOR SHOE CO. ver 


Manufacturers 
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they all want 
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KID « CALF « CABRETTA 
Tanners Since 1876 


G. LEVOR & CO., INC, 


CLOVERSVILLE, N. Y. 


TAN-ART SUEDE KID 





Recor der = cag 


Founded 1882—74 Years Continuous Service to the Shoe Industry 
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Demosetre STOCK 


TROPICANA BEL AIRE DENISE 
$5.25 ‘ $6.35 $5.75 
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GINA 
$5.35 


tl4d di ACMA nl 
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TANGO 
Folded 
Top-line 


DU BARRY 
$6.35 
Pump 


$5.85 
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ion O SETTe 


SEND ORDERSTO IN-STOCK DEPARTMENT, DEMOSETTE SHOES, WASHINGTON, MISSOURI 
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Soft Gallan Contour Calf brings the style and 
comfort to casuals that help you sell shoes 


She lounges in style with scarcely a whisper of weight to her 
footwear. Richly supple Gallun Contour Calf snugs each foot in 
delightful comfort, She's happy; she'll remember where 


he bought these shoes 


Make it your store, Check the Gallun numbers when 
ordering from your leading suppliers, A. F, Gallun & Sons 


Corp., Tanners, Milwaukee, Wisconsin 


COitour A 


OTHER FAMOUS GALLUN TANNAGES £ 
4 


NORMANDIE CALF ¢ CRETAN CALF 
NORWEGIAN CALI 
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Now-—Cedar Crest Shoes are cushioned 





This light but rugged work shoe is a famous line 
by General Shoe Corporation, Nashville, Tenn. 






Cushioned with AIRFOOT, it practically “sells at 
first touch’’—and because AIRFOOT comfort and 
comeback last as long as the shoe, it’s 
a great repeat-business builder, too! 










HOW AIRFOOT CUSHIONS WITHOUT ADDING BULK: 





The superior compression 
and “comeback” ratio of 
AIRFOOT allows thinner 
sections in insole cushion 
applications. 









AIRFOOT doesn’t crumple, 
crumble, lump up or come 
apart—so can be applied 
instead of conventional 
fillers, in same space! 


‘ 
















Lighter-for-Density than other rubber 
shoe cushionings — yet the thinnest 
layer of AIRFOOT takes heat, humidity, 
flexing and sidewalk-pound in stride! 
Controlled Aeration distributes inter- 
connecting air cells evenly —AIRFOOT 
“breathes” all over with no weak 
spots to flatten out. 


Unvarying Support—the scientific com- 
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OTHER AIRFOOT ADVANTAGES: 


dW a yy —~ 5S 
Sjipeot AND 
wor ony GOODFYEAR 


7 


eeeeeeeeeeeeeeeeee 


pression-ratio of AIRFOOT assures e 
instant comeback that doesn’t slow a 
down—full-cushioning for shoe life! ° 
° 
° 
. 
. 


Proved Quality—years in development, 
years in use under all conditions, 
AIRFOOT will never let you, the 
retailer, down. It will help you get 
and make them old 


Con tact G 
Dept. 


new customers - 
stand-bys! 





Airfoot, Airfoam 





~T.M.'s The Goodyear Tire & Rubber Company, Akron, Ohio 


WORLD’S FIRST, FOREMOST AND FINEST FOAM RUBBER CUSHIONINGS DESIGNED SPECIFICALLY FOR FOOTWEAR! 
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LEATHER 
is the 
heart of 
selling! 











H_UEc/a’‘T EAC 
is the heart of fashion 


LE ATER PNOURTIORS OF MERIC A 








“Leather Is The Heart Of Fashion” is the theme 
of a two-page four-color ad which Leather Indus- 
tries of America is running in the February issue 
of Mademoiselle. In retailer’s language it says: 


“Leather Is The Heart Of Selling!” 


The irresistible appeal of the new Spring leathers 
will mean more shoe sales and more satisfied cus 
tomers. For leather means quality to your cus- 


tomers — quality sales for you. 


Throw the spotlight on your leather story! Take 
the Leather Industries’ ad in Mademoiselle and put 


it to work in your own business. 


By mailing this coupon, you will receive a kit 


which includes everything necessary to stage a 


successful promotion — counter cards, display 
pieces, ideas for shelf and window displays, re- 
tail ad suggestions and other valuable tips. Get 
yours now. 
LEATHER INDUSTRIES OF AMERICA 
111 Fifth Avenue, New York 16, N.Y. 


Leather Industries of America 


411 Fifth Avenue, New York 16, N. Y. 
Gentlemen: 


Please forward your Mademoiselle merchandis- 
ing kit, 


Name 
Address 
Zone 


City State_ 


eeeeeeeeeeeeeeeeeee 


eevee eevneveeeeeveeeee eee eae eaeeeee e 
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WhanTs 


to fit "em all . . . now for the first time a complete size range 
in Judy 'n’ Jerry footwear, which means more family buying 
and more profit for you — at an average mark-up of 


prices far below actual value — Judy 'n’ Jerry shoes retail 
from $2.69 to $5.50 to give you an average mark-up of Yo 


every occasion and every age group from 1 to 12... in- 
cluding ‘‘big girl’’ styles that are so popular with the Younger o% 
Set. Yes, more styles mean more profit for you — at an G 


average mark-up of 


eo aE. PR 


For new catalog or salesman’s call, write to: 


SHERMAN BROS. SHOE MFG. CORP. 
230 Jackson Street, Lowell, Massachusetts 


9 





This is the success story that started in °55 when 

Lustre Plyrons were introduced. The response to this new 
idea in footwear was tremendous—but it was only the 
beginning! Look at the line-up of profit-making exclusives 
coming your way from Red Ball this year: 


New Plyron plastics for men! 
New elasticized fabric gaiters for women! 

4 
New insulated Thermolites, the cold weather boots that 
really deliver the goods! 
Yes, Red Ball has the Success Line for ’56—backed up with 
promotions, sales helps and powerful consumer advertising. Get on the 


Red Ball now, and get set for a season of lively sales. 


aM WAIT before you place any advance orders 


eee 


— 
7_~ 


a, 
27% 
\ 


selling numbers ... plus trafhic-stopping displays and promotional helps 
%, to make your store headquarters for Red Ball footwear. 
A \ 
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Your Red Ball footwear salesman is on his way with an exciting line of top 





Gay as a lollipop! 


Lightweight plastic! 


Priced to sell fast! 


4 iridescent colors! 


These LUSTRE Plyrons are 
available for shipment NOW! 
See your Red Ball footwear salesman 
for full details; or write or WIRE 
direct to Ball-Band, Mishawaka, Ind. 


al," “s 
ry ee a - in — al _ 
7 Ee a ee A eMC 


re 
OES ee 


LUSTRE 


Red 
=F-)) 
PLASTIC BOOTS by Ball-Band Mishawaka. ind. 
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Style No. 8731 


Style No, 8500 


See “‘The Last Story’... full color 
movie on Guide-Step principle. 


Write for details. 


Good shoe retailers know how to fit shoes. Good 
shoe retailers also know that their time is money. 


They’re money ahead when they can fit a customer 
faster, with complete satisfaction. 


You can do this with the Johnsonian Guide-Step 
line for two reasons: 


1. Guide-Steps are designed to fit the foot 
in action, because thousands of foot 
measurements in action are built into the 
lasts over which they are made. 


2. Guide-Steps are designed to fit the same 
foot with the same size in every style. 


They’re styled for volume selling, too. And con- 
sidering they retail profitably for $9.95 and up, 
you'll find it well worth your time to write for 
complete information or a personal call from one 
of our representatives. 


A PRODUCT OF MENDICOTT JOHNSON 


Onnsonian 
GUIDE- STE —_ 


Ir de-Steps al yvailat 
ENDICOTT JOHNSON CORPORAT 


Endicott - N. Y t. Louis 2, M New York |3 


— 


Nationally advertised in LIFE, 
SATURDAY EVENING POST, 
COLLIER'S, LOOK, 

ARGOSY and 

AMERICAN LEGION 


eee 


ta | 





Successful models of GUIDE-STEP shoes have also been developed in our children’s, misses’, growing girls’ and women’s 
lines. The salesman who carries JOHNSONIAN GUIDE-STEP can tell you about these lines, too. 


Boot and Shoe Recorder 











ConrIDENCE of shoe people that 1956 will prove to 
be another good year rests on more substantial foun- 
dations than mere opinion or the belief that our national 
economy, having hit a fast pace in °55, is due to race 
along in high gear on its own momentum. 

We have enough definite facts and tangible informa- 
tion so that we need not base our year-end forecasts on 
mere expectations or depend on conclusions formed by 
deductive reasoning, 

The U.S. News and World Report, weekly magazine 
published in Washington, D. C., 
sumer incomes are breaking records and will continue 
1956. With increased in- 


comes, it concludes, people will spend more money next 


emphasizes that con 
to do so almost certainly in 


year on everyday living items, including clothing and 
footwear. Increased purchasing will cover a wide range, 
although there may be what the magazine terms “a 
gentle slide” in home building, autos and a few other 
lines, 

A New York Times Washington correspondent inter- 
viewed representatives of key industries like building, 
electrical supply manufacturers, general retailing, auto 
mobile distribution, steel and scrap iron. On the basis 
of their statements he predicted “a booming business 
year, with over-all activity slightly above 1955. 

In a symposium sponsored by the Chamber of Com 
merce of the United States representatives of the trans 
portation, construction, distribution, automotive and 
other industries made highly optimistic forecasts. 

Even more factual and therefore more significant 
are the results of the latest survey of buying expec 
tations of a cross-section of the American people by 
the Survey Research Center of the University of Mich- 
igan. These periodic surveys have been made at regular 
intervals since shortly after the second world war and 
they have usually forecast with a high degree of a 
curacy the attitudes and behaviour of consumers with 
regard to their financial position and buying intentions. 

Right now, according to this latest study, the Amer- 
ican people are feeling good financially and looking 
forward optimistically to the future. By and large they 


feel that their financial position is better than it was 


a year ago, or at least just as good. A total of 77 per 
cent of the families interviewed shared this view of 


their present situation, with 36 per cent feeling better 
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OUTLOOK 


Buying Plans Point to Prosperous 56 


off. In this respect this survey showed the most favor 
able view on the part of consumers of their own eco 
nomic situation that has been reported in the series. 

\n even larger percentage of the families interviewed 


look their 


financial 


own 


further improvement in 


The 


this category totaled more than 80 per cent 


forward to 


status in the coming year. number in 
Queried 
on their expectations regarding future economic con 
the families were found to be 


ditions, 71 per cent of 


looking forward to “good times,” through the coming 


vear. As many as 43 per cent went out on a limb and 
predicted good business over the next five years 
There is a substantial belief, according to the survey, 
that prices generally can be expected to rise and an 
that 


\ majority of more than two to one 


even stronger view nOweis a good time to make 
majo! purchases. 
share the latter opinion. The ‘survey reflected concern 
over the increases in living cost# that most of the families 
anticipate. Quite a number admitted that they find it 
These 


problems did not appear to affect buying plans, how 


difficult to keep up their installment payments 


ever, to the extent that might be expected 

Plans to purchase homes are about as numerous as 
last 
New credit terms may cause soft’ hesitation, Plans 


they June and somewhat more than a year 


were 
ago, 
: , 

for home improvements ran about the same as last year 
Families planning lo buy automobiles are €8 numerous 


Plans 


lo purchase household goods showed little change Un 


as in June but somewhat less than a year ago 


fortunately the survey doesnt cover specifi apparel 


items such as shoes, but the inference may be drawn 


that those who believe they are better off and plan to 
make major pure hases will scarcely. balk at buying the 
lower priced necessities 

On the basts' of all of these numerous expressions, it 
looks like diberal purchasing by consumers and business 
The 
tinue to spend vast sums for defense, highways, schools 


should 


Ine reased 


in 1956. federal and state governments will con 


and numerous other activities. Shoe business 


certainly share in the general expansion. 
installment debt may prove a headache eventually, and 
low farm prices will hurt some retailers in some areas. 
But broadly speaking, the foundation has been laid for 


a good shoe year. We believe everybody in the business 


will do their best to make it so. 






























RPTION AND DRYING 


10 YEARS 


Poron is a new, modern insole material, the result of long search 
and development. It provides all the qualities of nature’s 
traditional materials plus improvements. 

Poron for insoles is a superior material that is far more pliable, 
more absorbent, more durable. The insole is the foundation 
of both the shoe’s structure and the wearer’s foot comfort. 
Poron makes a better insole and better shoes. 


PORON STAYS SMOOTH 

Even after months of wear, Poron insoles remain as good as 
new. They will not crack, dry out, stiffen, or lose their shape. 
Because of Poron, shoes hold their original shape better. 


THOROUGHLY TESTED 

More than 250,000 pairs of shoes have already been made with 
Poron. Wearing qualities, effect on foot comfort, and 
adaptability to shoe manufacture have all been carefully studied. 


PORON IS FLEXIBLE 

Not only do shoes made with Poron insoles give improved wear, 
comfort, and appearance, but they are more flexible, another 
valuable selling feature. 


Lower shoe of this pair 
was made with Poron. 
Observe the improved 
shape and reduced wrin- 
kling of the upper in this 
shoe. Toe curl was elimi- 
nated. Shoes worn ap- 
proximately 9 months. 


Ask about merchandising tags for consumer 
identity and United's complete package pro 
motion to help both manufacturer and re- 
tailer sell more shoes. 


UNITED SHOE MACHINERY ome 2 eek 2 Me eek, | 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 








EBY SHOE CORPORATION © EPHRATA, PENNA. 


New York City Sales Office: 465 Marbridge Bldg 
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Here’s the 
Taylor-Made 
Shoe 


t ) 
y i 


CONTINENTALS 


GLOBAL STYLE STRATEGY which shoe mer 


chants all over the 
FOR THE AMERICAN SCENE countr are order 


ing and promoting 





as a top style and 
value in its price 
bracket Write, 
wire or phone col 
lect today for com 


plete information. 


("Tnjlor Made 


SHO .& 


Here’s the 


a Taylor-Made 


earch of a finer leather to interpret the 


phisticated, new international look in shoes, Taylor mee Ad 


combed the Continent... discovering in Les Tanneries 9% 
il of Franes i sumptuous, vat mellowed calfskin of 4 
elievable lightness. Taylor's Down-East shoemakers 
nificent leather full justice in this handsome scheduled in the 
Most Taylor Continentals, $15.95 to $20.95, May by TY of 
THE NEW YORKER 
for the upport of 
Taylor mercl 
who feature 
shoe. It 
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“Bu-Fiex 
NCUSH-A CREPE 


I ce el 








not on all shoes 
... just the best ones. 


See oan ats 





These sole desi 


eeeeeeeeeeeee 


new style features of men’s shoes 


IMPORTANT SALES FEATURES, TOO 


ror CUSH-N-CREPE 1s Caecrcited Soft Sgt 


Style your shoes to sell, with the original cellular soles* perfected in the Avon laboratories 
and never surpassed or even equalled. Use them on women’s and children’s shoes, too. 

Cush-N-Crepe Soles are consistently nationally advertised, and used by so many 
manufacturers of fine shoes that their solemark has become a universally accepted mark 
of a quality shoe. 


*REG. U. S. PAT. OFF. 


@eSenmeneeeseae US Seeeneeraaeae Sse eeeeaece @& 


AVON SOLE COMPANY, AVON, MASSACHUSETTS 


For forty-five years specialists in fine sole materials 
Makers of the famous AVON DU-FLEX, AVONITE and OU-FLEX AVONITE SOLES 





A GIRL’S 


BEST FRIEND! 


Little girls feel right at home in these 
colorful two strap ( hild Life oxfords' 
here is no suff, get-acquainted, 
breaking-in pertod—because they are 
crafted of Rueping ever popular 
KANKAKEE leather—a girl's best friend 
Leather footwear permits the 
ventilation necessary to foot health 
and at the same time provides flexible 
Support CO active feet. Add to this the fact 
that leather enhances styling and 


: gena fe 
you have good reason to look to Rueping ‘ child Life 


when fashioning new footwear! 4d, SHOES 


< 
“Y TREAT FOR crown? 


SHOES: Style No. 328 
By Herbst Shoe Mfg. Co., 
Milwaukee, Wisconsin 
LEATHER: Rueping's KANKAKEE 
Color No. 826 Red 


RUEPING 
fire teatlet, fot fie tld 


FRED RUEPING LEATHER CO., FOND DU LAC, WISCONSIN, U.S.A 
















Headlines and Footnotes 





Important Trade News and Trends of the Fortnight 


As Reported by RECORDER Correspondents 





Texan Called 


“Man Behind” Anti-Trust Cases 


Sam Sullivan and Independent Shoemen Named by Columnist 


Drew Pearson as Having Launched Agitation that Led to Suits by 


Writinc in his nationally syndicated column 
“Washington 


developments, Drew 


Merry-Go-Round” on recent capital 


Pearson, well known newspaper 


columnist and radio commentator, attributed current 


activity of the U. S. Department of Justice in opposing 
mergers in the shoe industry under the anti-trust laws, 
te the vigorous and sometimes spectacular efforts of 
Sam Sullivan, shoe merchant of Laredo, Texas, and 
Independent Shoemen, Inc., the organization which he 
was instrumental in founding. 

devoted column, 


Pearson four paragraphs in his 
I pray 


published in important newspapers throughout the 
country, to Sullivan’s “crusade,” comparing it with 
charges by automobile dealers against General Motors, 
which were recently aired before Senator O’Mahoney’s 
investigating subcommittee in Washington. It is well 
known that the energetic Texas shoe retailer has made 
repeated trips to Washington, accompained by Ben 


Inde- 


pendent Shoemen. There they have had a number of 


Finn, of Philadelphia, executive secretary of 


conferences both with Department of Justice officials 
and with members of the Small Business Committee of 
the House of Representatives. 

Meanwhile, 


Department for an injunction to restrain 


decision on the motion of the Justice 
grown Shoe 
Co. and G. R. Kinney Co. from consummating a pro- 
posed merger was awaiting the ruling of U. S. District 
Judge Rubey M. Hulen, who took the matter 


under consideration after a hearing in St. Louis on the 


Court 


question of whether the temporary order which the 
Federal Court had previously issued should be made 
permanent, 

An oral argument preceded Judge Hulen’s pronounce- 
ment, attorneys for Brown and Kinney arguing that 
their firms would suffer irreparable injury if the 
temporary restraining order was not lifted. Halting of 
the merger would allow competitors to obtain lease 
sites and shoe orders which the merged company would 


otherwise obtain, the respondents’ attorneys contended. 
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Justice Department in Connection with Mergers, Actual or Planned. 


They also argued that the complaint failed to show 
Act, under 


which the Justice Department sought to restrain the 


any violation of the Clayton Section 7 of 
consolidation of the two shoe firms. 

Judge Hulen asked Brown Shoe Company attorneys 
to file a memorandum setting forth facts and claims 
on which it based its request that the temporary order 
be vacated. He the 


matter as soon as he could give due consideration to 


indicated that he would rule on 
the contentions of the parties, 

According to the original complaint filed by the 
Justice Department, Brown has been engaged in the 
manufacture, distribution and sale of men’s, women’s 
1913 


leading manufacturers in the United States. In the 12 


and children’s shoes since and is one of five 
month period ending October 31, 1954, Brown is said 
to have had total sales exceeding $138,000,000. Kinney, 
ninth largest seller of shoes by dollar value in the United 
States, is reported to have had annual sales of approxi- 
mately $46,000,000 for fiscal year 1954. 

The asked the court to 


enjoin the defendants from taking any further action 


Government restrain and 


to consummate the merger; to adjudge the threatened 
acquisition of Kinney to be a violation of Section 7 of 
the Clayton Act; and to enjoin defendant Brown from 
acquiring the stock or assets of Kinney or of any cor 
poration engaged in the shoe business, 

Since Brown entered the retail shoe outlet field in 
1951, 


have come under the direct ownership or operation of 


more than 470 retail shoe stores are alleved to 


Brown. Another 910 stores are reported to operate 


under a franchise agreement with Brown 


It is alleged 
that the merger would add approximately 360 Kinney 
retail stores to those already owned. operated or con- 
trolled by Brown. 

The Government charges that if Kinney’s merger 
consummated, 


with Brown is 


competition between 
Brown and the acquired corporation will be eliminated, 


that competitive manufacturers may be foreclosed from 






a market represented by the acquired outlets and that 
concentration of production, distribution and sale of 
shoes in a few companies will be increased, 

In announcing the filing of this suit, Attorney 
General Brownell said: 

“This complaint charges that the consummation of 
the Brown-Kinney merger will violate Section 7 of the 
1950 to 


prohibit any stock or asset acquisition by a corporation 


Clayton Act. This statute was amended in 


which may have the effect of substantially lessening 
competition or tending to create a monopoly. By at- 
tacking this merger before it is consummated the De- 
partment hopes it will be able to get a speedy decision 
from the courts on the legal issues involved.” 

Assistant Attorney General Stanley N. Barnes, head 
of the Antitrust Division, commented: 

“This case, the second merger case which we have 
filed this year in the shoe industry, seeks to maintain 
the competitive character of that industry, and to stop 
this acquisition which it is alleged will promote con- 
centration in the production, distribution and sale of 
shoes, This complaint reflects our continuing concern 
over the effects on small shoe manufacturers of the 
absorption of independent retail outlets by a few large 
manufacturers.” 

The other case referred to by Assistant Attorney 
General Barnes was, of course, the Justice Department’s 
earlier anti-trust suit against General Shoe Corporation. 
In that case District Court Judge Elmer R. Davies has 
set April 2 as the date for beginning trial of the suit 
in Nashville. Judge Davies has sustained objections by 
the company’s attorneys to requests for voluminous 
information from the firm’s files and records. 


* a a 
General Shoe Reports Record Year 
In Net Sales and Earnings 


GeNnerAL SHOE CORPORATION enjoyed net sales 
of $167,863,881 in its latest fiscal year, which Chair- 
man Maxey Jarman said represented “the largest year 
in the history of our company, and an increase of ap- 
proximately 12 per cent over last year.” 

Earnings per share amounted to $4.62, compared 
with $4.22 last year on the outstanding common stock. 

During the year, General Shoe paid out its 93rd con- 
secutive quarterly dividend on common stock. The rate 
during 1955 was $2.50 per share, the same as during 
the previous year, 

Other year-end figures showed that General Shoe’s 
total volume of business was $201,300,993, leaving net 
sales of $167,863,881 after inter-company transactions. 
Net earnings totaled $5,262,135, or 3.13% on net sales. 

Reporting on the Federal Government’s anti-trust suit 
filed against General Shoe under Section Seven of the 
Clayton Act, Mr. Jarman commented that “our com- 
pany produces less than five per cent of the total num- 
ber of shoes made in the United States.” 

He said that General Shoe has followed a program of 
planned diversification in the shoe industry as a means 
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of providing the proper service to various types of cus- 
tomers. He emphasized the fact that General Shoe felt 
it important to have lines in all categories and price 
grades, and that the company’s development had fol- 
lowed normally along such lines. 

* * m 
Businessmen Urged to Use 
Royalty-Free Patent Index 


Mani FACTURERS and businessmen are being urged 
by the Business and Defense Services Administration, 
U. S. Department of Commerce, to make wider use of 
the government’s Index of Patented Inventions to stimu- 
late further the national economy. 

This index, containing brief descriptions of over 
21,000 inventions, has been placed in the Public Search 
Room of the U. S. Patent Office on the first floor of the 
Commerce Building, and thus made readily accessible 
to all who wish to examine it. 

These arrangements were made by Benjamin B. 
Dowell, newly appointed chairman of the Government 
Patents Board, in cooperation with Patent Commissioner 
Robert C. Watson, in an effort to encourage wider use 
of the index by American manufacturers. 

As a service to business, large and small, BDSA’s 25 
Industry Divisions have been directed by Administrator 
Charles F. Honeywell to call attention to the availability 
of the index in the course of their contacts with manu- 
facturers, businessmen, trade associations and others. 

Mr. Honeywell pointed out that the list of inventions 
described in the index should be of particular interest 
to manufacturers seeking to improve their products or 
develop new ones. 

The index contains informative descriptions of ap- 
proximately 5,000 government-owned patents which 
usually can be made available without payment of 
royalties. The file also covers some 16,000 additional 


inventions which have been licensed to one of the 


federal agencies and can be obtained on a license basis 
from the inventor or present owner of the patent. 


+. ” ” 


American Hide Closes Tannery 


hy the interest of economy, American Hide and Leather 


Co. has closed its Boston sales office, according to 
DeFred G. Folts, Jr., vice-president in churge of sales. 
Salesmen will continue to contact customers and keep 
them informed of developments affecting the company, 
whose Lowell tannery is also being closed for an indefi- 
nite period, no progress having been made in contract 
negotiations with Meat Cutters and 
Butcher Workmen. 

In a letter to customers announcing the closing, Mr 
Folts said: 


“Each department will be closed as the leather in 


Amalgamated 


process is worked through, We expect to deliver all 
specified orders by January 7. Further specifications 
against booked orders or new orders cannot be accepted 
unless the leather in question is in process or in in- 


ventory, 
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Billion Pairs Per Year Seen by 1980 


by WILLIAM A. ROSSI 
Field Editor, Boot AND SHOE RECORDER 


By 1980 the shoe industry should be producing over 
one billion pairs of shoes a year, or about 70 per cent 
more than the approximate production of 580 million 
pairs of 1955, 

By 1980, retail dollar shoe sales should amount to 
more than $8 billions, or about 135 per cent above the 
current $3.5 billions estimated for 1955. 
lhese figures are based on results of a special shoe 
study conducted by the writer, 
In short, the 
billion production figure could be reached sooner than 
1980, and the 


enlarge to appreciably more than that amount, depend- 


industry “projec tion” 


who considers them conservative. one- 


$8.1 billions retail sales figure could 


ing upon the course of several “intangibles” over the 
next 25 years, 

Population growth or projection figures, as estimated 
by the Census Bureau, provide the principal basis for 
the shoe industry projection study, Other factors in- 
volved in this projection study include growth in per 
consumer spending, percentage of 


capita income, 


spending going for shoes, and per capita shoe con- 
sumption growth. 

The rise in shoe production will be based in large 
part on per capita shoe consumption. Per capita shoe 
production over the past 25-30 years has increased by 
about three-quarters of a pair. We can expect at least 
the same rate of rise in per capita production over the 
next 25 years, which by 1980 should reach a figure of 
about 4.20 pairs as against 3.50 pairs today. In short, 
we should see a per capita shoe consumption rise of 
about .15 pairs every five years in the 25-year period 
ahead, 

But it’s possible, even probable, that this rate of 
per capita shoe consumption increase may be greater, 
due not only to substantial increases in consumer in- 
comes and spending, but to new concepts in footwear 
which, as the shoe industry record shows, can create 
sudden and appreciable increases in per capita shoe 
consumption. If such happens, then the one-billion-pair 
production mark would be reached before 1980, and 
so would the $8 billions mark for retail shoe sales. 


The estimates for retail shoe sales ahead are based 


on production figures multiplied by the average retail 


selling price per pair of shoes, Thus, the 580 million 
pairs produced in 1955, multiplied by the average 
retail selling price of $6 a pair, gives a round figure 
of $3.5 billions for retail shoe sales. 

We can expect the prices of all commodities to show 
a small but steady rise over the years ahead. Not as 
much rise as will occur in consumer incomes, however, 


so that we can expect that there will be a steady rise 
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in “real” income and our standard of _ living. 
We can figure retail shoe prices to rise about five 
per cent every five years. Thus, by 1980 the average 
retail price per pair will be $7.70 as compared with $6 
today. And in 1980 retail dollar shoe sales should reach 
$8.1 billions—-as a conservative figure, 
One other important “if” or “intangible” is involved 
which could change the retail dollar sales figure ap 
preciably, That’s the percentage of the consumer spend 
ing dollar going for shoes. A quarter of a century ago, 
consumers spent two cents of every dollar for sho 


\ steady 


only one and a half cents. We can probably expect this 


decline set in so that today it amounts to 


decline to continue, but at a slower pace, dropping 
perhaps to around 1.37 cents of each consumer dollar. 


This decline will not be due, as many shoemen tend 


to think, 


produc ts. 


to shoe business “losing ground” to other 
We will be showing an appreciable and 
steady increase in shoe production and sales, as shown 
in the projection table here. Rather, the smaller share 
of the consumer dollar going for shoes is due primarily 
to the fact that shoe prices will rise at a slower rate 
than consumer incomes and consumer spending. Thus 
the ratio between consumer spending and shoe spending 
naturally becomes smaller. However, if the current 
share of consumer spending dollars could be retained 
shoe sales in 1980 would 


for shoes, then retail dollar 


reach close to $9 billions. (If we could regain the two 
cents level of 25 vears ago, then consumer shoe spend 
ing in 1980 would amount to a spectacular $11.5 bil 
There little this, 


however ry 


lions. appears to be chance of 


doing 
dollar \ 


recent Commerce Department study reveals over the 


Shoe business, nevertheless, has been very 


well in holding its share of the consumer 


past eight years, spending for footwear has risen an 


average of 2.6 per cent yearly. This is more than twice 


the 1.2 per cent rate of increase shown by clothing 


and apparel over the same period. 

The same study revealed another interesting point 
In the ll-year period 1929-1940, for every 10 per cent 
income the spending for shoes 


But in the 8-year period 1947 


increase in consumer 
rose by eight per cent 
1954, the spending for shoes increased only four per 
cent for every 10 per cent rise in consumer spending 
The answer for the decline lies in two major factors 
rate than 


much slower 


that today 


shoe prices have risen at a 


consumer incomes; and the fact there are 


more varieties of products and services competing for 
furnish 


the consumer dollar (travel, TV. homes. cars 


ings, appliances, etc.) 


One final item that hasn’t yet been considered: rub 
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ber and rubber-fabric footwear. The production and 
consumption of this footwear isn’t included in the shoe 
figures cited above. For example, the output of 580 
million pairs of shoes for 1955 doesn’t include some 60 
million pairs of rubber footwear, which would bring the 
footwear production total up to 640 million pairs, or 


footwear retail dollar sales up to about $3.8 billions. 
I 


The 


shown a spectacular 340 per cent increase over the 


“casual” types of rubber-fabric footwear have 


past eight years, These are footwear types worn similar- 
ly as casual shoes are worn, for play, leisure and at- 
home wear. We can expect a growth in this type of 
footwear over the next 25 years, though far from the 
340 per cent growth rate shown over the past eight 
y ars. We can estimate, however, perhaps a total out- 
put figure of around 120 million pairs by 1980. 

This would bring the total over-all footwear output 
figure to over one billion pairs before 1975. Retail 
dollar sales of this footwear would amount to perhaps 
$550 millions, so that by 1975 retailers would realize 
more than $7.2 billions in dollar sales for all footwear 


aC mbined 


* * . 


Merrill Watson Elected Chairman, 
Federal Reports Advisory Group 
Merri \. WATSON, executive vice-president of the 


National Shoe 


elected chairman of the Advisory 


Manufacturers Association, has been 
Council on Federal 
Reports for 1956, In this group he is a representative 
of the American Trade Association Executives, one of 
the seven sponsoring bodies. 

The Advisory Council was sponsored by the Bureau 
of the Budget in 1942 to provide better consultation 
with business on federal reports and questionnaires. 
Shortly thereafter Congress passed the Federal Reports 
Act of 1942, directing the Bureau of the Budget to in- 
federal 


agencies in obtaining information from business enter- 


vestigate the needs and methods of various 
prises and to coordinate information-collecting services 
of all such agencies, with the aim of reducing costs to 
the government and minimizing the burden upon busi- 
ness. Since that time the council has acted in an ad 
visory capacity to the Budget Bureau in its implementa 
tion of the Federal Reports Act. 

In carrying out its functions, the Council maintains 
an office in Washington with an executive secretary and 


staff 


has appointed hundreds of committees and panels com- 


In the thirteen years of its existence, the council 


posed of qualified businessmen selected from establish- 
ments which either are, or would be, involved in a par- 
ticular Federal reporting program. Through the work 
of these groups, hundreds of unnecessary questionnaires 
and reports have been eliminated or simplified, the 
burden of paperwork on industry reduced, and govern- 
mental paperwork costs lowered. At the same time, 
however, the council has played an important part in 
improving and simplifying many government reports 
provided by industry, 
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Mr. Watson is a former president of the American 
Trade Association Executives and a former president and 
chairman of the Society of Business Advisory Profes- 
sions, a group of lawyers, accountants, economists and 
trade association executives in New York City, affiliated 
with New York University. 
of the manufacturing trade group of the National Indus- 


He has also been chairman 


trial Council. In 1952 he was appointed a member of the 
Watkins Committee established by the Secretary of 
Commerce to examine the needs and requirements of a 
Federal statistical program. 

He is at present a member of the Business Research 
Advisory Committee of the Bureau of Labor Statistics, 
U.S. Department of Labor, and of the Conference of 
Business Economists. 


* * * 


Selby Raises Minimum Wages 
Before Law’s Effective Date 


Homer C. SELBY, chairman of the buard for Selby 
Shoe Company of Portsmouth, Ohio, announced his 
firm installed the newly-legislated $1 an hour minimum 
wage December 12, about three months in advance of 
the law’s effective date. 

Timing of the increase was stepped up to enable af- 
fected employes to receive their first pay at the new 
rates before Christmas. 

In addition, Mr. Selby said that the present spread of 
10 cents an hour between the current Selby 90-cents an 
hour minimum and the $1 an hour earnings of more 
experienced employes will be maintained on a progres- 
sive schedule. 

All time-work employes earning $1 but less than $1.05 
will be increased to $1.05 December 12. 


earning $1.05 or more will be increased to $1.10 an 


Time workers 


hour. Incentive pay will be adjusted in a similar 
manner. 

Selby officials estimated the adjustments would in 
crease the firm’s payroll $15,000 annually. 

Average hourly earnings in the shoe industry nation- 
ally stand at $1.34, said Mr. Selby, so the increases 
under the new Selby pattern will bring employes con- 
siderably above the average. 

“Current trends in wage negotiations in the shoe in 
dustry prompted us to make these adjustments,” said 
Mr. Selby. 

The firm’s present contract with United Shoe Work- 
ers, CIO, runs until October 17, 1958. 


* om 7 


Ohio Leather Dividend Declared 


Directors of the Ohio Leather Co. declared an 


extra dividend of 50 cents, payable Dec. 29 on stock 


of record Dec. 20. The company’s fiscal year ended 
Oct. 31. 
quarter of the last year, plus an extra 25 cents, or a 
total of $1.25. This year’s dividends total $1.50. 


Regular dividends of 25 cents were paid each 
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ENDICOTT JOHNSON Gives you three to get ready... 


for the steady, year ‘round profit and growing repeat sales 
you can expect when you handle an established brand name line 
of workshoes like the “RANGER LINE.” 


Endicott-Johnson and other leading manufacturers who produce 
superior quality “‘special purpose’’ footwear knows that the 
VUL-CORK label on an outer sole is an ESTABLISHED hallmark 
of quality. That’s why these three RANGER styles have a 
VUL-CORK or VUL-CORK NEOPRENE outer sole. 


RANGER Style No. 841 RANGER Style No. 856 
Dark Brown Oil Tanned, Lined a Dark Brown Oi! Tanned Oxtord 


Vamp, Grain Gusset, Sweat 
Resistant Leather Insole, Steel 
Shank, One Piece Quarter, 
VUL-CORK Neoprene Sole 
Tri-pad Arch, Perma Counter 
B, C, D, EE and EEE widths 
Sizes 5-14 


One Piece Quarter Lined Vamp 
Grain Gusset, Tri-pad Arch 
Steel Shank, VUL-CORK 
Neoprene Sole, Sweat Resistant 
Leather Insole. C, D, E, Ef 

EEE widths. Sizes 6-12 





RANGER Style No. 842 


Tan Elk, Lined Vamp, Grain 
Gusset, Sweat Resistant 
Leather Insole, Steel Shank 
VUL-CORK Sole. D, EE, EEE 
widths. Sizes 6-14 





Vul-Cork Sole Division, 
Cambridge Rubber Co., 
Taneytown, 

Maryland 

Makers of 


Nain 


VUL-CORK & VULCORK NEOPRE 
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That’s the Beauty of it 


It “goes” with her — anytime, anywhere. 


4 


¢ 


It’s a pleasure to wear and to own. This is 
Devon calf by Lawrence and she loves it. 
Its buttery soft fashion ... its profusion of 
vivid colors tells her it’s sure-footed styling. 
Lawrence Devon calf means customer 
satisfaction and greater profits for you 


that’s the beauty of it. 


ALI 


. C, LAWRENCE LEATHER COMPANY 


[VISION OF GWIFT @ COMPANY [INC ) Py ABODY, Mass. 
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HAIL THE NEW YEAR 


We pause on the threshold of this new 
year to count our blessings, review the 


past and look forward to the future. 


If we can maintain the good, discard the 
errors and strive for improvement, we 
will be on the right road and going in 


the right direction. 


Your friendships, interest and coopera- 
tion have been an important contribu- 
tion during the past year and a source of 


personal joy. 
May I take this opportunity to express to 


extend our heartiest wishes for a healthy, 


happy and prosperous year ahead. 


Fb Tubes. 


Editor Emeritus 
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so what happened 
to the 
PROFITS? 


Jumping-Jacks dealers 

aren't asking! They 

know all about profits 

and how to make 'em! 

(Selling good shoes 

pre-sold by good national 
advertising!) Anyhow, °55’s over 
and done with. The important 

, ‘What’s ahead?” 


wer to that one, too 


question 1 
We know the an 
‘56 looks boom-bright .. . 


for Jumping-Jacks dealers! 


SEE JIM LONERGAN, 
Mid-Atlantic Shoe Show at Benjamin Franklin 


JUMPING“ JACKS 


—_ 


FLEXIB Lp sHOES FOR pyiLDREN 


a“ 


VAISGEY-BRISTOL SHOE COMPANY 


MONETT MISSOUR 





Footwear Sales Step Up 


when CELASTIC BOX TOES 
Step Forward! 


Why? Because mother, dad and the little ones all appreciate the toe comfort 
Celastic hard box toes or Celastic soft box toes give them — for the life 
of their shoes. 


Footwear for dress or play . . . lined or unlined . . . every style benefits 
and the sales of shoe manufacturers and the outlets they supply reflect 
it! Are you using these quality box toes to build loyalty for your brands? 


UNITED SHOE MACHINERY CORPORATION + BOSTON, MASS. 


ete oo nga ed Stems A Oe tact pereten 
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"56—"Exeeptionally Good” 









































George HU. Baker 


Retail shoe sales in 1956 evidently are going to continue at or near the 
encouraging big-volume levels set in 1955. 

This heartening forecast comes from J. G. Schnitzer, the federal govern- 
ments top-ranking economist on the shoe and leather industries. The 
outlook for both sales and factory production in the first six months of 
the year is “exceptionally good,” Mr, Schnitzer states in an exclusive 1956 
forecast for Boor AND SHOE RECORDER 

“It now appears that the record levels set in the first half of 1955 will be 
continued in the first six months of 1956," Mr. Schnitzer states. And 
factory output-—barring labor difficulties—-probably will approach the 
300,000,000 pair peak that was set in the first six months of 1955, he 
predicts 

Total retail sales in 1956 are going to be influenced strongly by at 
least several new factors in shoe selling. Mr. Schnitzer explains these new 
conditions as follows 

“Retail sales will be aided by the fact that Easter comes early this 
year. This situation also means that the Spring selling season will be a 
little longer than usual. 

*The opening of additional shoe stores in the suburban shopping 
centers will help in keeping retail sales at high levels, The suburban stores 
have met the demand for better-grade shoes by adding higher-priced 
lines to the stock usually carried. Customers will continue to up-grade 
their purchases, and suburban stores evidently are going to carry good 
supplies to meet this demand 

“The year 1955 closed with an exceptionally large volume of orders 
in the hands of shoe manufacturers. This is a direct result of the shoe 
shows held in October and November, Indications are that the momentum 
of this volume is sufficient to keep production running at the high rate 
indicated above. 

“Although the strikes against the two important St Louis producers 
have been settled, there still are indications of labor unrest. Laion con 
tracts with about 35 New England factories expire soon and the unions 
have indicated they will request higher terms in their new contract 
But both the unions and management realize the losses to be incurred if 
production ceases, and there is good reason to believe that strikes will 
be avoided by compromise 

“Sales of men’s shoes should continue at strong rates. Manufacturer 
of men’s shoes are favorably impressed with the manner in which the 
Continental styles have been accepted by consumers, This trend has 
resulted in a definite increase in the per capita consumption of men’s 
shoes. The manufacturers are planning to introduce a still-larger line of 
new styles in the coming season.” 

All of these indications mentioned by Mr. Schnitzer indicate a yeas 
of strong business, both as to number of pairs and as to dollar volume 
The price advances put into effect at all levels of the trade during 1955 
have served to strengthen the positions of nearly all retailers. Acceptance 
by the public of new styles shows that people are eager to buy, and that 
slightly higher prices are not discouraging them from their planned 
purchases. Everything considered, 1956 business should run at or near 


the 1955 volume. 
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The Guaranteed Wage Unions will drive hard for installation of more supplemental pay plans 
in 1956. And union officials are warning their memberships that industry 
will “sharply attack” all attempts to put workers’ income on an annual, or 
“guaranteed,” basis. 

AFL officials are on record as stating that many employers have an 
old-fashioned idea that they “owe no obligation to their workers except 
when they are employed.” 

(Evidently, employer thinking has got to be “educated” to the notion 
that putting wages on an annual basis through supplemental unemploy- 
ment benefits is now an accepted principle of business. ) 

The AFL officials admit, however, that wage “guarantees” will be a 
heavy burden—in some cases, an impossible burden—on small business. 
Many smaller firms are just not in a position to guarantee anybody’s 
wages, salaries, dividends, or even that next month’s rent will be paid. 

According to the AFL, the solution to the problem of putting over 
supplemental pay plans on smaller firms is to get the government to write 
new unemployment laws and to force states to boost unemployment pay 


rates, 


Big Wages and Big Business Big business and big wages are to get still bigger in the years immediately 
ahead, according to an Administration spokesman. Felix Wormser, As- 
sistant Secretary of the Interior for Mineral Resources, makes this pre- 
diction, and explains it this way: 

“Large-scale industrial companies are part and parcel of the age in 
which we are living. | daresay they will grow even larger as time goes on. 
How else can the terrifically large sums of capital necessary to provide 
the machinery for our mass production industries be obtained? It is our 
steadily increasing productivity through the aid of power and efficient 
machinery which enables us to eliminate human drudgery and raise 
steadily our standard of living. 


“Big wages go hand in hand with big business.” 


Advertising Allowances Manufacturers are going to do more checking up to make sure merchants 
spend all advertising allowances for advertising, and don’t pocket any of 
it. The Federal Trade Commission is threatening action against manufac- 
turers whose customers don’t spend all their allowances for the purpose 
intended. 

The Commission is warning manufacturers that in giving advertising 
allowances they must “exercise precaution and diligence in seeing that 
all of such allowances are used in accordance with the terms of their 
offers.” 

And, the FTC adds, it doesn’t make any difference if some merchants 
can get lower advertising rates than others, and thus save money. Adver- 
tising allowances must be spent for advertising and nothing else, the 
regulatory agency directs. 

The warning is directed at manufacturers who operate in interstate 
commerce, because most dealers operate in only one state and thus don’t 
come under the jurisdiction of the Commission. 


[TURN TO PAGE 82, PLEASE] 








The Lasting Machine that Operators Prefer 


The Model D Toe Lasting Machine takes 
the back break out of flat toe lasting without 
compromising quality. This modern semi- 
automatic machine’s yielding upwipe, con- 
trolled distributing action, powerful double 
overwipe and heavy bedding pressure com- 
bine in improved form the same bed lasting 
principles which have been used in making 
shoes for so many years. 

Like any other semi- 
automatic machine, the 
results depend largely 
on the shoe prepara- 
tion. The conditions 





United Shoe Machinery Corporation 
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required are simply good shoemaking, as 
successful users will testify. Provide them, 
and this machine really pays off on unlined 
and combined-lined shoes. 
The TLA-D has lasted the toes of millions 
of pairs of men’s, women’s, and children’s 
cement flat-lasted shoes. To present users it 
means high production, consistent quality, 
. and ease of opera- 
», tion. It can mean 
the same to you. 
Call or write your 
local US repre- 


sentative. 


BOSTON, MASSACHUSETTS 





woman's day 


THE A«cP MAGAZINE 
the NATIONAL magazine...with the NEIGHBORHOOD impact. 
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‘on the shoes she saw in woman’s day 


How come she feels so strongly about a particular brand name? 
Jecause she feels so strongly about the magazine that featured it, 
the magazine she buys month after month at the A&P store 
—WomMAN’s Day! This typical A&P shopper is your customer. 
You can reach her by featuring the shoes in WoMAN’s Day. 
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ALLURING FOOTWEAR 


synchronized 
with 


Spring 


"Synco” 


tion * Jefferson City, Mo. 


_ Tweedie Footwear Corpor 
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BOOT and SHOE 


SAMt EL L. SLOSBERG, president 
of the National Shoe Manufacturers 
Association and president of the 
Green Shoe Mfg. Company, says: 
“In the shoe business we manu- 
facturers lean heavily on the re- 


tailer to carry our message to the 






I 


/ 





Mii 


consumer. We try to remember 
always that the clerk at the fitting 
stool has a tremendously powerful 
influence on consumer preference, 
which is the deciding factor, of 


This holds 


store owner who controls the adver- 


course, true for the 
tising and general policy of the 


store. Shoe manufacturers are 


keenly 


business 


aware that the fate of their 
with the 


retail outlet and to this end they 


rests ultimately 
spend much time, money and effort 
to influence the sale at the point of 
purchase.” 


* ” “ 


A. D. HEACOX of Webb’s Shoe 
Maryland, 


Store in Cumberland, 


Says: 


“It’s time for every shoe man to 
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vet back of a sure-fire promotion 


to make every man, woman and 
child in America, all 160 million of 
them, start talking shoes. 

“Walk and be healthy! Walk a 
mile a day and live to be 80! Start 
walk to work! 


ca is riding all day and sitting all 


living Lazy Ameri 
night, 
“It’s time for every shoe man in 


America, from manufacturer to the 


smallest retailer, to quit kidding 
himself about the shoe business 


being in such a healthy condition 


today. 





“Any business that is sitting back 


and letting the consumer’s dollar 
practically run away from it should 
do something about it and do it now 

not next year or 


year, but NOW.” 


” ” ¥ 


the following 


Eny ARD FF. ENGLE, manager of 
the Sales Promotion Division of the 
National Retail Dry Goods Associa- 
tion, Says: 

“The ability and desire of Amer 


ican customers to buy new goods 
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PTRADE 


living 


has raised our standard of 
drastically, as exemplified on econ 
omists’ charts by sharply ascending 
curves for number and size of fami 
lies . . . luxury living habits 

new homes and the population shift 


to the suburbs 


eit 


“And retailing, in the broadest 
sense of the term, has been the in 
dispensable channel through which 
this unprecedented supply has 
flowed to the seemingly insatiable 


demand, In this erue ial pivotal 


position, we in retailing have in 


herited significant responsibilities 
and opportunities, 

“How well we discharge out 
obligations and exploit our oppor 
tunities may well determine whether 
or not the marketing era becomes 
another step in the continuing 
growth of our nation’s prosperity 

“For in our keystone role, we 
have assumed the obligation as the 
vital link in the chain between pro 
duction and consumption, Our task 
is a formidable one, since the pres 


sure of goods to be sold working 








against the pull of consumer de 
mand has put tremendous stress on 
the ability of distributive-retail 
pipelines to handle the load. 

“Not only is the retail store the 
pipeline, but it is part of the de. 
mand function of the 


hub 


retailers are at the 


- creation 
American economy. In our 
position, we 

crossroads of ideas 


keeping the 
nation’s economic circulation func- 
tioning smoothly by passing along 
to customers the new ideas and 
products of the manufacturers’ in- 
genuity, and passing back up to the 
facts customers’ 


producer about 


needs, preferences and wants.” 


L. K. CRAWFORD of Crawford’s 

Shoe Store in Lima, Ohio, says: 
“Retailers need far better service 

instock de- 


partments if they are to meet the 


from their resources’ 
increasing challenge of the style 
picture. Manufacturers can do a 
lot to increase their own business 
if they will improve this service. As 
it stands now, deliveries requested 
from so-called established instock 
departments are far too slow. Some- 
times these run as much as five to 
six weeks behind. This is far too 
late to be of any value on good sell- 
ing style shoes. Failure to keep 
customers supplied with up-to-the- 
minute styles means lost sales both 
to the retailer and to the manufac- 
turer. This style problem is going 
to be with us for a long time. It’s 
up to the manufacturers to help us 


meet it efficiently.” 


Win A. BROWN, of Brown’s Shoe 


Fit Company, 


Shenandoah, lowa, 


SAYS: 

“Display windows and salesman- 
ship are two factors that merit spe- 
cial attention by most retailers to- 
day. It seems that during the some- 


36 


what easier times, many have more 
or less failed in window study and 
treatment. Windows are the first 
thing a customer sees upon entering 
the store. Unless they have an un- 
usual appeal, they won't get the 
proper attention. Windows can pre- 
sent the store in an effective man- 


ner, or they can do the reverse. 


= — 


“The same thing has happened to 
sales forces as has happened to win- 
dow displays. This fast and rather 
high powered age has too many 
salesmen who get the idea that they 
should make the most sales in the 
shortest time and they fail to con- 
of the 


Sales meetings and good 


sider the satisfaction cus- 
tomer. 
training in a store are essential in 
evercoming situations such as these. 
After all, the Golden Rule is for- 
gotten in too many instances. Satis- 
customers 


faction given to the 


means repeat business. There are 





bound to be upward sales trends for 
stores that are especially interested 


in each customer.” 


Sam PEDOTT, men’s shoe buyer 
for O'Connor & Goldberg in Chi- 
cago, IIL, says: 

“With this growing popularity 
of men’s casuals, we should not 
forget that dress shoes are still im- 
portant and have to be sold. In 
selling, advertising and promotion, 
casuals should be presented and 
emphasized for specific purposes 
that supplement dress shoes. Other- 
wise, with over-emphasis on casuals 
and a neglect of dress shoes, cas- 
uals merely replace dress shoes in 
a sale. 

“We should remember that dress 
shoes are in the picture and that 
they are the only proper shoes for 
some types of apparel. Casuals 
should always bring an extra pair 


purchase.” 


- 
co VI6/LI9 


“Yes, radar-controlled! Just press a button and presto—there's your size." 
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Main entrance of Bonwit Teller’s new Wynnewood, 
Pa., store. The canopy is gleaming white fiber glass. 
Landscaping is flood-lit with mercury vapor lamps. 


An Italian mosaic wall inset with 250,000 gold flecked 
ceramic tiles flown from Venice provides a background 
for the escalators in the new Bonwit Teller store at 
Wynnewood, Pa., a suburb of Philadelphia. In addi- 
tion to making a rich looking background, the 1,500 
square foot wall reminds shoppers of the location of 
the escalators. 


The the 


opened by Bonwit Teller, is located within the Main 


new store, first suburban branch to be 
Line Shopping Center at Wynnewood, It is a two story 
building covering an area of 25,000 square feet and is 
completely devoted to merchandising. There is also a 
partial service basement with truck loading docks. 


The outside of the building is trimmed with mansota 





onwit Tellers 
rst 


uburban Store 


New York Fashion Store’s Main Line Philadel- 
phia Branch Is Elegant and Modern. 


and avondale stone. A glass entry, rising to the full 
height of the store, dominates the facade and gives a 

both The the 
sonwit Teller sign in silhouette, and the deco- 


flood-lit 


is accented by mercury vapor lamps. 


view into selling floors. facade with 


familiar 


rative landscaping, are at night. The foliage 


Inside, store fixtures are accented in rich colors 


against neutral backgrounds. Plastic coatings are used 


for decoration and easy maintenance. Sparkling bronze 
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Upholstery in the shoe salon is in bright colors 

Shoes are displayed in shadou 

boxes. Chairs and sofas are upholstered walnut 
Specially woven floor covering is used 


bronze-framed 
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1955 


Tue most remarkable aspect of the stantial gains with a significant effect cumstances any industry could nor- 


hoe industry in 1955 was not in the 
facts of production but in the trade 
frame of mind from the very beginning 
of the year, Every month of active out- 
put and retail sales was greeted with 
kepticism. Gains recorded from a year 
ago were viewed with the gravest mis- 
givings. Never before had production 
figures dissected and analyzed 
with such apprehension. It 
almost as though manufacturers 
and retailers doubted consumer de- 
mand, doubted the possibility of growth 
in an expanding economy, and were 
fearful of being tainted by prosperity. 

There should have been no surprise in 
the record production and retail sales 
of 1955. All of the facts at the start of 
the year indicated only one possible di- 
rection for industry activity. In Boor 
AND SHOk RECORDER'S annual forecast 
and review, published January 1, the 
following statement was made: “This 
year holds the promise of greater prog- 
ress, of more genuine achievement than 
the industry has known in decades, In 
the shift of consumer demand marking 
the rise in living standards there is op- 
portunity for shoes to record a great 
spurt. Dollar volume can register sub- 


been 
constant 


was 


38 


upon success and profitable operation.’ 

In 1954, against a background of 
business uncertainty and_ recession 
fears, hand-to-mouth buying became 
the order of the day. In spite of trade 
hesitation, shoe production remained 
practically unchanged, and true 
sumption as measured by retail sales 
actually increased. Consumers did not 
seem to be aware of the risks which 
stifled business initiative and promo- 
tion. Purchasing power and the growth 
in market potential represented by 
greater population and higher living 
standards were universally underesti- 
mated. 

Then with the beginning of 1955, 
business fears began to vanish. Wide- 
spread optimism developed as the tide 
of recovery spread to durables and 
non-durables alike. Caution was by 
no means thrown to the winds, but 
trade buying practices returned to 
normal. It was acknowledged that 
timely buying was the essential pre- 
lude to timely deliveries. Every rea- 
son existed, therefore, to expect that 
a sharp forward stride would be taken 
by the shoe industry in 1955 under the 
stimulus of the most favorable cir 


con- 


mally expect. The gains which did 
occur in output and consumption came 
about in spite of trade failure to rec 
ognize the real dimensions of the new 
market! Here and there the ferment 
of promotional imagination and ac 
tivity was at work, but the industry 
as a whole lagged behind its possi 
bilities. 


The Statistical Facts—Production 


Total shoe production in 1955 climbed 
to 578 million pairs, a new record. All 
of this volume was created by con- 
sumer demand, by the needs and wants 
165 million consumers. 
fell to the lowest 
period, and no 
abnormal factor 


of shoe fac- 


in footwear of 
Military purchases 
level in the postwar 
other extraneous or 
contributed to the surge 
tory activity. 
Several facts in 
ord of 1955 production deserve 
particular attention. To begin with, 
a change of 10 percent in annual out- 
put is itself extraordinary and in the 
past has only been associated with 
highly abnormal events such as war, 
the aftermath of war, or violent 
nomic developments. Hence, the gain 


the physical rec 


shoe 


eco- 
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THE MARKET FOR SHOES 
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T he Record for 1955 Demonstrated That the True Dimensions of the 

Shoe Market Are Sull to Be Explored. The Industry Must Lead Consum- 
ers to the Goods They Want and Are Now Capable of Acquiring. 


Opportunity: 1955-56 


last year cannot be accepted matter its relation to style influences. Both ty as the dominant buying appea 
of-factly; its causes merit thought and women’s and men’s shoe output in hut to find men’ hoes in the same 
study by every manufacturer and re- creased far more than the other cate- class i urprising. Yet the facts in 
tailer. gories. Heretofore, this might have dicate that in 1955 a long trend wa 

Another absorbing fact is the dis been expected of women’s shoes, where arrested and even reversed—the pet 
tribution of production increase and style has long supplanted mere util- capita ratio for men's shoes increased 





SHOE PRODUCTION 


A NEW RECORD 
1921-1955 


CATTLE POPULATION 


MILLIONS 


100 


Factors contributing to this change 
are noted below; the statistical signifi- 
cance sressed here is obvious. Even a 
fraction per-pair-gain in the demand 
for shoes by men spells out millions 
in annual volume to the industry. 

Changes in juvenile shoe produc 
tion were not outstanding. In all of 
these types, volume kept pace only 
with the growing population in the 
juvenile age group. To be sure, the 
basic growth factor in children’s shoes 
cannot be dismissed, but unchanging 
per capita data the continued 
absence of any forces such as 
have appeared in shoes. 


reflect 
added 
adult 


Finally, the detailed production fig- 


1955 emphasize the trans 
formation which has occurred in 
women’s shoes. Only a few years ago, 
conventional dress shoes were con 
trasted with casual or playshoe types, 
and the latter were still regarded as 
an unproven novelty. The bulk of the 
sharp gain in women’s produc 
tion last year was in the more casual 
types as distinguished from the shoes 
still described by members of 
the industry as “regular” footwear. 
What is significant in these facts is 
the adaptation of women’s shoes to 
a changing way of life, to the new 
standards imposed by more leisure and 
suburban living. And only now is it 
being recognized that the new kinds 
of shoes required by women in 
temporary life need not compromise 
with the best standards of quality and 
NEED NOT IMPAIR dollar volume. 


ures for 


shoe 


some 


con 


Consum ption 


One question obsessed the entire in- 
dustry from the beginning of 1955. 
Could production increase substantially 
without the repercussions suffered in 
the past? The key to the answer was, 


40 








and always has been, the rate of con 
sumer demand as expressed by 
sales, 

One clear distinction must be made 
between production spurts or 
boomlets in former years and the high 
level of 1955 activity. In the past, the 
cycle of feast or famine was invariably 
caused by anticipatory buying in or 
impending cost or price 
avoid the threat of 
The classic pattern of event 
scramble for merchan- 
and ended with a surfeit of in- 
which sometimes took month 
Optimism during the buy 
had its 


retail 


shoe 


der to beat 
increases, or to 
shortage. 
began with a 
dise 
ventory 
to correct. 
ing movement 


depressed 


counterpart in 
sentiment during the 
However, a similar pattern 
apparent in 1955 when 
rather than anticipation 
For the first time in a 
shoe output achieved a 
gain without the artificial 
inventory accumulation. 


col 
rection. 
was not cau 
the 
genera 
striking 
stimulus of 


tion was 
rule 


tion, 


Consumption in 1955 paralleled out- 
put; demand left little room for build- 
ing excess stocks. It is estimated that 
total last year reached 570 
million pairs, only a hair’s breath re- 
moved from the production figure. The 
retail volume was not achieved 
by any spectacular promotion or flood 
of merchandising effort. It was the 
product of prosaic and steady demand 
by consumers, month after month, con 
sistent with population and purchasing 
Sales gains early in the year 
were regarded with doubt; every pos 
sible reason was weighed for discount- 
ing greater consumer demand. Skep- 
ticism notwithstanding, volume at the 
store level persisted in remaining good 
and thereby frustrating the warnings 
of retribution offered by the industry 
pessimists. 

Whether or not inventories of shoes 
are changed in minor respects at the 


shoe sales 


gain in 


power, 








end of 1955, compared with a yea! 
earlier, is irrelevant to the major con 
sideration. Stocks were moderate a 
year ago after a period of curtailed 
output. Greater volume at retail could 
only be handled with more working 
inventory so that the absence of ma 
terially higher stocks is more signifi- 
cant than the contrary. Above all, the 
dominant factor in the business 
during the past year was not made 01 
controlled by the industry—it was con 
sumption that called the tune! Hence 
the vital question suggests itself: Is 
the scope and potential of shoe con 
umption within the shoe 


shoe 


realized 


industry? 


Varket 


A year or so ago, manufacturers and 
retailers might still have been justified 
in regarding radical ideas about 
markets as theoretical and unproven 
After all, the routines and practices of 
the shoe business were well established 
whereas discussion of the new Ameri 
can market, the mass middle-class and 
rising living standards verged on 
double-talk. Perhaps these ideas did 
apply to cars, but shoes were probably 
in a different class of consumer wants. 
However, the past year furnishes 
evidence which can hardly be ignored 
practical and non- 
theoretical producers or retailers. To 
survey and consider the true dimen- 
sions of the shoe market is not theory. 
It is the realism from which good 
business must begin. 

Population data tell one part of 
the story, and by no means the most 
important part. Here the facts are 
familiar and can be summarized suc 
cinctly. Every year the ranks of U. S. 
consumers are increased by three mil- 
lion persons. Projecting the current 
birth rate only five years indicates a 
population in 1960 of 180 million. Each 


The Dimensions of the 


shoe 


even by the most 
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fASTER — 
ALWAYS TOO OR TOO LATE 
LARLY MUST BE INVENTORY 


WeECcOvERY . BUSINESS 
CONTINUES BETTER THAN 
SEASONAL 


FRINGE BENEFITS | 








JUNE JULY 


year, therefore, represents a market increase. Of far more importance: 

increment of 10,500,000 pairs of shoes, changing character of that 

so that normal production by 1960  figure—the average consumer 

should be in the area of 625 million United States. The salient fact 

pairs, based on current average con era is the transformation of 

sumption rates tandards on an unprecedente 
and with unparalleled speed 


A ; has been the change that busine 
greater increase in production will 


actually be necessary than can be in 
ferred from the arithmetic of total thought and effort to the emergence of 
population. The current population in ? 

‘ ; a vast middle cla 
the juvenile age groups is extremely in 
high compared with the total by virtue 


a whole ha not yet a imitated 


implications or keyed merchand 


the shoe industry, for example 


of the sharp jump in the birth rate 
during the forties. The number of 
adult consumers in the country ha 
not yet reflected the huge population 
increase, but will begin to do so with 
in the next five years. As that occurs, 
the demand for men’s and women’s 
shoes will start to spurt, paralleling 
the advancing demand for juvenile 
footwear already witnessed. If present PER CAPITA 

ratios are projected to 1960, norma REAL PURCHASING POWER 
output in that year would include more IN PRE~WAR DOLLARS 
than 310 million pairs of women’ 

shoes and 120 million pairs of men’ 

shoes. 


the conventional terms of the 
| 


till applied to the mar 
Volume or popular price are employe 
as descriptive of markets and 
sumers, who have outstripped 
-onceptions through the acqu 


It would be completely wrong and 
inaccurate to confine a market survey 
of the shoe industry to the blessing 
of a high birth rate and populatio: 








Boor AND SHOE RECORDER grate 
fully acknowledges the coopera- 
tion of Tanners’ Council of Amer- 
ica in preparation of this study 
and for charts and statistical ma- 
terial including tables of produc- 
tion and consumption on pages 66 
and 68. 
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Fashion Trends 


A Close Range View for Long Term Planning in 


Leathers and Colors, Lasts and Constructions, Silhouettes 


and Treatments. A Host of Promotion Themes in Shoes with 


Beauty for Eye Appeal and Comfort for Wear Appeal. 


Heels Leather Surfaces 


Vew Low Lines 
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Coming Up for 1996... 


HEELS 


Wedges continuing very shapely. 


Very thin in medium heights as well as high. 
Decorated—Carved, 


Filigreed, Jeweled, Transparent. 


NEW LOW 


Low Throat 


LINES 


Line. 


Low Back Low Line 


PRINTS—Printed 


Sock Linings. 


Leathers, Printed Fabrics, Printed 


LEATHER SURFACES 


Grainy. In 


Smooth or 
Number 
one shiny leather of 1956, black patent. Of all leathers 


in style shoes, black patent number one. 


Dull or Shiny, 


Dull Surfaces, matte and suede. 


Lusters, es 
pecially kidskins, in all-over designs and as trims, in 
both Smooth 
glossy calfskin giving full value to new Spring colors. 
Shrunken 


shoes, with sueded grains outstanding. 


style and casual types. In Surfaces, 


Grains top news in tailored and casual 


TRANSPARENCY WITH DECOR 


terned material laminated between two layers of viny 


Vinylite with pat- 


lite. Decorated “Glass” Heels to complete transparent 


look. 


Soft Constructions 


Cushiony 
Details 
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WHITI 


shoes, from casual to dressy 


position in Summer 


White sharply contrasted 


slated for number 


with black patent leather, All-ovet white in dressy types. 
SOFT CONSTRUCTIONS in uppers and soles. 


( ushioned 


CUSHIONS 


rubber 


DETAILS in 


insoles. 


foam 


upper s 


Color 


7 


Elasticizing 


COLOR big news of the coming season, Black in pat 
Next to black, the 
beiges—starting early with very, very pale beige. Navy 
and Wedgwood blue. A little Absinthe, the new pale 


green with a yellow tinge. Red, a promotion color in 


Pastels 


ent, matte and smooth surfaces 


a rosy shade, pink, blue and yellow——selling 
early. Going into Summer, white the number one color 


White black. White 


with pastels. 


alone. Sharply combined with 


ELASTICIZING. The quarter the new area for elas 


twizing. 





Predict 1956 Shoe Sales 


BILLIONS OF DOLLARS, SEASONALLY ADJUSTED ANNUAL RATES 


:, CONSUMERS 
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0: SPITE the feeling among some authorities that such 
backbone 


housing may dip a bit from thei: 


industries as automobile production and 


1955 showing in 
1956 and thereby tend to depress the general business 
trend, the majority judgment of the Board of Analysts 
of Future Sales Ratings is that retail sales of shoes in 


1956 will exceed those of 1955 by 


per cent. Substantially larger gains than this are con- 
sidered likely if a greater advertising and selling job 
1956. 


Production-wise, the Board sees an approxima- 


is achieved in from manufacturer through re- 


tailer 


tion in 1956 again of the huge output levels of 1955. 


GROSS NATIONAL PRODUCT 


BILLOWS OF DOLLARS 
430 





420 


410 


400 


390 


"MAX IMUM" 


380 


370 


360 














In addition to the reservation that further efforts in 
advertising and merchandising must be made, as accom- 
plished, for example, by the “new in shoes” program 
sponsored by all branches of the trade, the Board feels 
that higher prices generally are coming in 1956 as a 
result of the increased wages materializing from recent 
strikes. The Board does not anticipate any heavy or 
concerted price resistance on the part of the consumer 
but feels that this could develop if the rises in price are 
too pronoun ed, 

Labor difficulties are viewed as having unsettled the 
industry slightly but the impressive fact is emphasized 
that be taken that 
record volume of business on 
delivery the 
Easter and Spring season. It is felt that production 
for at least the first half of 1956 should be very favor- 


these can in stride and the shoe 


manufacturers have a 


hand, most of which is for in time for 


able, though the Board feels now, at least, that there 
will be a tapering off in the closing six months except 
for the “back to school” seasonal volume which usually 
takes place in the factories in August and early Sep- 
tember. 

The shoe industry basically is visualized as being 
in a very strong situation. The economic picture for 
1956 is considered excellent, with higher purchasing 
power likely through top employment levels, increased 


wages and lower taxes, as well as a further jump in 


*At 
creased sales 
trade spokesmen 
period. Some observers saw possibility 
1956 shoe production. 


Popular Price Shoe Show of America, 
were forecast for first half of 1956, 
declined to make predictions beyond 
af slight decline 


In- 
but 
that 
in 


the recent 
shoe 
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Will Set New High... 


©, PERCENT OF DISPOSABLE PERSONAL INCOME 
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Economists and Business Observers Compris- 
ing Sales Ratings Board Look for Increase of 
3.7 Per Cent over Retail Sales for 1955. 







by PETER B. B. ANDREWS 


Supervising Economist 
Future Sales Ratings 












population. Merchandise, moreover, is believed more 


attractive than ever, with a fine development of style, 






color, materials and other interesting salable factors 






Inventories all along the line are found to be quite 






reasonable and only about six or seven per cent higher 






than a year ago. This means that there are no large 






holdings of stocks which will have to be absorbed either 






to give retailers additional funds or to firm up con 






fidence in volume. Promotions by the shoe trade as 






a whole through the National Shoe Institute are seen 






as having had a favorable effect by increasing the pet 






capita purchase of shoes by men and boys. This has 






been the low end in retail sales in recent years amount- 






ing to less than two pairs for men and only about 1.35 






for boys. 






There has been a definite improvement in sales to 






these groups in 1955 and the Board believes that sales 






to men will again reach two pairs per capita and to 






boys about 1.5 pairs. The new styles introduced during 






the past year or so—low cuts and casuals—are seen as 






having done much to foster this rise in business. It is 







found difficult to determine to what extent the shoe 






wardrobes of the male sex have been filled in order to 


determine the potentials for 1956. Net conclusion, 
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BOOT And SHOE RECORDER'S 
SHOE RETAILERS PANEL 


Retailers’ Actual Markup 


Markup 


Relates To 
Question 1 





How The 
Retailers Voted 


t Retailers 


Markup 


Think Markup Shoul 


Relates To 
Question 2 





How The 
Retailers Voted 











What Retailers Think 1S Fair Markup 


Type of 36-38°%o 
Shoe Markup 














Relates To 
Question 4 


By Classification Of Shoe 





High Style 
High Grade 





Style 
Volume Grade 





Middle-Of- 
The-Road 





Basic 


























Are Markups Too High or Too Low? What Effect Is Fashion Having 


on Markdowns? Should Manufacturers Advertise Selling Price? These 


and Other Vital Questions Are 


Wi A'T’ do the nation’s shoe retailers think about mark 
ups and markdowns? One of the most sensitive and im- 
portant topics in shoe business today, it was met head-on 
by the Recorper’s “Shoe Retailers Panel,” comprising 
hundreds of selected retailers throughout the country. 
The consensus of views should prove enlightening and 
interesting to the entire industry. Here are some of the 
highlights of the findings: 


1) Four-fifths of all retailers think present markups 
are too low. 

2) Three-fourths of all retailers have a markup be- 
tween 39 and 44 per cent. 


3) Three-fourths of all retailers believe that markups 


» Answered by Panel Members. 


should be raised to provide a range of 42-47 per cent. 

4) Due to the increasing role of fashion in footwear, 
markdowns are becoming an increasingly serious prob- 
lem. 

») Two-thirds of the retailers say that between two 
and 10 per cent of their shoes go into markdowns over 
the course of a year. This percentage is rising. 

6) Half of the retailers try to hold markdowns to a 
twice-yearly basis. 

7) More than halj the retailers believe that manu 
jacturers of branded lines should set a “flexible range” 
of price, rather than a specific price, in their national 


consumer advertising. 
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What Retailers 
Think About Markup 


Views On Price-Setting Of Nationally Advertised Lines 


What To Do 





Let Manufacturer 
Specify The 
Selling Price 


Let Manufacturer 
Set A Flexible 
Price Range 


Let Manufacturer 
Leave Price Open 
For 











Relates To 
Question 7 


































Retailers To Set 





How 
Retailers Voted 
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Percentage Of Markup Based On Later Markdown 





Amount Of 
Markup 





55% 17% 











Relates To 
Question 8 









How 


° 
Retailers Voted 22% 


62° 











Percentage Of Retail Inventory Marked Down Yearly 


Amount Going 


Into Markdown 2-5% 


6-10% 





11-15% 



















Relates To 
Question 9 


16-20% | 21-25% | 30-40% 





How 
Retailers Voted 





























HOW MUCH MARKUP? 
QUESTION 1: What is 


markup? 


your average or ovel all 


These were the answers: 18% of the retailers have a 
36-38% markup; 33% have a 39-41% markup; 12% 
have a 42-44% markup; and 7% have a 45-47% markup. 

It’s important that this be recognized as an “average 
or over-all” markup, which lumps all types of shoes 
together. A substantially larger markup is taken on 
fashion shoes, for example, which are more subjected 


to later markdowns. 


QUESTION 2: For what do 


consider a fair percentage of average or over-all mark- 


your own slore, you 


up under today’s conditions? 


Here were the answers: only 7% believe that a 36 
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say markup should be 
should be 42-44% 


set the figure 


36°, markup is adequate; 16% 
39-41% range; 445% say it 
it should be 45-47%; 

Thus, three-fourths of the retailers believe 


in the 
32° say and 2% 
at 48-50% 
that markups today should fall within a range of 42-47%. 
This provides an interesting comparison with actual 
markups today, which fall into the lower 39-44% range 


which most retailers today feel is inadequate 


OUESTION 3: Do you think that current and aver 
age retail shoe markups are too high, too low, or just 
about right? 

An overwhelming four-fifths of the retailers say that 
21% feel that markups 


Not one pane list said that mark 


markups are too low, while only 


today are about right 
ups were too high. 
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li looks like a big week in Philadelphia beginning Jan 
uary 15, when the 42nd annual Mid-Atlantic Shoe Show 
opens under the most favorable auspices in its history. 
Good shoe business at retail, a promising outlook for 
Spring and an early Easter provide the unbeatable com 
bination of conditions that are expected to attract one 
of the biggest gatherings in Mid-Atlantic show history 
during the four days that the event will be in progress 
at the Quaker City’s famous Benjamin Franklin Hotel. 

Show Manager Cal J. Mensch telephoned the Ry 
CORDER from Pittsburgh that latest reservations in 
dicate from 50 to 60 more exhibitors than the show had 
both 


touched a high point. Timed to take place 11 weeks 


last year, when attendance and exhibit space 


before Easter, this important shoe show offers retailers 


48 


id-Atlantic 


and buyers in the Middle Atlantic area their final op- 
portunity to study the offerings of a strong group of 
manufac turers and wholesalers under one rool and make 
selections of merchandise needed to carry them through 
a busy pre-Easter and early Spring season. Men’s, wo 
men’s and children’s shoes of every type and description 
featured among the exhibits at the 


will. as usual. be 


four-day show. 

Discussing show plans with the RECORDER just prior 
to this publication's deadline for going to press. Mensch 
cited four reasons why, in his opinion, “the 42nd an- 
nual Mid-Atlantic Shoe Show will be bigger and better 
than ever.” 


“Number |, 


tors registered than we had at the last January show, 


we now have substantially more exhibi- 
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Early Easter and Bright Outlook for Spring Business Are 
Expected to Attract Record Attendance to Philadelphia 


Shoe Show Week's Busy Program 


and we are signing additional firms up every day. 
“Number 2. 


note of optimism, shoe business has been good and 


we are entering the New Year on a high 


promises to be better, merchants in the Middle Atlantic 
area must take advantage of the opportunities offered 
by this show to fill their Easter and early Spring mer- 
chandise requirements. 

“Number 3, merchants will be confronted with new 


and different problems, possibly the problem of infla- 


tion and a rising trend in prices, new legislation, pos- 


The traditional and the ultra modern will meet in 
Philadelphia when the new Penn Center development, 
now under way, reaches completion. Photograph on 
the left hand page shows historic Independence Hall 
in its setting of natural beauty. At the bottom of this 
page is an architect’s conception of the Penn Center. 
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sible tax increases and the influence of war threats in 
the East and Near Kast on raw material supplies. They 
will wish to take advantage of their last opportunity to 
see the new Spring shoes that manufacturers offer 
“Number 4, a 
shoe merchants who have business problems that bother 
them. This will take the shape of a panel session, or in 
retailers and 


new program feature of interest to 


formative forum, with carefully selected 
manufacturers forming the panel for discussion of live 
topics of trade interest. The personnel of this panel are 
now being chosen and will include small, medium and 
large operations in the retail field, together with a rep 
resentative group of manufacturers.” 

Presiding at this panel session and acting as modera 
tor will be William A. Rossi, field editor of Boor aNnpb 


SHOE Recorper. well known as a writer and author of 
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AS SEEN IN FEBRUARY GLAMOUR 


Paradise Kittens... often imitated but never duplicated! 
For the most comfortable shoes of your life... 
Step into Paradise Kittens... the smart shoes that more than 


one million women literally live in. You, too, will delight 





t P in their roomy vamps, gentle glove-grip heels, flexible 
i 
Neolite soles, sof es, and sponge cork.inner soles. 
is in Spring-smart colors and leathers for 


/ - 

ae 
A / * Ja Al 
~pemeil™ — -\\ doytime and dress-up occasions...12.95 


To be sure you’re getting the real Paradise Kittens 


Lote fev the heittinn iprtlarshae.. & 


~ 
For name of store near you, write Brauer Phos. Shoe Co., St. Louis 
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IN the recent showing of a Resort and Holiday Collection 
to the press at the Bergdorf Goodman Salon, Delman gave 
strong emphasis to the white shoe, adding to it a hand 
wooden heel. Named “Buddha,” it is inspired by 
the staggered construction of a pagoda. Pale leathers, espe 


Flax, 


calf is a feature of the resort shoes 


carved 
cially a new ivory tinted neutral in pearly finished 
A warm medium tone 
French Bread, is also important, especially in a grained 
leather. White with color shows the influence of the new 
thinking in spectators. 

Black patent is given a new treatment with fine slashes 
either in concentric or diamond designs that give a finely 
textured look to the Printed 
scroll and flower motif inspired by Persian tapestries; 
black and white in combination in another printed leather; 


leather. leathers include a 


gold and white or shadowy white on white in other printed 
leathers. 

Silk prints include a brush stroke design in pinks, in 
beige to browns. Other interesting 


blues to greens, or 


fabrics are the “raw” silk fabrics which give a tweedy 
textured surface. Linen has been embroidered and then 
lacquered to look like delicately sculptured flowers. Kiki 


cloth is a silk imported from Japan especially by Delman; 


white with unobtrusive nubs, designed especially for 
dyeing. 

Pumps are gently tapered and molded to the foot with 
Heels are steel-braced to 


featherweight constructions. 


eliminate breaking. They are made of carved black enamel 
of aluminum, or jewel-trimmed. 

Patent leather is way out in front in the early Spring line 
at Newton Elkin. Also liked is navy 
wood. Black matte combined with black patent, black patent 


trimmed with Flax, red with black patent touches and all 


trimmed with wedg 


over red and other colors and combinations 


Ombrés in the beige and blue families are also selling: 
Delft 


important 


with a 


Flax with Condiment and Coffee Frost navy 


White for the Summer Story 


ae 


Left to right: Opened-up spectator white suede with 
color, in new, lighter treatment, Jerro; 
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fashions Forefront 


Notes on Important Developments in the Field 


{/l-over 








of Footwear, Fashions, Colors, Materials 


blue. Important for evening are satins and decorated heels 


Pumps are the very top, number one styles. There is a 


strong demand for smaller toe openings. Conventional slings 


with low-dipped sides are in demand. Some T-straps in 


selling A lot of 


Summer line 


ombres are white with gold will be a 


feature of the 


* 


Ai David Evins black patent is number one with grained 
Navy 


Pumps in white 


number two beige and a 
a little 


Spring line 


leathers in white and Flax 


little red ar white 


combined with 


and pastel are also in the with white showing 


i spectator influence. The general trend is to casual, elegant 
in balanced designs rather than asymmetric. A new 


the Sam Remo 


shoes 
higher heel (24/8) 


last 


version of the Maxine is 


x 


I. Miller i viving strong play to the V-look in silhouettes, 
are Bisque 


and even lowe! \ than be fore Promotion colors 


(Flax), Fathom (a fairly deep blue-green), a rosy red 
called Corsage and a rosy tan named Coral Reef, Pastels 
will be very good in matte surfaces for early Spring Sueded 
alligator in four colors is also important. Pastel luster 
calfskin is good in sandals, sometimes in two colors 


* 


Herbert Levine reports that their Bamboo heel is selling 
very well in their resort line. Patent leather delivered early 
has sold find that a 


topline outsells the lower line 


well They ‘ ime pulp on clas if 


B: ACK patent leather is the number one leather and color 


Shioe 


for the coming Spring at Simone Second come 1 
matte calf in black, navy and two pale beige shades. The 
black is brightened with gold kid. Yellow is « Kpected to 
be very important. The light colors in the matte are selling 





Varino; Luster 
W olsam. 


white halter with rhinestone trim, 


white with yellow, the coming pastel, 


5 









all over the country. Colored vinylite with fabric prints to 


match das trims are selling but not in a big way Decorated 


heels have gone too far, they feel at Simone Shoes, and 
are making leather covered heels, untrimmed, as much 


slated to 


they 
as possible. The tapered last, Maxine type, is 
continue 

however, is the fact 


sig news at this high style house 


that they are introducing a closed pump, hand made, with 
22/8 


is all in one piece and weighs only three ounces. 


completely soft toe, It is made on a heel, with a 
lower back 


ys * * 


SAMUELS SHOE CO., makers of DeLiso Debs, report 2 


sensational response to the color French Bread. Given a 


dramatic store promotion, the light warm brown color was 
displayed against a black ground, with the spotlight played 
on long French loaves. The result was quick re-orders on 
the shoes shown in that color 

Very important also in the line are the vinylite shoes in 


blue 


matching vinylite bindings and etched lucite heels 


They are made with 
Women 
are buying them for both southern resort and evening wear 
Cracker and 
where early in a matte calfskin. 


pink yellow, orange and green 


Iwo pale beiges Ivory—-are selling every- 


* * * 


A Sterling Last the slender toe continues. The Spanish 
toe is considers d good for open bac k ( losed toe shoes. It 
is younger looking and makes the foot look shorter. Slende1 


still The 15/8 


as the top of the flat series and the bottom, or 


heels are very much in demand, heel is 


important 


lowest, of the high style, higher heels 





and the short of it 


WENDELL 0. McCRACKEN 
California - Arizona - Nevada 
17320 Rancho Ave., 
Encino, Calif 

Phone: STate 4-2215 

WAYNE R 
Washington - Oregon 
Montana - Utah 

7323 Brunswick, 

St. Louis 19, Mo. 


BEHNEY 
Idaho 


for 


write 


in-stock catalog 
to JOHANSEN BROS. 


SHOE 


News at A. Sandler is a “Logroller” spectator to be made 
in navy and white and brown and white. Promotion colors 
for Spring are Lemon and Lime, Sweater Colors and Lime 
Frost. A will be promoted 
fhe attraction of opposites has been embodied in a shoe 
with flat trim for one foot and flared for the other. A series 
of moccasin treatments add to this 
The 15/8, “little heel,” is a strong trend in pumps 


caramel! shade, “Caramello,” 


new interest classi 
style 
for the young market. There is also great interest in shell 


pumps, both trimmed and untrimmed, and in spectators 


Three Little Pigs, punched, is an appealing promotion 


theme in the children’s shoes for Spring. Important new 
idea is the Javanese Reptile series in black, navy and brown 
shades, pink, gray, beige and 


currently, plus watercolor 


pxreen 
I * ” 


Two interesting shoes at the Burns Shoe Co. are Lotus 
Blossom and El Morocco. Lotus Blossom has a vamp made 
each side. El] Morocco gets its 


of flower petals, two on 


name from its zebra stripes 


* * * 


BiccEst news at Stewart & Potter, last makers, is a new 
very high style last with walled sides but not a walled toe. 
It is being tried by one or two very high fashion manufac- 
turers and the shoes will carry 12/8 and 22/8 heels. The 
Maxine type of slender last continues. Shoes on this last 
have 17/8 and 24/8 heels. The company finds that all heel 
heights from 4/8 to 24/8 are popular. They emphasize the 
There is a 


continued demand for the narrow toe flattie. 


tapering off of interest in the lower backs, they report 


oOohansen covers the 


fashion story in-stock 


Cc>:;: SReas, St. Louis 8, Mo 
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Now! PUT YOUR STORE IN A 


GO MILLION PAIR MARKET 








THE THRIFTY SHOES 
FOR GROWING YOUNGSTERS 


* Probably nearer to 70,000,000 by now... since while more families are earning more money and 
the other figure was based on a survey of 1953 buying better things, additional families are moving 
sales. In that year America’s juvenile and young up into the lower fringe of the quality market. An 
’teen age market accounted for 61,994,000 pairs attractive budget-priced shoe can win and hold them 
of shoes priced above $3.00 and under $6.00. as customers until they are ready to buy your 
Population growth since then has undoubtedly better merchandise. 

pushed sales to a much higher mark. Rest assured that Yanigans themselves are ex- 
Our Yanigans, retail-priced at $3.50 to $5.50, fit cellent shoes, built by the world’s largest shoe- 
squarely in the middle of the price brackets mentioned makers, with choice materials and workmanship 
above. They can add substantially to your total in every pair. You can take pride in their style, 
pairage without detracting from your sales of mer- comfort, and wearing quality, as well as the terrific 
chandise with a higher price-tag. Why? Because, money-saving value of those thrifty prices 


Hush y, handsome Boy 3” 
Shoes ranging all the 
way from Tots Size 1 to 


TO RETAIL AT Growing Boys Size 6 from Tots Size 1 to 


$35 ° Growing Girl 
TO 


Prett petite and 


fitting Gurls’ Shoes 


NATIONALLY ADVERTISED in PARENTS and TRUE STORY Magazines 


Friedman Dlecbly oivision 


INTERNATIONAL SHOE COMPANY « ST. LOUIS 3, MISSOURI » WORLD'S LARGEST SHOEMAKERS 
NEW YORK OFFICES: 551-553-555 MARBRIDGE BUILDING 
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OF THE BEST KNOWN 
THE WORLD 


work for these Mickey Mouse 


a, Shoe Franchise stores 


.-.and many others 


pe tntibay 


ot ROT “Cty 


ww 


C = 7 wt 
CINCINNATI Pe st. 
ii Ai lif of ep 


Ss 


© ur Pieney 


PROOUCTIONS 


aur DISNEY'S 


Alert retailers are now capitalizing 
on the power of Walt Disney’s 
Mickey Mouse, star of the daily 
Mickey Mouse Club TV show... 


now leading all other daytime shows 


in the Nielsen ratings! What an 
opportunity to attract new customers 
with real fun and excitement! Write 


to see if a Mickey Mouse Shoe 


franchise is open in your community. S e) F S 


TRIMFOOT COMPANY - FARMINGTON, MO. | by Trimfoot 
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VARIED SELECTIONS 
MOVING IN ST. LOUIS 
DieceMBER sales figures indicate a 
the 


among all 


wide variance in what's selling 


one common denominator 


shoe outlets being slippers. Slippers 


as gift items—-for men, for women, for 


children—again have shown their sea 
sonal strength, according to a cross- 
section of buyers and store managers 


and therefore have done much to pull 


December sales figures up to a satis 
factory level 

In women’s shoe salons, selections 
are truly varied. All around St. Louis 
a few early patent leathers are mov 
ing, as are stripping sandals and 
dressy pumps of the holiday party 
type. Wedgwood blue also is selling 


well in several major women’s outlets 
and is expected to cut into Avocado 
more deeply in the post holiday sea 
son. First reactions to French Bread, 
another important promotional color, 
serve the 


that it will be an extremely important 


to endorse general feeling 
color come Spring. 
the 


featuring resort footwear and, though 


Several of larger salons are 
the styles are limited in appeal, sales 
reportedly are very good. Selling in 
this category are natural linens, many 
with heels 


multi-colored 


orma- 
snake 


skins with a glitter of gold to give an 


bamboo and vamp 


ments; ermine 


Oriental touch; vinylite in combina 
tion with yellow, pink, white or green 
leathers; and a few spectators in tra 
ditional white with blue, brown, black 
combinations 

Children’s departments have been 
with sales concentrated on 
velvets of the 


Men’s de- 


running 


active . 


patents, suedes and 
dressy type for little girls 
partments, however, are 
slightly behind in business and dress 
as already stated, 


styles; slipper sales, 


are the strong category here 


* % ¥ 


MIAMI GOES FOR COMFORT 
AND GLAMOR 


HeELs appear to be of prime impor- 
tance in the Miami area but there has 
been a lessening of emphasis on dec- 
heels 


month, and more suggestions toward 


orated high during the past 


the wearability of an in-between heel 
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It is being shown as the sensible walk 


ing 


carry 


heel 
the 


and in 


present 


high heels down t 


some of the medium heels are 


dec orated 


idea ol 


one ot 


tapering 


their 


order 


style 


Burdine’s 


evening 


that it may 

of decorated 
everyday living 
smartly 

played up the 

the “little heels” at 
fashion shows, 


and made much of the idea of medium 


or little heels that might | 


i fashionable manner 


From early 


amians 


and 


Visitors 


De ( mber 
lo 


treated in 


re ports 


the area 


Mi 


are 


going to be comfortably shod in their 


leisure hours. 


Slipper bars of course 


have been set up in practically every 


store, and there has been 


amount 


everyone 


to the 





unusual 


an 

of advertising used to “put 
on easy feet This applies 

larger establishments as well 


Oper a CH Baber 90 day charge Aceawns 


c. 


Baker adv 


in 


Angeles 


Times 








iew 
oY “Retail Trade 


entire 
Metal 


silk brocade, satin 


as the smaller ones, and the 


family has been remembered 


lic brocade, lame 
felt Lace 
trim; so is fur and soft 


looks like a good 


house and boudoir slipper season, 


and other fabric ire used 
is used as a 


swansdown lt 


Some emphasis is being placed on 
glamorizing home fashions in other 
lines. The popular house slacks, 
troubador pants shorts, et supposed 
to be worn while looking at TV, call 
for p cial hoes Ihe ‘ ire on a 
ballet last and lavishly trimmed 
Khinestones, pearly moonstones, silver 
ov gold metallic braid wirle of se 
quins, flowers or ribbon bows all help 
make the at home fashion sparkle 

Patent very trong right now It 
offers the staccato note to accent any 
costume, whether it be for daytime or 
evening wear, throughout the season 
Suede close to the top in the list 
of best elles particularly black 
Some suedes have a charming bright 
color touch in a fine leather trim that 
makes them popular 

Color is going to be of tremendou 


importance this coming season, Sport 


dress and evening clothes are now ap 
pearing in tone ol bright navy, clear 
yellow to burnt orange, pink, blue 
and a showing of mauve. Beige, black 
and white are all in the pieture, but 
perhaps the most outstanding to date 
is red Whether it will hold first place 
through the eason will he deter 
mined later on Ming blue, which 
take its cue from the now popular 
Oriental look may come up strong 
Deep Oriental tones are being fea 
tured in sports wear so there is a pos 
sibility that the color will seep into 
footwear 

Calf continues to be popular, and 


there is a lot of reptile moving 


ps , * 


CHICAGO VOLUME UP 
IN MOST CATEGORIES 


EXCELLENT activity 


pers and rubber footwear has helped 


ni sales of slip 


spark retail shoe business in the Chi 
Retail sales, 


running well ahead of a year ago and 


cago area generally, are 
shoes are getting their share of dollars 
spent. Sales of both rubber and storm 


footwear, brought on by early snow 
falls and cold weather, have been con 


siderably better than in the past sev 
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eral years. Slipper sales are also run- 
ning well ahead, with heaviest demand 
for luxury and very dressy types. 
These are selling better than the basic 
types in most stores, and in the higher 
price ranges 

Kegular footwear is also selling at 
a good rate, especially dressy types. 
Patent in all patterns is accounting for 
Although 


pumps still lead, the very open and 


a good share of the volume 


(fa 


oN a 


-_ 
Burdine’s in 
sold better 
Unusual treatments of 


Miami Herald 


airy sandals have than 


usual patent 
have had good acceptance. These in 
clude patent with ribbon overlays, in 


black 
suede with black patent. 


brown, and gun metal, and red 


Casuals have also held up in sales 
in black 
large 


reds, a few greens, and a 


volume of blues. Stores featur- 


ing resort shoes have had a good re- 


Although pink still leads, yel 


and 


low has gained in acceptance, 


turquoise has done well too. Interest 
in the pastel spectator adaptations in 
that this 
season for that style 


Men’s 
better than usual for this time of the 


dicates will be an excellent 


business has also 


held up 


year. Both dressy types and casuals 


sold all through December. The Italian 
low-top patterns, tassel mocs, which 


finally caught on, and three eyelet 


wing tips have been favored 

Retailers 
generally most optimistic in their out 
look for 1956 


Most inventories are down to a healthy 


throughout the area are 
the first six months of 


level, and some even fear shortages of 
Consumer 
still a 
won't be an 


shoes in some categories, 


reaction to price increase 1s 


question mark which 
swered until Spring buying begins in 
late 


earnest in February 


* * * 


NEW YORK STORES PROMOTE 
HOLIDAY SLIPPERS 


Rerau shoe stores in New York 
report that business generally is good 
Holiday slippers were the important 
items in shoe selling during the clos 
ing weeks of the year and merchants 
and at 


advertised them consistently 


56 


that 
inative and intriguing: “All the splen 


tractively, with copy was imag 


dor, the sparkle and the color that is 
spinning the fashion world.” Anothe 
“From our ‘Night by the 
black, 


red, powder blue, pale pink or topaz 


indicated 
Fire’ collection—Folderol in 
velvet” and the names all conjured up 
the mysteries of the Far East and the 
Orient “Song of 
Japanese Thong, Golden Horn” 
as well as: “Rubaiyat Mule, 
Mule, Kimono Flat.” et 


In addition to slippers 


such as India, 


Cleo 


gala eve 


ning shoes were selling well, espe 


One qual 
“Sparkling 


pumps designed to star brilliantly at 


cially pumps and sandals 
ity merchant emphasized 
dyeable 


festive occasions in white 


satin with alternate gold and_ silver 


bands.” Another stressed: “The nearly 
naked sandal as deliciously becoming 
strapped to the 


threads 


as a bare decolletage 


foot with three thin one of 


suede and two elasticised for un 


shakable cling.” ete 
Although 
sales 


of the 


semi-annual clearance 


have already started in some 


more in the 
broken 


rather 


stores, these are 


nature of cleaning out a few 
lots 


than 


and are just incidental 


being important promotions 


One innovation by a high grade store 
was using a TV spot on a major net 
work to advertise their clearance sale, 
and they reported very satisfactory 
response 
Inventories, for the most part, are 
in good shape as the new year starts 
Stocks are 


there are new shoes on order and be 


clean and adequate and 


ing delivered to spark the promotions 
scheduled for the 


a fossonia 


next few months 


ee ee RE OF eI tee Oe a eee tee 
H+ ne vm + haan + Po AC PON ” ae 


oe nee =) em on 


Ansonia adv. in Les Angeles Times 


NEWSPAPER STRIKE SLOWS 
DETROIT SALES 


UNPRECEDENTED business condi- 
tions faced local shoemen on Decem- 
ber 1 when a protracted newspaper 
strike stopped publication of all local 
The reaction was surprisingly 
total 


much less than at first seemed prob- 


dailies. 


mild, and impact on business 


able 


felt they were 
hurt by the paper strike, but business 


At the 


week, two 


Shoemen generally 
showed some actual pickups. 


big Fyfe store, in the first 
days were ahead and two behind the 


1954 davs Major de 
stores had a mixed 


corresponding 
partment similar 
reaction. However, basement depart 
ments and popular-priced stores ex- 
perienced a general drop ranging 
from ten per cent upward, reflecting 


the importance of promotional activ 


iM 
in N. Y. 


Times 


I. Miller adv 


ity in this field. 

Neighborhood 
benefitted by the drop in downtown 
did not 


enough information about total down 


stores apparently 


trade, as customers have 


town offerings to make a_ planned 
trip worth while. This was especially 
true in the children’s shoe field. Men’s 
departments generally held their own 
or better. 


The 


ever, was generally good 


strictly seasonal trade, how 


in slippers 
some retailers were as much as ten 
per cent ahead of last year, reflecting 


Black 


trend 


a solid Christmas gift upturn 
the 
well 


continued to be major 
as over the 
In the 


popular priced women’s field, black 


in men’s lines as 


whole range of women’s shoes. 


ran 90 per cent, though in the fashion 
lines there was more color selection. 
Pumps led the pace in dress shoes 
In materials, black suede and leather 
dominated, but black patent was sur- 
prisingly strong. One downtown store 
bought three patents for Spring sale, 

rURN TO PAGE 58, PLEASE] 
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“ve . 
yd Out of this 


new box comes the 
volume-priced line 
with the 


RIT, FASHION 


. 


py) Nothing could demonstrate the strong sales appeal of Blue Bonnet Shoes more forcefully than 

this fact: We have had to double production in a great new factory to meet the growing demand for them 
Priced to retail at $4.50-$5.95, they offer every important feature of far more costly footwear. For 

example: correct fitting qualities, fine construction details including tackless foreparts, leather linings, leather insoles and 


tempered steel shanks. Blue Bonnet Shoes are available in new ‘forward look’’ fashions in addition to a wide range of basi 


shoes, They have everything necessary for profitable promotion at a longer mark-up 


IN-STOCK FOR IMMEDIATE DELIVERY 


bat Conn 


SHOES 


BLUE BONNET SHOE CO., MANUFACTURERS, 5 FRANKLIN STREET, LAWRENCE, MASS 
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Review 


and found demand so heavy that one 
pattern was half sold out by early 


December 


* ’ * 


SLIPPERS AND EVENING 
SHOES SELL IN BALTIMORE 


Tu ¥) day period ending the first 
week in December found a wonderful 
saltimore for 
Almost 


styles and 


response in slippers 


ind evening shoes every- 


thing, in all prices, sold 
extremely well. One buyer said, in re 
ard to evening slippers, “White satin 
from $8.95 to $13.95 in the 


back and 


selling 


PUullipe 
closed lore and high and 
medium heel are 


lots of 


There are 
pattern hoes not too 
Viny 
multi-color 


dyeables 


many of one style or material 
lite, with luster calf trim 
tar-dust kid white silk 


wcserss, age Af Mail 


these have been moving in mostly 
andal type shoes with high heels and 
hee Is The y ve 
priced from $18.95 lo . $2.95 a 


Another 


ome medium been 


buyer, in discussing eve 


said, “We've 


been selling white dyeabl 


ning shoe preferences 
grosgrain, 
kid, gold 
kid and vinylite in the open look at 


from $16.95 to $28.95.” 


white dyeable satin silver 


Black suede opera pumps in one of 
Baltimore's most outstanding depart 
ment stores were reported selling well 
in the closed toe and back style with 
high or medium heel at from $8.95 to 
£99 95 


* . « 


HOLIDAY TRADE GOOD 
IN LOS ANGELES 


Tue sand and gravel truck drivers’ 
strike drags into its 67th day as this 
is written and many more Los An 
geles retailers report they are begin- 
ning to feel the pinch. In outlying 
areas, primarily residential, where the 
local economy is geared to employ- 
ment in both light and heavy con- 


struction, it’s hitting the hardest. 


[CONTINUED FROM PAGE 56] 


The peculiar part of the whole af- 
fair is that the men actually on strike, 
the drivers of the delivery trucks, and 
numbering only a few hundreds, are 
feeling the pinch least. Many of them 
have relocated as drivers in other 
lines and are in good financial shape. 

In general, however, Christmas buy 
ing was excellent and well up over 
last year. Stylewise, the holiday buy- 
ing season seemed to be centered on 
lots of Vinylites, 


leathers, 


fancies, patent 


ornate heels accounted for 
i large part of the sales. Basic shoes 
ire still moving well with the ever- 
forming a standard 


present pumps 


iiem, but the fancy shoes showed a 


urprising sales strength. Extreme 


high heels, transparent plastic heels, 
heels; the 
continues to center on the back of the 


shor Probably due to the fact that 


open customer's interest 


the holidays are a party season, the 
hoes that might be classed as semi 


taken 


purt of the year. 


dress-up have their biggest 


Trend in casuals is toward more 


ind more color; Mexican motifs from 


outh of the border, always strong, 


have increased more and the 
ladies seem to like it. 
( ork 


colorful little baskets of flowers, all 


even 
Raffias, straws, 
soles, straws decorated with 


right now and will 
with the 


ire going well 
probably be really big 


Spring outfits. 
* x 


BOSTON HOLIDAY SALES 
PICKING UP 


FEW Boston stores, specializing in 
style 
. Pig Faw Pov Foo ot gon Money anit 


ouwv tert Mandar - Kotd atugh ty tttla - Gulla 
Auch any hustnas Pathe! 


high footwear, have noted an 


A ww wvthvdl 
Guten’, wha, nade 


“ Purple $7.95 


Perret tte 


I. Miller adv. in N. Y. Times 


Ree eee eee ene ee eee eeeseee 


gp te tere eee wwenecee 


oY Retail Trade 


earlier than usual call for cruise shoes 
as well as for other types suitable for 
wear at southern Winter resorts. Aris- 
ing, as it did, in mid-December, this 
demand helped materially in adding 
to the December increase which sev 
eral stores have had and has even en- 
abled 
bought late in 


move casual shoes 
1954 for the Winter 


which had been an- 


some to 
resort business 
ticipated during January, 1955 

The Kay’s-Newport store at 424 


Boylston Street. in the Sack Bav area, 


sa 
= 


Burdine’s in Miami Herald 


reports a pre-Christmas volume about 
equal to that of last year with highly 
skeletonized cocktail shoes the most 
Heels held the center of the 
jeweled, glass and alu 


popular 
stage here 
minum. There was a good call, also, 


for shoes with vinylite foreparts 
Business in bags for Christmas giving 
was better than last year by a good 
margin, the demand being largely for 
what was described as “fancy bags 
with the gift look.” Christmas certifi 
cates, depended on by many stores 
during the holiday season, were not 
pushed this year at this store. In 
stead, salesmen were instructed to 
persuade customers to select actual 
merchandise with the understanding 
that is could be exchanged for the 
wanted style and size following the 
close of the holiday period 

Another Back Bay store, operated 
by Joseph Antell, Inc., at Zero New- 
bury Street, reported mid-December 
business as being 10 per cent ahead 
of the 1954 figures with the demand 
being also for cocktail types and other 
formals and semi-formals. Black suede 
was still the best selling leather, it 
was said, and bag buying was ahead 
of last year with reptile the best sell 
ing leather. This store also reported 
an increase in the sale of whites to 
be dyed and an unexpected demand 
for cruise types in punched pigskin. 


luster leathers and shantung. 
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NEW LIGHTWEIGHT MICROCELLULAR 


EOPRENE-CORK SO 


add long wear and comfort 


to trim safety shoes 


Courtesy 

Iron Age Division 

H. Childs & Co., Inc 
Pittsburgh, Penna 


They’re sturdy safety shoes—but a look would never tell 
you. There’s no hint of the steel box toes under those pebble 
grain leather uppers. No work shoe “‘look”’ in the lightweight, 
cellular neoprene-cork soles, storm welting or stitching of 
“Dacron.’’* Yet, the entire shoe is built for rugged duty, just 
like those soles of resilient neoprene 

Oil, grease —even corrosive chemicals-—have little deteri 
orating effect on durable neoprene soles. They hold their 
neat profile on hot factory flooring resist severe scuffing 
and abrasion without chipping or cracking. And throughout 





their long service life they offer buoyant foot support—a 
flexible cushion for every step. 

Because they combine comfort with extra-durability, neo 
prene soles are a practical choice for work and safety shoes 
You'll find them on today’s best-looking styles . today’s 


“street-shoe’’ safety shoes. 


*Du Pont’s trade-mark for its polyester fiber 


DU PONT NEOPRENE 


The rubber made by Du Pont since 1932 Please send me your booklet which contains information 


about neoprene soles descriptions of neoprene’s unusual 


properties and superior qualities 


Position 


REG. us. pAT.OFF 
BETTER THINGS FOR BETTER LIVING 
. THROUGH CHEMISTRY 
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Manufacturing 
td Markets 


New England 


New ENGLAND shoe manufacturers, with practically no 
exceptions, are working full time to produce the footwear 
sale in the nation’s retail shoe outlets 
early next Spring. Orders booked call for delivery 
January to March but beyond that the outlook is not cleat 
All that can be said now is that some factories expect to 


which will go on 
from 


find it difficult to meet the shipment dates specified by 
wholesalers, chains, department stores and shoe stores 
There will be little time left, it is said, which the manu 
facturer can devote to making shoes for inventory. 

The price situation is another point to be considered. 


While have paid, 


there is more than a remote possibility that another in 


those increases already in effect been 
crease will follow in the wake of labor negotiations now 
under way and not generally expected to be finished before 
the end of the year. Despite the efforts of state and Federai 
conciliators to get the two sides together and work out an 
agreement, as Christmas week approached there was little 
hope of an earlier settlement. The negotiations, when com 
pleted, will have an almost immediate effect on the price 


particularly those in the lower 


New York 


S HOF manufacturing in New York is in high gear and, 
judging from reports, there is every prospect that it will 


At the 


start of the new year, production is at or near capacity and 


of women’s shoes 


brackets 


price 


continue on that basis for the next several months 
there is cutting ahead right up to the middle of March 

Manufacturers, especially those in the high quality lines 
indicate that they have never had so much advance business 
hooked before and this applies to basics as well as fashion 
shoes. Some manufacturers feel that these advance ordes 
reflect concentrated buying in order to get in under price 
rises and may have been borrowed from future business. 

As a consequence, many of them are now concentrating 
on whites and other types that they would ordinarily sell 
In addition 


at the January showings for Easter and later. 


to all-over whites, many of the high grade women’s shoe 
manufacturers are making white shoes (a sugar white) in 
kidskins, suede, linen or shantung—often trimmed with a 
chocolatey brown. Combinations continue to be big news 
in dressmaker types, and in spectator shoes—combinations 
of dark with lights and also whites touched with color in 
underlays, pinking, etc., are important. 

There is a good deal of patent leather going through the 
factories as well as aniline calfskins, kidskins and shrunken 
grains in black and basic colors for travel types that will 
sell through Spring and Summer. 


In addition to white, there is a continuation of French 
Bread, Toast and beige tones in sandals of kidskin, calf- 
skin and nappy leathers. 


60 


Children’s shoe manufacturers indicate that their busi 


ness is good. As in the women’s lines, satisfactory orders 
were booked in advance at prices that were more attractive 
than those that might prevail at the time of delivery. Low 
cuts, pastel saddles and types that reflect the adult styling 
are important. Shaggy, grainy, glove and soft leathers. es 
pecially in the beige color family, are getting good re 
sponse, 

In general, shoe manufacturers feel that if the year 
ahead parallels the one just ended, production, distribution 


and net results will be good. 


St. Louis 


SHOE production in the St. Louis area has been intensified 
to peak proportions as manufacturers strive to fill in toto 
the heavy volume of orders for pre-Easter delivery. Few 
companies anticipate a substantial reorder business, though 
several reportedly are prepared to handle some on Spring 
items that were purchased in time to guarantee earliest de 
livery dates. 

After the big pre Faster 
push, what proportion of business is to come? It is still 
1954 sales 


these 


The big question thus remains 


too early to know whether current gains over 


pairage will be maintained—-whether or not gains 


represent increased pairage per customer or whether they 
are to be attributed solely to earlier order dates neces 
sitated by the earlier Easter holiday. 

On the bright side of the picture is the continuance of 
good times Also there is the prospect of post Faster busi 
ness to be found in the plans of some leading retailers who 
say they Il divide Spring merchandise between March and 
April promotion-wise. This is taking off some of the pres 


sure on manufacturers who might otherwise have been 


unable to keep abreast of deliveries 

With the 
strikes paving 
throughout the St. Louis market (specialty manufacturers 


settlement of the International and Brown 


the way toward increased labor costs 


are currently negotiating), the question of further increases 
Thus far, 


raised 


in wholesale prices looms in the minds of many 


none have materialized among manufacturers who 


who had 
effective 


prices at the season’s outset: however, several 


maintained old tags have announced increases 


January | 


Los Angeles 


Mant FACTURERS in the Los Angeles area are going 


great guns. Production in Spring lines is being pushed 


hard and most plants are operating at capacity; some are 
even pushing along under forced draft. Barring a sudden 
and unexplained slump in business activity generally, 1956 
could be a record year 
Smart promotion and fabulous styling may account in 
large part for the good over-all sales record. 
TURN TO PAGE 62, PLEASE] 
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| COMPLETE WATERPROOF 
F (M GLAD 
\ WAITED 


SERVING YOUR NEEDS FOR 
OVER HALF A CENTURY. 


} NOTCH BEACON FALLS RUBBER FOOTWEAR 


be | BEACON FALLS, CONNECTICUT 





Manufacturing and Markets 


| CONTINUED FROM PAGE 60} 


Manufacturers are having problems in other directions 
than marketing, however. Skilled help is always hard to 
get; plenty of people are available in the labor pool but 
experienced workmen are scarce. 


The big source of conversation remains price rises; 


Whole- 


salers such as Solnit Shoe Company find the over-all picture 


there have been many and more are expected. 
shows from 30 to 45 cents a pair, with more expected on 
March 1. So far, the rise has reflected higher costs of raw 
material only. 

While manufacturers’ and wholesalers’ volume is high, 
in many Cases it is broken up into a lot of small orders. 
In-stock houses are doing an excellent business. The very 
nature of the boom (impulse buying because of many colors 
and fashions) also means that shoes must be kept on dis 
play. It follows that many makers are experiencing fairly 


think 
ing. Also, shelves are kept open for something hot that 


small initial orders because of “we'll wait and see” 


might come along. 


Milwaukee 


Mani FACTURERS of the Milwaukee area have ended 
the year of 1955 with a smile, for the records at most of 
the plants show increased sales over 1954, ranging from 
five to 12 per cent in units sold, in shipments to dealers 
and in dollar volume. Particularly is this true in the men’s 


shoe factories. Makers of children’s and juvenile shoes 
and of casuals list 1955 business as on a par or far better 
than the previous year. Judging from the excellent busi- 
ness reported from the leather and tanning houses in De- 
cember and from the acceptance of manufacturers’ Spring 
lines in all kinds of shoes, the first six months of 1956 will 
record the same pulse as the past half year. 

Major concern of most manufacturers is to fill re-orders 
on Winter shoes and make early deliveries on Spring num 
bers. Likewise, leather companies are working full time 
to get finished leather out as fast as possible. Several 
predicted a rosy outlook in the leather industry for the 
future, declaring that “new finishes and treatments are 
producing leathers highly superior to competing synthetic 
materials.” At the said that 
leather, which is being taken out of the luxury class, are 


low when compared with other commodities. 


same time, they prices on 


One of the larger men’s shoe manufacturers said that 
they are changing many of their patterns to three eyelets, 
Lighter 
tones, particularly in the tan family, are ahead of all othe: 


‘ olors, 


which appear to be the best-seller in Spring lines 
including sunset calf, ivywood and maple. Light- 
weight and lowtop merchandise will far outsell anything 
The 
Italian influence is gaining, and nylons and shantung will 
be important 


else in Spring shoes for men, another executive said 


New lines for boys introduced this past year are out 
selling the former staple boys’ shoe, two manufacturers 
declared. Styled like their 
pected to be most important next Spring. “One reason for 


fathers’, three-eyelets are ex 


our increased sales,” said a juvenile shoe manufacturer, 


“is that we now segregate boys and girls. Mothers want it 
that way. The day of hand-me-downs from brother to siste1 
is over, so changed are our style developments and trends.” 


Patent is leading in little girls’ shoes, in side buckle straps, 
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Pumps are most im- 
White is alreauy 


dolled-up one-straps and in pumps. 
121% to four. 
being ordered in volume as are combinations of black and 


portant in misses’ sizes, 
white and brown and white in oxford and saddle styles. 
Blue, red, light ginger and pastel pink are selling in the 
Spring lines, but pastel blue is on the wane. Small boys 
want finely crushed grains, but lower cut styles. One manu- 
facturer of misses’ shoes reported a run on copper and 
gun-metal patent as well as black, while another said that 
orders have been large for a U-throat oxford type shoe in 
smooth gray leather with crepe sole. 

In women’s casuals, glove leathers are most popular in 
smooth leathers, “kitten suedes” in brushed leather. 
Smoked tones are No. | in popularity, a sales manager said, 
as he added, “anything from beige to brown.” The biggest 
season in history was reported by a manufacturer of over- 
the-stocking boots, who in mid-December was still receiving 
re-orders, forcing the plant to order more leather, cease the 
Cold 


coast, was a 


cutting of Spring shoes and cut additional boots. 


weather, earlier by a month from 


factor in this increased volume of business, he 


coast to 


said. 


( hicago 


THe wholesale and manufacturing end of the shoe busi- 
ness in the Chicago area is ending up the year with consid- 
able optimism. Despite confirmed price increases, as yet 
untested at the consumer level, most shoe men are generally 
agreed that the outlook for business is one of the best in 
recent seasons, at least for the first six months. There have 
been an unusual amount of at-once orders for both staple 
and style types. Practically all commitments through May 
have now been made 

At-once orders have come in in all departments, but have 
been particulary noticeable in the men’s lines. This indi 
cates that inventories on Fall and Winter shoes are down 
considerably. In orders for Spring there has been a big 
demand for all types in maple and ivy-wood. Italian slip-ons 
and step-in pumps have been very good. Nylons are still 
showing a lot of activity, particularly low cut styles with 
nylon plugs. Patterns with silk shantung plugs are in the 
volume classification, being sought for sale before Easter. 
black and white. 
slip-on crepe sole casuals seem also slated for volume in 


There has been some action on Italian 
ventilated and glove leather treatments in light and saddle 
tans and also with straw plugs. 

In women’s Summer orders, straws have been most active. 
Pink is still the strongest color, but yellow is creeping up 
and turquoise and vanilla show strength. White and gold 
has continued to grow in strength, as do all Oriental prints 
with gold, and there is a growing trend to all gold. In flats 
and very low heels there has been a swing in preference so 
that the ratio between pumps and straps is now about 50-50. 
The trend is so strong in the casual field all the way down 
to 5 heels that several houses have added new pump styles 
since the National Shoe Fair in October. There are also 
more and more shoes made with outside heels, in answer to 
the demand. This is regarded as a definite trend away from 
the wedge heel in some types. 

Children’s business is also holding up well and expected 
to show gains for Spring. Here to there is a marked swing 
from straps to pump types throughout the style ranges. 


Boot and Shoe Recorder 





_— VSS QOS N LA wre 


Summer Recipe 


PREPARATION TIME: 105 DAYS 


To one long season add two or three sweet colors. Combine 


<o 


with spices. 


ie 


Sere 


The ingredients, by Allied Kid Company’s master color chefs: 


six sweets, three spices. Sweets: Resort-Spring favorite hues 


Feed 


nurtured to beauty and brilliance. Spices: three new season- 


; 
tf} eeZ 
~ So oF 


ings with an Oriental aroma. 


cant 


Spread through your stock from Easter Monday through 
June. Stir constantly with advertising display. Yield: gener- 


ous portions of profit and fashion prestige. 


Summer Sweets Summer Spices 
LEMON IcE Corpon BLeu PAPRIKA 
SPEARMINT GuMDROP MACE 


CANDIED ORANGE Frou Frou SESAME 


SWATCHES AVAILABLE UPON REQUEST 


Fashion Bureau 419 FOURTH AVENUE NEW YORK 16, N. Y. 


MONIES GE SAME BARS 
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Years of Challenge and Opportunity 


in the United States during 1955 repre 
sented an increase of more than 50 per 
cent in true buying ability. There is 
not an employer of labor whose payroll 
does not confirm and document that 
fact. The negative consequences are a}! 
apparent in the comparison of 
shoe dollar volume and real purchasing 
power for 1955. 

References are frequently made by 
analysts of the shoe industry to the 
drastic decline over the last ten years 
in the percentage of disposable income 
expended for footwear. Even more 
important, however, is the growing 
presumption that dollar shoe volume 
could be appreciably larger without 
injuring the pairage sales. 

In 1955 the average consumer spent 
approximately $20.35 for shoes. There 
were far more people whose expendi- 
were below the average than 
above it; better than half the popula- 
tion, therefore, disbursed less than 
$20.35 per annum to acquire and 
maintain a “shoe wardrobe.” Compari- 
with per capita expenditures for 
other goods and services is hardly nec- 
essary to emphasize the crucial point 
that consumer shoe expenditures are 
disproportionately low. 

In appraising and charting the shoe 
market of today and tomorrow, a new 
dimension must be measured the 
growth in potential demand for more 
quality, variety, diversity and even 
luxury. As millions of family con- 
units move out of the area 

necessity and utility are 
motivating forces in con- 
the range of shoe appeals 
becomes far broader. In that sense the 
new dimension of shoe merchandising 
must go beyond the traditional preoc- 
cupation with price appeals. If a higher 
standard of living is to become a 
reality in shoes, as well as in cars, 
homes or appliances, then the industry 
must seize the opportunity for leading 
consumers to the goods they are now 
capable of acquiring. 

The record of 1955 demonstrated 
that the dimensions of the shoe 
market are not fixed and predetermined 

they still to be found and ex 
plored $380 billion dollar 
opportunity as 
in any infant industry with a 
supposedly phenomenal growth factor 
Self-imposed ceilings and limits can 
be broken, and when they are, con- 
sumer resources of purchasing power 
point the way to genuine growth and 
profit 


too 


tures 


son 


suming 
stark 
prime 


where 
the 
sumption, 


true 


are 
Shoes in a 
economy represent 


great as 


Style and Staple 


the 
should be 

the 
shoe 


the staple, there was an eruption of 


shoe 
pro 
entire in 
citadel of 


Developments in men’s 
market during 1955 
foundly interesting to 


dustry. Here in the 


64 
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style for the first time since oxfords 
supplanted high Was it an 
accident and merely due to the fortu- 
nate circumstance of the low-cut or 
the continental lasts? Not in the least! 
If Italian-inspired patterns or low 
top lines had not been available, some 
other designs would have triggered the 
change because the change was inevit 
able. 

A rise in living standards and in 
disposable income must diminish the 
importance of staples and enhance the 
role of style and diversity in consumer 
goods. Shoes in general, and men’s 
shoes in particular, are no exception. 
What incentive can there be to possess 
a shoe wardrobe unless it is actually 
a wardrobe with sufficient variety to 
complement the wide range in apparel 
and in the daily pursuits of living? 
Style meets the needs as well as 
creats the specific appeals upon which 
consumers can focus their purchases. 
An industry which has been safely 
lodged in staples for many years may 
regard with some qualms the problems 
engendered by style com 
pletely new approach is necessary in 
merchandising thinking and planning 
Yet the task cannot be avoided because 
style carries the function of creating 
obsolescence. 
ago the obsoles- 
cence in consumers’ goods often 
thought to hold onerous implications on 
the ground that products should not be 
discarded when they still had utility. 
That is no longer the today. 
Obsolescence is an attribute of high 
level consumption; it is a_ positive 
aspect of good living standards. 


shoes. 


because a 


concept of 
was 


Years 


case 


other consumers’ 
goods, the day of the staple as the 
dominant element in retail selling is 
over. The safety which once was as 
sociated with turnover of staples no 
longer represents business security 
because staples have become dangerous 
Consumers who possess more than one 
pair of figuratively speaking, 
are not interested in acquiring more 
of the same. All of the incentives and 
which influence them as 
stimulants for the po 

Even in a product 


In shoes, as in 


shoes, 


motivation 
consumers 
session of variety 
staple as the work 
influence, a 


are 
as supposedly shoe, 
tvle exerts a powerful 
reflection of the forces operating in all 
consumer markets. These forces must 
be acknowledged by the shoe industry 
to an even greater extent than in 1955. 
The planned and creative merchandis 
ing of style holds the promise of rich 
the footwear industy 

ago the cloud of a brief 
was lifting and business 
rapidly. During 


reward in 

A year 
recession 
confidence recovered 
1955 all the indices of industry and 
trade set new records as the postwar 
boom surged to a new peak. Will the 


background for the 
favorable in 


economic 
remain as 


general 
shoe industry 
1956? 

A Solid Base 
developments which 
sectors of 
composite 


Regardless of 
may be seen in particula 
the economic front, the 
picture confronting shoe manufactur- 
ers and retailers is encouraging. Con- 
sumer resources of purchasing power 
are more solidly based than ever before 
in an economy which is so broad as to 
be able to absorb setbacks in several 
major industries. In that respect the 
experience of 1953-1954 was illuminat- 
ing and perhaps still not fully ap- 
preciated in retailing and manufactur 
ing circles. During that period, in 
spite of a sharp decline in steel output 
and automobile production, retail 
volume was practically unscathed. In 
retrospect it appeared that more busi- 
ness was lost through excessive 
hesitation and caution, through lack of 
merchandise in stores, than from lack 
of consumer desire and ability to buy. 
In appraising the 1956 background, 
therefore, it is far more important to 
be aware of the breadth in the forces 
sustaining consumer purchasing power 
than to speculate upon the conse- 
quenses of any change in automobile 
production. 

Without indulging in the convention- 
al analysis of the year-end economic 
balance sheet, it is hard to foresee 
any change in the general background 
that might be significantly adverse 
to shoe prospects. The momentum of 
record commitments in capital 
and the active rate of consumer buying 
are almost automatic assurance for a 
good part of the coming year. In ad- 
dition, it is a certainty that the 
exigencies of an election year will 
stimulate prompt federal intervention 
should any unforeseen setbacks be 
encountered industrially. 

The shoe industry, in 
every reason to be engaged primarily 
with the task of developing and ex- 
ploiting another year of extraordinary 
opportunity. It can devote its efforts 
to that task with the realization that 
the industry position at the beginning 
of 1956 remains sound and unimpaired 
excess 1s 


goods 


short, has 


inventory or speculative 


conspicuously absent. Consumer de 
mand continues to mirror the trans- 
formation of living standards and the 
ferment of style has disclosed new 
possibilities in stimulating 
response. Finally, shoes represent, by 
every business criterion, more genuine 
value than can be found in the entire 
range of modern goods and services. 

Last year marked the opening of a 
period with unprecedented opportunity 
for the shoe business. The opportunity 
remains to challenge enterprise 
and vision in 1956. 


consumer 


shoe 
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Part of the “Great American Family’? 


, tal te ~~ 
New Superb kK | | ie LA. by Lawrence 


“Superb” is the right word for the new Keena a 
corrected grain side leather that works beautifully. It has 


satisfaction to customers and assured steady prolit lo 
Also in the La ‘Great American Kamil 
leathers is FINA (Gun Metal) 


UNEEKA, the Aristocrat of it 
A. C. LAWRENCE LEATHER CO., a oivision oF swirt & Company 


wrenee 


a fine distinguished appearance, yet has down-to-earth 


upple mellow and rich 
ruggedness that resists wear and scuffs, This means extra 


cla 


inc Peabody, M ase. 
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A COMPLETE 
| KIDDIE BAG DEPARTMENT 
IN ONE SQUARE FOOT 
OF SELLING SPACE 


Aim for EXTRA PROFITS 


“with THE accessory THAT SELLS ITSELF” 
, MIGHTY MIDGET “carry-alts 


rate tops in popularity with the 


Nationally advertised in 
PARENTS’ » SEVENTEEN a ee 

Pigtail-’n’-Pinafore Set the country over. 
GOOD HOUSEKEEPING 


COMPACT Eye-appeal makes selling a cinch. 








ee 





a 
org 

Ke i ey ME; SPECIAL INTRODUCTORY OFFER 
* Guaranteed by @ <P 


J Order our ‘Get Acquainted” assortment of One Dozen 
Good Housekeeping 
a * 


Dollar Carry-Alls, at $7.50 Dozen, which includes 8 
styles, full range of colors. Same offer available in 
$12.50 Dozen range, retailing about $1.69. ‘Trading 
Post’ stand $2 extra. Free when your orders reach $75 


7 \) 
C745 avvenristo WES 


The ONLY Kiddie Carry-Alls with BOTH 
outstanding Seals. On hang-tags of 
every MIGHTY MIDGET original. 





Send today for our complete Spring Catalog “B’, now in preparation. 


P New York Showroom: 303 Fifth Avenue 

: Pittsburgh Showroom: Carlton House 

’ allas Showroom: Garry Gail, 1005 C St 

LATHER GOOCSS CO. Cag ne a tite ama: 

All items Patented or Pats. Pending ; a ee pies 
; 650 Avenue of the Americas, New York 11 


Montreal, Quebec Showroom: Little Nugget, Inc 
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ADVERTISED IN 


LIFE and ESQUIRE 





Style 1432 
Two-tone Tan 
with Perforated 
Vomp 


Style 1434 
All Brown with 
Perforated Vamp 





have what i. 


want “ 
.. that’s why the sales 


of Yorktown shoe 
merchants keep going ° {we 


with Black 
Style 1474 
White Buck 


with Brown 


Style 1273 
All Black 


Style 1274 
All Brown 


... and it can happen to YOU! 


3 America’s dominant air-cushion shock-absorber shoe values at 


() OF 95 ret: 
FOR CATALOG — or for Salesman to Call, write $1 39 $11 99 retail. 


e quality New England shoemaking 

GARDINER SHOE COMPANY, INC. ai Fine quality New England shoemaking 

MAIN OFFICE, FACTORY AND IN-STOCK DEPARTMENT + Famous fitting qualities. 
GARDINER, MAINE 

NEW YORK SALES OFFICE: Marbridge Bidg., 47 W. 34th St 
FAR WESTERN DISTRIBUTORS * Wide variety of newest styles in stock 


Solnit Shoe Co., Buckingham & Hecht, Los Angeles 


* Premium grade leathers 


* Nationally advertised brand name 
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itality is ready... 
are you . 


Vitality believes in whites and spectators for this summet 

and we're ready to meet the demand with an outstanding in-stock selection of pumps, 
sandals, straps, ties, spectators and casuals in frosty, sparkling white, Calfskin, 

kid, suede and fabric selections. In addition, there will be powerful support with national 
advertising and promotional material! See your Vitality salesman 


or write us directly for complete details of Vitality’s ““White Shoes Are 


News” promotion. It means extra summer profits for you! 


Vitality Shoes 


famous for fashi ON and fit 


VITALITY SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY ST LOUIS 3.MO0.¢ NEW YORK OFFICE ROOM 912 MARBRIOGE BUILDING 47 W. 34TH STREET 


January |, 1956 71 





Predict 1956 Shoe Sales 
Will Set New High 


[CONTINUED FROM PAGE 45] 


is, however, that if the retailers wil] 
continue to emphasize the need for new 
types of shoes to complete the ward- 
robes and the importance of the newer 
designs to the late style suits which 
have taken on so well, then the pros 
pects are exceptionally good. 

Optimism of the Board of 
about the Shoe Industry’s ability to 
convert the vast 1956 potentials into 
sales has resulted in giving one of the 
best Future Sales Ratings for Shoes 
assigned to any industry in the country. 
The five-star rating given indicates an 
excellent potential sales level for the 
coming year. The gradations of possi- 
ble ratings go down from there to four 
stars as the next rating, three 
stars, two stars and one. Shoes also 
are given a Size Rating of “D,” indi 
cating they are in the $2,000,000,000 
to $4,000,000,000 sales category, repre 
senting a tremendous force in the over 
all economic trend. 

These ratings and the preceding fore 
cast estimates determined by a 
group of 300 government and business 
experts under the author’s supervision. 
The ratings of the complete list of 111 
industries of the United States are 
published quarterly in Sales Manage- 
ment at the beginning of each quarter. 
It is the experienced economic- 
predicting board on all the nation’s 
industries in the world, having fore 
cast for the past 21 years with a 
favorable batting average of accuracy 
the future-sales potentials of each of 
the leading industries of the United 
States, with shoes the most 
prominent. 

The Board is with the 
Shoe Industry’s continued progress in 
merchandising, selling and styling, 
which has been done most impressively 
in children’s lines, as well as in men’s 
lines and even in women’s lines, which, 
of course, had been much further de 
veloped in the past along these mat 
ters than the other lines. The big 
growth of the nation suburban-wise 
also is found impressive as great, mod 
ern new stores open with attractive 
presentations that build up style-desire 
for shoes in contrast to mere necessity 
possession of shoes. 

Emphasis on the ownership of shoes 
as desirable possessions and the rising 


Analysts 


best 


are 


most 


among 


impressed 


dramatizations 
up the importance of 
shoes in over-all consumer spending to 
the extent that (as shown by an accom- 
panying chart in this study) the shoe 
trade after many years of decline now 
is finally on the upgrade in getting a 
larger share of the nation’s spendable 
The figures below of total 
personal consumption expenditures for 
hoes and other footwear, national per 
disposable income and 
these expenditures to income 
graphically how the Shoe Industry’s 
share of the public’s spendable money 
declined sharply and steadily from 
1946 through 1953, with a substantial 
comeback in 1955. 

The culmination of the long trail of 
declines is viewed encouraging in 
deed. Further sharpening of merchan 
dising acumen, as more re- 
sourcefulness in, and volume 
of, advertising and promotional effort 
would be likely to bring intensification 
of the favorable trends of 1955. 

In any case, the Shoe Industry is ex 
powerful 


style are helping to 


pull relative 


income 


sonal ratio of 


show 


as 


well as 
greater 


more 


pected to have a economic 
foundation on which to operate in 1956, 
so that much of 
will be dependent on individual enter 
prise. The Shoe Industry ties in close 
ly, of course, the trends of 
events in the economy and the 
quent results on the consumer’s buying 
power. In this respect, the Board has a 
feeling of distinct optimism, with co1 
respondingly favorable implications on 
the prospects of the Shoe Industry. 


forthcoming success 


with basic 


conse 


Employment, wages, disposable per 
sonal income, liquid-asset margin over 
debts and _ similar factor 
point up the excellent buying founda 
tion. More are working fo 
more money. highe 
hourly wages and relatively 
ing have given most 
their gain, postwar, in 
chasing Production ji 
insuring plenty of goods to sell. Invest 
ment in plant and equipment is en 
couraged by government 
and more capital is going long 
term expansion. It is emphasized that 
confidence in the future’ stimulates 
planning for more than a $30,000,000, 
000 expenditure for new plants and 
equipment in 1956, a new high record. 
That production, 
goods to sell, more record-breaking po 
tentials 

It is true that 
to check 


economic 


people 
Furthermore, 
table liv 
workers 
pu 


costs 
greatest 


power. rising, 


polic y; more 


into 


means more more 


restraints tend 
such industries 


credit 


some sales in 





Expenditures for Shoes 
and Other Footwear 


$3,900,000,000 Est.) 
3,464,000,000 
3,362,000,000 
3,285,000,000 
3,274,000,000 
3,052,000,000 
2,928,000,000 
2,988,000,000 
2,955,000,000 
2,78 1,000,000 
2,263,000,000 


Year 


Disposable Personal 
Income 


Ratio of Expenditures 


$266,700,000,000 (Est.) 


254,800,000,000 
250,400,000,000 
236,700,000,000 
226, 100,000,000 
206, 100,000,000 
188,200,000,000 
187,600,000,000 
169,000,000,000 
159,200,000,000 
150,400,000,000 


but the 
reces- 


and housing, 
administration want a 
sion, of course, and such restraints will 
be eased at the first sign that they are 
hurting the economy. Installment debt 
through the lower 

actually liquid 
have 


as automobiles 
does not 


is spread mostly 


stratum of incomes; 
assets of 


heights. 


consumers climbed to 
new 
Thus, 


count! y 


individuals throughout the 
now own a total of $411,000,- 
000,000, estimated by the Board, of 
such assets as cash, bank deposits, 
savings and loan shares, insurance and 
government securities. That compares 
$398,300,000,000 at the end of 
$324,300,000,000 at the end 
of 1950. In addition to this, individuals 
own another $300,000,000,000 of 
porate stocks and bonds. 


with 
1954 and 


cor- 


Disposable personal income, further- 
more, continues to grow, (its long-term 
growth being shown in charts and 
tables accompanying this study). At 
the moment it exceeds $275,000,000,000, 
up $14,000,000,000 over the total of a 
year ago. For comparative perspective 
it might be noted that total retail sales 
in 1955 are estimated at about $185,- 
000,000,000. Prospective buying power 
look better, with further gains 
in disposable personal income coming 
and tax cuts 


even 
from increases 
likely in 

Wage 


wage 
1956, 

are steadily pushing upward; 
average weekly earnings for factory 
workers now approximate $79 a week, 
compared with $71.86 average for the 
year 1954, for 1952, $59.33 for 
1950, $43.82 for 1946 and $23.86 for 
rise in re 
has 


$67.97 


1939, indicating the strong 


cent that earning power 
undergone, 

Of side to 
this, individuals’ debt 
and consumer debt approximates $100,- 
000,000,000, two 
third 


consumer! 


years 


there is a debit 
mortgage 


course, 


too; 


about 

one-third 
installment 
automobiles 


consisting of 
debt 
including 


mortgage and 
debt, 
credit on such things as 
and 
personal loans 
and charge accounts. This is up from 
$53,600,000,000 at the end of 1950, but 


this is merely a reasonable rise in such 


and other durable goods, repair 


modernization loans, 


debt and is not considered to be sharp- 
ly out of the 
advance of the economy as exemplified 
national product which is 
the $400,000,000,000 annual 
more $115,000,000,000 


proportion to general 
by 
nearing 
mark 
ince 

The 
existing net equity of total U. S. 
viduals (financial assets less liabilities) 
represents a high of savings, 
auguring very well indeed for better 
business and demand for most of the 
fine products of the American indus- 
trial including shoes. The 
large totals of savings are over 100 
times the annual sales of shoes and 
other footwear. Since these large sav- 
ings are far in excess of what is con- 
[TURN TO PAGE 76, PLEASE] 


gross 
up than 
1950. 

$600,000,000,000 
indi- 


approximate 


record 


system, 
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KEEP ABREAST OF YOUR 
MANUFACTURER'S ADVERTISING 


and Merchandising Plans 


... IN THIS ISSUE 
..- And in EVERY Issue of 
BOOT AND SHOE RECORDER 


WATCH FOR IT! 











What Retailers Think 
About Markup 


[CONTINUED FROM PAGE 47] 


There was an intense feeling in the 
response to this question. Many of the 
panelists cited the steady rise in cost of 
doing business; the higher risks and 
greater markdowns resulting from the 
expanding role of fashion in shoe busi- 
ness; the tougher competitive condi- 
tions; ete. 


QUESTION 4: What do think 
should be a fair percentage of markup 
on (a) high-priced, high-style shoes; 
(b) volume-priced, style shoes; (e) mid- 
dle-of-the-road shoes; (d) basic or con 


you 


servative shoes. 

The views in to this 
tion were quite revealing. As expected, 
higher markups are alloted to high 
style, high grade shoes. Some 91% of 
retailers use a 45-52% markup for 
these shoes, in anticipation of later 
markdowns. In the style but volume 
priced footwear, 81% of the retailers 
feel that the 42-47% markup range was 
fair. As to middle-of-the-road shoes, 
74% of retailers consider the 39-44% 
markup range adequate. In basic shoes, 
92% of retailers feel that the 39-44% 
markup range is fair. 

It is obvious that markup hinges 
strongly upon the classification of shoe 
The greater the risk of later mark 
downs, the greater the necessity for 
higher original markups. 


response ques 


January |, 1956 


your basic nia? k up 


QUESTION 5: Is 


governed primarily hy the markup of 


competitors? 


your 

The retailers are evenly divided on 
this question, with 51% 
19% saying yes. 
many “modifying” 
group mentioned frequently 
’ markups were 
branded 
not where the 
exclusive 


aying no, and 
However, there were 
The “yes” 
that 


influential only 


replie 
com 
petitor 
in regard to 
the stores, but 
ried its own 
branded shoe 

The “no” group 
the store was offering good 
tures to attract and hold the loyalty of 


lines carried by 

tore Cal 
brands or non 
often that if 


ervice fea 


cited 


markup 
their 


customers, then competitor 
or prices bore little influence on 
own markup. 

A small minority voiced strong objec 
tores owned and 


tions to competing 


operated by manufacture 


REACTION TO PRICK BOOSTS 
QUESTION 6: If 


ale price increase of, 
retail 


whole 


25-30 cents, 


there is a 
Say, 
what would you) markup be on 
this increase? 
Some 42% of 
their prices 50-55 
$1; 8% 


retailer vould 
cents; 41% 
would boo 


raise 
would 
them their 


raise 
price by 75-80 cent (\/ would absorb 
that increase; and 3% would raise their 
price 25-30 cent 

were numerous 


the } 


However, there 
ditions” or modifications cited ir 
es. Most : 


ipon the 


mentioned wa 


type 


‘ iy : 
ana price 


AUTHENTIC MAJORETTE 
BOOTS 
Pe 


STYLE 7611 Ladies 
thru 10 
C"’ widths 


Priced at $4.1 5 
STYLE 6611 


Sizes 12 thru 3 


B' & D widths 
Priced at $3.60 


CHILDREN'S 
82 thru 12 D 
width 


Priced at $3.00 


INFANTS’ Sizes 4 
thru 8 D’ width 


Priced at $2.40 


Misses 


r 
vizes 


IHlustrated ¢ atalog 


on request 


Made by folks who know fine bootmaking 


ACME BOOT COMPANY 


Clarksville, Tennessee 


Fo; 
with 
that 
couldn't 


hoe involved.” example, high 


priced lines, original markup, 
increase, whereas 
Another 


how 


could absorb 


low price line con 
dition: It all 


markup we 


depends on much 
the 


a good markup ha 


had on shoe before the 


INCcCTeCAS( If been 
established earlier, the increase of 25-30 


cents could be absorbed Otherwise a 


price increase would be necessary 
Again, if the 
and no future 
involved, the 

But if 
tain seller, a 
Another factor: the reaction of compet 
to the If a 
competitor absorbed the increase 
forced to do the 


hoe was a steady good 


eller markdowns were 


increase might be ab 
the 


rise 


orbed shoe was an uncer 


would have to occur 


itors ame increase trong 
other 
vould likely he 


Also, 


portant role 


“ine 
the type of 
in determining amount of 
25-30 cent 


hoe play an im 


price rise A wholesal 


boost would tend to bring a 50-55 cent 


rise in children’ hoes, but a $1 rise in 


high-priced women’ 


the 


moderate and 


hoe and perhap ame rise in 


men’ noes 

And one of the most 
factor It all 
price it noe on, for it 
$5.45 or $5.05 basi Thu 


15 cent 


frequently men 


tioned depends on how 


the store 
tance, the 


a store with a price tay would 


sec a DU-DD cent whole 


markup on a 


ale price increase of 25-30 cents Sut 


a store using only the 95-cent tay 


would either have to raise the price $1 
the increase. In short, a 
ce of $6.10 would carry a 


[TURN TO PAGE 76, PLEASE | 
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BETTER than ever! 


NEW STYLING MAKES 42 Ziacee 


Th BIGGER FAsHION HIT 
6 ‘THAN EVER! 


Lucky’s new FOLD-A-WAY style makes Rain 
Dears easier than ever to slip on and tie. 

The smooth sleek lines give this modern 

design rainboot an air of smart 
distinction which fashion-wise 

Nene women will appreciate, and 
buy and buy, 


a 
' 7 BIGGER THAN EVER! 


lve 


: y 
VE’ 
~~, 
SITLL 
ALI UNIVERSAL FIT ...for all types of shoes 


LIFE November SEVENTEEN _____ November 
LIFE November MODERN SCREEN. ———S——sNNovember 
McCALLS November 

GOOD HOUSEKEEPING November LIFE _December 
VOGUE November LIFE ____ December 
LADIES HOME JOURNAL November LADIES HOME JOURNAL December 
CHARM November CORONET _December 
PHOTOPLAY November WOMAN'S HOME COMPANION December 
TRUE STORY November GOOD HOUSEKEEPING December 
WOMAN'S DAY November McCALLS_ December 
MADEMOISELLE November VOGUE December 


MAIN OFFICE 


LUCKY SALES CO., INC. | 7*15,"#0R0, steer 
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NEW Kun Littied (by LUCKY) 


FASHION FIT 
for high and 
Cuban heels 


PROGRAM! 


30 BIG ADS! 


WOMAN'S DAY December 
MADEMOISELLE December 
SEVENTEEN December 
CHARM December 
TRUE STORY January 
PHOTOPLAY January 
WOMAN’S HOME COMPANION January 
GOOD HOUSEKEEPING January 
MODERN SCREEN January 


#8 , eer. 
* Le oe “ry, 
PJ ¢, 


BRANCH OFFICES 
NEW YORK 47 W. 34th STREET 
CHICAGO.... 1944 W. SUPERIOR ST. 
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SUPER-SAFE TREAD 
MAKES Ax Dore 
MORE DEPENDABLE 
THAN EVER! 


Deeper ! Sharper! More Rugged! 
No other type tread on any other type of rain- 


boot does the job of Kun Dear 


This famous tread actually outwears the tread 
of heavy rubber boots! Rain Dears are 100% 
fully molded, with no seams to come apart. 
Millions of women know they can rely on 

; for safety, for long wear, 


i. 


| LUCKY Boos Dom 4. 0s | 
. Ps SN Bae | 
| Til 
BER = 2m 


for smartness. 











A BRAND NEW FACTORY 
in NEW YORK for BETTER 
than EVER SERVICE! 


Rain Dears have become the world’s largest selling 
plastic rainboots because of Lucky’s constant pol- 
icy of progressive improvement. As customer de- 
mand for Rain Dears has grown greater and greater 
with each succeeding year, we have been forced 
to enlarge and improve our production facilities, 
and this brand new factory has been opened to 
give you the kind of product and service you have 
come to expect of Lucky. 





Predict 1956 Shoe Sales 
Will See New High 
[CONTINUED FROM PAGE 72| 


sidered necessary in precise economic 
thinking, much of them should be con- 
vertible into sales through strategic 
and persuasive advertising and selling. 

Importantly, the net working 
capital of American corporations is 
rising steadily, indicating ability to 
finance experimentation, 
products and selling promotion. 

approximates $101,000,000,000, 
compared with $95,800,000,000 a yea 
ago and $41,600,000,000 in 1950. Total 
current assets of $190,000,000,000 are 
more than double all current liabilities 
and cash items along exceed $50,000, 
000,000, a new peak! 

It is small wonder, then, considering 
this financial strength as well as the 
broad existing confidence of business 
men in the future, that plans for ex 
pansion of plant are at unprecedented 
peaks, with 1956 likely to top 1955 by 
a wide margin. Even should home 
building decline slightly, there is like- 
ly to be a record total of about $44, 
000,000,000 worth of over-all construc 
tion in 1956—a gain of 5 per cent ove 
the $42,000,000,000 of 1955 and 17 per 
cent over $37,600,000,000 in 1954. 

The economic horizons of consumers 
are widening steadily. Rarely, if ever, 
in the past has the desire for material 
improvement played so large a role as 
it does today. Consumers continue to 
visit bargain basements but their pref 
erences run strongly toward the latest 
styles, contrivances, newest conveni 
ences, and premium grades. If people 
are no longer timid about borrowing 
to expand their current spending, they 
are also willing to work hard for in 
comes needed to live. 

With all these stimuli in operation, 
the prospect for business in this virile 
economy is a strongly optimistic one. 
Additionally, the nation’s demands 
must fundamentally expand as popula 
tion expands. The extremely rapid 
growth of the country’s population is, 
of course, a great foundation for 
higher sales of all kinds of goods. The 
4,021,000 live births of 1954 were up 
2.9 per cent over the previous record, 
the 3,909,000 of 1953. Another new 
high was reached in 1955 and another 
peak is expected for 1956. With the 
death rate also declining, our popula 
tion is nearing a record 167,000,000, 

Persistent advances in our stand 
ards of living have accompanied the 
rise in population as our people be 
come better educated, more well-to-do 
and better able to buy the interesting 
new items constantly being developed, 
most definitely including shoes. There 
are now over 25,000,000 spending units, 
or 45 per cent of the total, with dis 
posable income after taxes of over 
$4,000 a year. That compares with 
12,200,000, or 23 per cent, in as recent 
a year even as 1950, and it is a good 
indicator of the great solidity of the 
base for future expansion of shoe sales. 


too, 


expansion, 
new 


This 
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What Retailers Think 
About Markup 


[CONTINUED FROM PAGE 73] 


$10.95 retail price. If wholesale rose to 
$6.40, then retail price would rise to 
$11.95. 


QUESTION 7: Do you 
manufacturer of nationally 
lines should (a) advertise a specific re- 
tail selling price; (b) set a “flexible 
range” of price rather than a specific 
price; (c) leave the price open for the 
retailer to establish as he wishes? 

The replies: 55% believe a “flexible 
range” should prevail; 28% believe 
that the manufacturer should set a spe- 
believe the price 
the retailer to 


think the 
branded 


cifie price; and 17% 
should be open for 
establish. 

Those in favor of (a) said that price 
was an important factor in national 
advertising and could not be avoided or 
side-stepped. Many retailers who favor 
the manufacturer setting the price said 
that policy was okay if the manufac- 
turer allowed sufficient markup via that 
price. Others said this price-setting pol- 
icy was advantageous and fair in that 
it prevented over-pricing or price-cut- 
ting (except in cancellation and outlet 
stores selling branded lines.) 

Those favoring (b) said that the 
flexible range price policy was better in 
that it permitted allowances to be made 
for a lot of competitive factors such a 
geographical location, type of store, ex 
tra services, etc. For instance, retailers 
west of the Mississippi pointed out that 
their freight charges were higher than 
in the East, and may run two per cent 
of sales. A nationally fixed price often 
doesn’t take this into consideration, 
cuts into retailers’ markups. 

The 
point: retailers 


(c) group were strong on one 
should be permitted to 
run their own business—including their 
markups and pricing policies. A num- 
ber said that some manufacturers had 
an “unrealistic” markup or pricing pol- 
icy under today’s conditions. 


VMVARKDOW NS 
QUESTION 8: What percentage of 


your markup is based on the knowledge 
that you must put in markdowns later? 

Some 62% of the retailers said that 
3-5% of their markup is based on prep- 
aration for later markdowns, while 
22% said that 6-10% of their markup 
15% of retail- 
of their 


was made this way, and 
ers said it amounted to 20-25% 
markup. 

Here again, there enters a conditional 
factor: It depends upon the type of 
shoe. On style merchandise a larger 
share of the markup is based on know- 
ledge that a markdown will be put in 
later. This has a proportionately lesser 
application as the shoes become more 
staple or basic. 


QUESTION 9: What percentage of 
your over-all inventory goes into the 


‘markdown” category over the course 
of a year? 

For 42% of retailers, 2-5% of their 
shoes go into markdown category annu- 
ally; for 21% of retailers it amounts to 
6-10% of their shoes into later mark- 
downs; for 11% of stores it amounts to 
11-15% of shoes into markdowns; and 
for 16% of stores it amounts to 16- 
20%; some five per cent of retailers 
said that 21-25% of went into 
markdowns, and the same percentage 
aid it amounted to 30-40 per cent. 

Here, also, the vital factor of type of 
shoe was the big determinant. Stores 
carrying fairly staple merchandise have 
a much smaller share of stock going 
into markdown, as constrasted by a 
much higher percentage for style oper- 
ations. Women’s style shoes obviously 
have the highest “mortality” rate. 

It was interesting to note the large 
number of retailers who don’t keep any 
figures on the share of their inventory 
that reaches eventual markdown, and 
were required to answer “Don’t know.” 


shoes 


QUESTION 10: How far along does 
your season go before you start you 
markdowns? 

Half of all retailers tend to have only 
important markdown periods a 
year: January and July. Some 20% 
operate seasonal markdowns on a 
three-times-a-year basis. Another 31%, 
however, employ markdowns on a 30-60 
days basis. 

However, where frequent markdowns 
are employed (30-60 days) there seems 
to be a pretty common practice among 
many stores—particularly stores with 
a policy of fairly rapid turnover. If 
merchandise tends to move slowly, it is 
almost automatically marked down. 
This may not be necessarily through 
advertised “sales” but may move into 
P.M.—even though the shoe has been in 
the store only a few weeks. These 
stores operate by the policy that mark- 
downs, and the time to apply mark- 
downs are governed solely by the 
desirability and movability of the mer- 
chandise, 


Lwo 


QUESTION 
termined “rate” of 
season progresses? 


11: Do you have a pre-de- 
markdown ag the 

This question was conclusively an- 
swered by an overwhelming “no” from 
89% of the panelists. 


COMMENTS 


The Panel as a whole was quite vocal 
on this important subject of markups 
and markdowns. Following are some 
of the many pertinent comments 
(names and sources deliberately with- 
held): 

“There’s little or no problem of 
markdowns if salesmen are given good 
P.M. incentives. Rather than mark- 
downs, use of P.M.’s on slow sellers has 
proved much more effective with us. 
This reduces markdowns and bargain 
sales.” 

“In many cases, just for having the 
[TURN TO PAGE 77, PLEASE} 
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Bonwit Teller’s 
First Suburban Store 
[CONTINUED FROM PAGE 37] 


mouldings enhance the rich fruitwood 
and lacquer finishes. Center floor fix- 
tures for display of merchandise are 
raised on open bases for easy cleaning 
and light appearance. Sliding glass 
doors and plexiglass containers pro- 
tect and make attractive the display 
of fine apparel. For convenient stock 
control, most of the storage is in 
drawers, 

Floor coverings throughout the store 
were woven to meet special designs and 
colors. Entrance areas between shop 
and salons are paved with a neutral 
beige terrazzo which blends in with 
the colors and composition o7 
carpeted areas. 

The entire selling area is illumi 
nated prominently by incandescent 
lighting. Walls and merchandise are 
lighted by continuous runs of fluores 
cent. Special displays are treated with 
spots and accent lights. 

The shoe salon is designed to simu 
late the elegant surroundings of a fine 
home. Imported mirrors, fine prints 
and woven wall paper help to carry 
out this theme. 

The store was designed by Copeland, 
Novak and Associates of New York, 
specialists in department store in- 
teriors. 


What Retailers Think 
About Markup 


[CONTINUED FROM PAGE 76] 


adjacent 


merchandise on the shelves it brings in 
40 per cent markup. So if we retailers 
get 40 per cent for having merchandise 
available, how much more are we en- 
titled to for the personal service re- 
quired?” 

“Markdowns are the biggest prob- 
lem in shoe business. Not only are 
they established in women’s style shoes, 
but are increasing in men’s and chil- 
dren’s. Also, public response to ‘ 
is declining, due partly to constant 
promotions by cancellation and outlet 
Unless we become smarter 
buyers and merchandisers, the only 
solution lies in higher markups to 
cover our losses on markdowns.” 

“A markup of 42-44 per cent should 
be adequate. We need more than 40 
per cent to pay better salaries and at- 
tract better sales personnel and do 
more shoe promotion. The difficulty is 
the competition from small and margi- 
nal stores which operate at 35 per cent 
markup, keep long hours—and put lit- 
tle value on their own time.” 

“With shoe business getting more 
style-minded and  color-minded, we 
should operate like the millinery busi- 
ness—high original markup and quick, 
sharp markdowns.” 

“Many manufacturers who advertise 
prices nationally, or who otherwise set 
retail prices, are unrealistic, basing 
their retail prices on 40 per cent mark- 
up, which today isn’t enough. With 


‘sales”’ 


stores. 
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style an increasing factor in shoe busi 
ness, risk increases and requires more 
markdowns. Add to this the generally 
higher cost of doing business, plus 
higher freight rates, and it demands 
more than 40 per cent markup. Manu- 
facturers ought to leave prices and 
markups pretty much to the retailers.” 

“Discounts should be figured into 
markups. They run 2-3 per cent of 
ales.” 

“We are too prone to judge all items 
cn invoice cost rather than to the mai 
ket—-which would enable us to get bet 
ter markups without hurting th 


of the shoe.” 


aie 


4875 
Antiqued brown elk, Neolite soles. B, C.D, 8 4 


— 
“te, P 
“Ane nanny 
4895 
Brown elk, 4-8 leather soles, 8% -3 Neolite soles 
B,5%-8; C,D, 4-8; A,B,C, D0, 8%-3 


2807 
Black grained, Neolite soles, B,C, D, 84-4 


BURLINGTON, V1 


Mr. Lamieux was a 


stroyer 


War II, 







Shoe Salon Opened 
By Vermont Store 


Charles Lamieux, 


known in the retail shoe business 


in this area, has been named manager 
of the new DuBrule & Dion shoe salon 
16 Church Street 


ociated with 


Jan’s Shoe Store here for several years 
and previously was assistant manager 
the Endicott-Johnson shoe store in 


city. He served aboard the de 
USS Nicholas during Worid 


JUST 5 OF ALMOST 


100 FAST-REPEATING 
STEP MASTER NUMBERS 
CONSTANTLY CARRIED 


IN-STOCK 


FOR EXTRA-FAST 
FILL-IN SERVICE 





Keep your inventory low your 
maintained mark-up high... your turn 
by featuring Step Mastet 
shoes! Backed up by extra-fast fill-in 
service budget-priced Step Master 


over fast 


shoes are styled right, value-built with 


special patented features that assure 


repeat sale 
RE-ORDER NOW 
for carly Spring selling / 





Retail Profitably at 





884 
Brown and white elk 4.8 leather soles, 8) 3 white 
rubber soles. B. 5% -8;C, D0, 48,;A,8.C,0,8%-3 





STEP MASTER SHOES, INC. + GREENUP, ILL. 


$395 to $595 


Patent Straps Slightly Higher 





662 


White elk, leather soles, B,C, 0, E, 2-8 
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Blowing Profits 
Your Way! 


THE 
BASS 
WEEJUN* 


Zefr 


e New lightweight Spring edition of Weejuns’, 


the original indoor-outdoor leisure shoes 
e Popular low cut styling 


e Most-wanted zephyr weight 


it's a ‘‘breeze’”’ to sell 
Bass WEEJUN Zef'rs 


For extra profits, sell the complete Bass Line... 


@ TRAILMASTERS @© QUAIL HUNTERS* 
@ SPORTOCASINS* @ SKi BOOTS 
@ WEEJUNS” @ WELTS 


G. H. Bass & Co., Dept. BS-1, Wilton, Maine 
658 Marbridge Bidg., N. Y. C. 1, N. Y. 


Bae OUTDOOR FOOTWEAR | 


78 


Panel Session to Top 
Mid-Atlantic Shoe Show Week 


[| CONTINUED FROM PAGE 49} 


books on shoe trade subjects, and also as a speaker who 
has addressed many shoe trade gatherings throughout 
the country. The session will be held at 2:30 in the 
afternoon, Tuesday, January 17, in the Philadelphia 


room of the Benjamin Franklin. 


E. RHODES 
HUNTSBERRY 


President, 
Middle Atlantic 
Shoe Retailers 

Association 


The major social event of Mid-Atlantic Shoe Show 
Week, the annual banquet, will be held Tuesday night 
at the Latin Casino and will include the usual reception, 
a bountiful dinner and elaborate floor show. As in the 


get-together occasion for 


past this will be an enjoyable 
retailers attending the show, traveling salesmen, manu- 


facturers and wholesalers. 


D. H. KREIDER 


Manufacturers’ 
Representative 
on Mid-Atlantic 
Show Committee 


The usual directors and committee meetings of the 
Middle Atlantic Shoe Retailers Association and the 
Middle Atlantic Shoe Travelers Association will be held 
during Show Week. The travelers will have a member- 
ship luncheon Saturday, before the show opening, at 
the Benjamin Franklin. MASRA directors will meet at 
12:30 Monday for luncheon at the same hotel. 

Independent Shoemen will have a room on the fifth 
floor of the Benjamin Franklin during the show, with 
Executive Secretary Ben Finn in charge. There will be 
literature and membership applications and it is 
planned to have an informal regional meeting of mem- 
bers present at the show. Details regarding this meeting 


will be made known at the IS room on the fifth floor. 


Boot and Shoe Recorder 








ARE YOU PREPARED? 
Come to the Greatest Showing 


of SPRING and SUMMER SHOES in the East 























LIST OF EVENTS 


© $500 U.S. SAVINGS BONDS 
P GIVEN AWAY. YOU MUST 
LA REGISTER 

Z Ze 

nog @ FREE PARKING ON SUNDAY 


1 | EZ AND WEEKDAYS AFTER 6 






—_—— = 
<_ Zz =~ M 
EST BROADWAY [AA WIN HOUSE 9 AM. TO 





AZM 


= <7 
= a —=2Z © SPECIAL MERCHANDISING 
SEZ 
a © REFRESHMENTS WILL BE 
SIE SERVED 
Za 


THE NEW YORK SHOE WHOLESALERS 
MARKET WEEK AND OPEN HOUSE 
Jan. 8 through Jan. 11 


SPRING is just around the corner and so is EASTER. 

PREPARE yourself now for your best selling season. 

We, as a member of the N. Y. Shoe Wholesaler's Ass'n will help you prepare 
for the approaching Spring and Easter Season. 

Visit us at our Showrooms for the newest styles and colors. 

Since Easter is very early, it is advisable to place your orders NOW so that your 
shoes will be delivered on time. 


NEW YORK SHOE WHOLESALERS ASS'N 


DUANE, READE, CHURCH & W. BROADWAY ° NEW YORK, N. Y. 
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today you 
WASTED 


CUSTOMERS average shoe store or shoe 


|, department is visited by, 11 


The companion sale of a time-prover n 
reliable, effective shoe insert — Burng 
Cuboids— along with a pair of shoes 

will approximately double your profi 
over that made on the shoeg 
alone. And each day you fail to 

offer this added foot comfort, yo 
waste numerous golden opportunities 
at sales and profits!) 


For nearly 20 years, Burns Cuboid 

known Cuboid Company has maintained Cuboid; 
operators: Operations in the best shoe and 

ATLANTA ‘“epartment stores from coast to coa 
Thompson-Boland-Lee Burns Cuboids appeal to all ages 0 

BALTIMORE foot sufferers, and one pair se r 
Hess Shoe Co another—at up to $6.95 a pair, 
Boston Monthly volume of $2,000 to $4,000; 

Thayer-McNeil is far from uncommon? 
say tam no Based on a different theory than 

conventional arch supports, Cuboid 

= Foot Balancers alone are j 

recognized by highest medical) 

Fontius —a authorities for their unique comfort | 
neueven fostering characteristics, 

Krupp & Tuffly 

LITTLE ROCK 

Kempner's 

LUBBOCK 

Godwin's Booterie 


MADISON 
Dyer's Shoe Store 


> 


here are a 
few well 


The Cuboid “Department” 
requires no space on the selling: 
floor, From a few feet of storage 
shelf, the trained Cuboider, 
demonstrates, fits and dispense 
up to 248 styles and sizes of theseg 
well known Foot Balancers.; 
MINNEAPOLIS 


C. M. Stendal You can’t absorb the whole 
OKLAHOMA CITy Cuboid Story here and now. Fact} 
Nissen’s enough is that hundreds of 

stores are now improving trafic. 

os _and — because they Pe 

Globe Shoe Co ue story — you can arrange for or 
SCRANTON a Cuboid demonstration in 

Lewis & Reilly, Inc your own store. Write todayy 


Bb, acral sts 





Gasp 


Write to James H. Sewell, General Manager 
Journal of the American 
Medical Ass'n, Parents’ a ff / oa f | 
Post, House Beautiful, 

Cosmopolitan, Today's Of, OF of 
Health, and dozens of 

newspapers in America. Established £998 


P.O. Box 658 + Santa Ana, Calif 


think this over 
1 carefully f 


Surveys indicate that an’ 


Salon Features Open —_— 
GLaAss is conspicuously absent from the shoe salon at 
Nathan’s, New Brunswick, N. J. Bright yellow peg board, 
leather faced and textured, offers a background for flexi 
ble displays which are open for customer browsing 

The salon is on a mezzanine just over 
of the store. The larger of the two main display boards 
can be seen from almost every part of the main floo: 
its bright yellow, dotted with black shoes 


\ 
the main entrance 


, and 
in constantly 
varied patterns, is a good signpost for the department. The 
display serves as a backdrop for the selling area, and also 


as a curtain for the stockroom, which is reached from either 


side. 


At first it was thought that the completely exposed posi 
tion of the samples on pegboard hook-stands would en 
courage customers to overmuch handling and disruption of 
the display, but Mr. Caloroso, manager, and his assistant 
Harold Rockman, have found that the ladies seem to be 
impressed with the delicately poised shoes, garnished with 
flowers, foliage, and other accessories, that they get 
close for clear viewing and even sniffin 
touching the merchandise. 


up 
g, but refrain from 


A side panel is recessed into the wall with a shadow box 
effect, and is flanked on both sides by an expensive scenic 
wallpaper design, a simulated shutter-and-garden view 
giving the effect of openness and distance 

At the other side of the mezzanine, away from the stair 
way, is an alcove for children’s shoes, with 
motif on the far wall and small peg-boar 
above the seats. 


1 circus tent 


| shadow boxes 


Weeks to Speak at NESLA Meeting 
SINCI AIR WEEKS. Secretary of Commerce, and General 


Robert Cutler. former Administrative Assistant to the Pres 
ident, will be the chief 


speakers at the eighty-seventh 
annual meeting of the New England Shoe and Leather 
Association, to be held January 11 in the Hotel Statler, 
Boston, according to A. W. Berkowitz, president. M1 
Berkowitz is treasurer of the Bourque Shoe Company 
of Raymond, N. H., and of the Songo Shoe 
Corporation, of Portland, Me 

The only business to be transacted will be the report of 
the nominating committee and the annual election. Chair 
man of the committee is John E. F. Foote, The John E 
Foote Shoe Company, Brockton. Other members are Philip 
Brian, Crestbrand Leather Company, Boston; Saul L. Katz 
Hubbard Shoe Company, Rochester, N. H.; Wallace J. Me- 
Grath, John E. Lucey Company, Bridgewater, Mass.; and 
G. Elliot Stickney, Holmes, Stickney, Inc., Portland, Me 
NESLA is the oldest association in the shoe and leather 
industries 


Manufacturing 
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Retailers Blend Color, Lights and Music 


Lucky Shoes, Akron, has chair back displayers and comfortable wrought iron 

Naugahyde chairs in the men's department, foreground. The women's department 

at right and extreme right uses a wrought iron displayer. The children's depart- 
ment, rear, features an attractive shadow box. 


AKRON, O. The first thing you 
notice on entering the front door of 
Lucky Shoes at 2745 West Market 
Street is the brightness and colorful 
appearance of the store. A brilliant, 
sunny atmosphere has been created 


with soft lights. 

Fluorescent lights are 
as bright as those in the average shoe 
store. The proprietors, Milton and 
Leonard Luck, explain that since they 
are selling shoes at floor level they 
want as much light there as most 
stores have at counter height. 

The Luck brothers opened the store 
only several months ago in the plea- 


nearly twice 


sant surroundings of the new and 
exclusive Fairlawn Plaza Shopping 


Center just outside the city limits of 
Akron. They also operate the Lucky 


Store in Firestone Park, Akron, es- 
ablished by their late father, Joe 
Luck, in 1919. 


The Luck brothers sell 
accompaniment of soft music. At the 
time the built five speakers 
were installed, one in the lobby, three 
in the area and one in the 
stockroom. Each of the rental 
will play eight hours of relaxing music 

In the words of the proprietors, since 
their new in the finest re 
tial section of the city they carry only 


shoes to the 


store was 


sales rear 
tapes 


store is iden 
top quality shoes. 

They maintain shoe record cards on 
each member of a family, 
2ach transaction and any pertinent 
information concerning it. They 
send out size checkup notices on all the 
youngsters. They send birthday cards, 
which upon being returned to the store, 
entitles the boy or girl to a gift. Also 
for each family an Elliott addres 
stencil is maintained. The proprietor 
keep in touch with the families through 
direct mail advertising, with a mini- 
mum of 12 pieces a year, many of 
which are strictly of an institutional 
nature. 

The store also does orthopedic type 


recording 


al 50 
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fitting, fills doctors’ prescriptions and 
carefully fits each person by measuring 


both feet at all times. 
The Luck brothers stress the per 
sonal touch in their dealings with 


customers. Every employe is salaried 
There are no commissions. An employe 
takes as long with a customer as is 
necessary, and_ thus 
tendency toward misfitting in order to 
make a sale. 

In creating this new family 
store the Lucks tried to achieve a 
blend of the salon type and open stock 
effect. Shoes are on open displayers as 
well as in boxes lining the walls. 

The 130 feet and 24 
feet wide front display windows 
20 feet The sales area is 80 
feet with the first 20 feet in 
terrazzo and the remainder carpeted 

Besides the open displayers there are 
five colorful with indirect light 
ing and peg backs 
in the children’s as well a women’ 


there is no 


hoe 


store is long 
with 
deep. 


deep, 


niches 
board 
the 


removable 


and men’s departments. 

New type chairs are of wrought iron 
In the men’s department they are of 
white elastic Naugahyde. The rest of 
the fixtures in the store are the same 
except that they are in alternating 
pastel shades. In the women’s depart 
ment there is a large drapery for 
background and in addition to chair 
there are end tables and lamp 

In the children’ department a 
nursery effect is achieved with ich 
wall cutout as Snow White and the 
Seven Dwarfs and Peter Pan, and 
cowboy and circus theme 

The use of color is outstanding in 


this 


and chairs 


tore, in draperies, 
For example, the children’: 


ceiling, wall 


department is a bright yellow, the 
men’s a rich tan and the women’s and 
the ceiling are done in very light 
green. All the fixtures are finished in 
black walnut. A cornice board around 
the entire room has indirect lighting 


chairs 


The store has 32 






Two Angles to Lay-Away 
Increases Sales and Traffic 
Autrey, 
manager of Rollnicks family shoe store 
here, feels that the lay-away system of 


ENGLEWoOoD, COLO Cc. EB 


buying is still relatively unfamiliar to 
a vast segment of the buying public 
and that any opportunity to explain it 
to footwear customers is an _ asset. 
Therefore, he has made use of two sep- 
arate “angles of approach” not only to 
percentage of 
buying 
“second 


much larger 
traffic to lay 


likewise to 


educate a 
the 
methods 


store’ away 


but core 
ales” as well 

Under the first step, 
shadow box displays along either 
of the smart Rollnick store, combines a 
small display card which is lettered, 
“Use Our Convenient Lay Away Plan.” 
made up of pegboard, 


the 


ide 


each of 


The rear panel i 
finished in a variety of color 
the and the 
merely hung on wire brackets as 


act ord 


ing to eason, lay-away 
ign is 
surrounding it 

Autrey 


quick 


hoe styles 
produces interest, Mr 


are the 

This 
has found, and the salesperson } 
to explain that the can set 
aside a pair of her own for the 
mal! down payment sim 


custome! 
hoes 
future witha 
ply tacking on one payment after an 
intervals until the 


other at regular 


footwear purchase i 


paid for 


The second approach consist of 
watching for econd pair opportuni 
ties.” Under the plan, Rollnicks five 
salespeopl have been vigorously en- 


couraged to capitalize on sales oppor 


tunities which might otherwise be lost. 

For example, the store’s professional 
women’s department sell a lot of white 
hoes, low heeled “sensible shoes,” for 


tore employee ete 


department 


and 
tomer in thi 


office, fac tory, 
When a cu 


elects a pair of shoes for everyday 
wear but at the same time, displays a 
lot of interest in a graceful pump or a 
pair of casuals, the salesman immedi 


ately capitalize on the opportunity, 
uggesting the shoes may be held for 
only a dollar down payment, if nece 

ary 


By following this program Rollnick 


has added an impressive list of econd 
ales” every month throughout 1955 
More iver, it has been obvious that doz 
ens of worthwhile “regular customers” 
have been created via the lay-away 
route, since the customer who return 
to the tore every week or month to 
make lay-away payment on future 
hoe gift lipper hunting bhoota, 
professional footwear ete becomes 
throughly familarized with the store in 
the nroce 


Faflik Readies Sixth Unit 


CLEVELAND Clarence Faflik Shoe 
Inc., has just leased a new store in the 
proposed Ridge and Ridgewood Road 
’ hopping Center in Parma, a iburb of 
Cleveland, according to co-owner Fred 


Wildau. The new tore is expected to be 
completed and open ometime in the 
middle of 1956 k aflik’s Ridge Road 
is the chain’s sixth unit in Cleveland. 






Increased Sale of Duty Shoes Leads to Detailing Program 


ENGLEWOOD, CoLo.—Want to increase 
sales of women’s professional footwear? 
Then, get outside the store with a sales 
program slanted at nurses, doctor’s 
ceptionists, medical technicians, wait- 
resses, etc., suggests C. B. Autrey, man 


re- 


ager of Rollnicks, complete shoe store 
here 

Rollnicks featured 
footwear for women intensively for the 
past several years and two years ago 
“Professional Department” 
located midway the 
shoe department, at the rear 


has professional 


created a 
which is 
women’s 


between 


of the store, and the men’s department 
at the front 

“Actually, 
only of four 


consist 
of wall 
in which 
we feature top brands of all-white ox 
fords for professional women,” Mr. 
Autrey said, “However, the section has 
been identified with the use of manikins 
of nurses and waitresses, set above the 
display and on the backs of partitions 
which divide 
diagonal 


the department 
and a half feet 
18 levels of shoes, 


space with 


our seating into 
We likewise keep a 
display of professional footwear in a 
shadowbox this 
where every entering customer is likely 
to notice if she has need for heavy duty 
oxfords, all-whites, or 


space 
areas 
wall 


alongside area 


other special 
purpose footwear.” 
The Rollnick facing on busy 


Broadway in the center of the down- 


store, 


this 
population city, displays sample shoes 
from the deparment in the windows 
daily through the entire year. 

The promotion was formerly limited 
to an occasional newspaper ad, window 
display, and direct mail in the form of 
folders supplied by shoe manufacturers. 
past, however, Mr. 
ional 


town shopping district of 25,000 


During the year 
Autrey has 
women’s shoe sales sharply through an 
outside sales program of his own. Un- 
the plan he sets time each 
month for “detailing” or outside-selling 
calls on local hospitals, major restau- 


boosted profess 


der aside 


rants, clinies, and similar medical cen- 
ters 

“In each case, I introduce myself to 
the head nurse, exchange a few pleas- 
antries with her, show a sample shoe 
or two from our stock, and then leave 
a handful of folders expressing the 
hope that the head nurse will let them 
get into all of the nurse’s hands. We 
have found excellent cooperation.” 

There are five major hospitals in the 
Englewood area, most of them large, 
completely staffed institutions of from 
150 to 300 and the nurse staffs 
of these hospitals augmented by medical 
technicians, laboratory personnel, etc., 
amount to a substantial market. 

Time hasn’t permitted Mr. Autrey to 
make similar calls on the 50-odd restau 
rants in the immediate vicinity as yet, 


beds 


but he does make a point of reminding 
restaurants in the area that the store 
will be glad to supply all waitresses and 
cooks with footwear especially suited to 
them. 
Eventually, 
make 


Colorado retailer 
of a thoroughly- 
mapped-out program to encompass 
type of white shoe the 
so sharply have sales been 


the 
plans to use 
every user in 
community, 
advanced. 


Store Leases Center Spot 


PHOENIX, ARIZ.—Cooper’s Shoe Store 
at 1743 East McDowell Avenue, here, 
announced the leasing of a shoe de- 
partment in the new Milder’s Chil- 
dren’s Store, in the Uptown Plaza 
shopping center. Irvin D. Cooper will 
supervise the operation with Thomas 
Thompson as direct manager. Brands 
included in children’s shoes are Child 
Life, Jumping Jacks, Little Cover Girl, 
U. S. Keds, and Mrs. Day’s Ideal. It 
is one of the largest suburban chil- 
dren’s shoe stores to be opened in the 
Arizona capital 


Fair Shoe in New Center 
WICHITA, KAN. The Fair Sho« 
Company, owned by L. W. Landis, has 
opened its sixth shore store here. The 
new unit was opened December 8 in 
Southwest Wichita in a brand new 
shopping center called Seneca Square 





Washington Newsreel 
[CONTINUED FROM PAGE 30] 


Although most merchants aren’t 
directly affected, the effect of the FTC 
warning is that they had better be 
careful. Implication of the FTC order 
is that a manufacturer would be 
justified in stopping allowances to 
merchants who pocket some of them. 

* * * 

Strict federal 
facturer-retailer 
is “inevitable” 
quit 


controls 
franchise agreement 
unless manufacturers 
independent 
some congressional! leaders 


over manu 


abusing merchants, 
warn. 
Four separate congressional com- 
mittee have heard complaints this Fal] 
by merchants of abuses, coercion and 
malpractices under franchises. 
Housewares and other industries have 
squawked. 


other 


Frequent complaint is that franchise 
agreements often often 
force——merchants to spend large sums 
for inventory, and equipment 
without adequate protection against 
franchise cancellation on short notice 
and resulting heavy financial losses. 

A bill sponsored by Rep. Jame 
Roosevelt (California Democrat) is 
pending which would make it unlawful! 
for a manufacturer to prevent a fran- 
chise dealer from handling competing 
merchandise, or from interfering with 
a dealer’s freedom of choice to sell, 


encourage or 


space, 


82 


handle, or use any goods or services. 

Politics in an election year will play 
a big part in determing whether Con- 
gress approves a national franchise 
law. Several states already have such 
laws, and may pass them as a 
result of congressional investiga- 
tions. 


more 
the 


* * * 


tariff officials will soon 
make their recommendations to the 
State Department on which of the 
hundreds of items on which new tariff 
reductions proposed should be 
continued at present duties. 
Government is proposing to offer 
tariff cuts of as much as five per cent 
for three years on a host of 
exchange for similar con- 
from 25 friendly foreign 


Government 


are 


a year 
goods In 
cessions 
countries. 

At recent month-long hearings, 
American manufacturers of the goods 
involved trooped to Washington to 
plead their case for protection against 
cheaper foreign competitors. Although 
the U. S. Tariff Commission is general- 
ly favorable to retaining existing 
duties, the State Department would 
like to use tariff ease inter- 
national tensions, and will probably go 
ahead and cut most of the tariffs 
despite objections. 


cuts to 


* * * 
Worker productivity, credited with 
pulling up this country’s ever rising 
standard of living by some and damned 


as a threat to every worker by others, 
almost steadily rising 
rate of growth has come 


has been since 
1909. Biggest 
since 1949. 

A special study by the U. S. Labor 
Department shows that the average 
annual increase in output per man hour 
3.3 per cent from 1909 to 1939, 
5 cent from 1939 to 1947; 
cent from 1949 to 1953. 
(Figures are not available for the 
two years 1947 and 1948.) 

Similarly, value added by each man- 
hour has increased over the years, and 
the man hours required for each dol- 
output, at constant prices, has 


was 3. 
only 1.5 per 
and 3.6 per 


lar 
declined. 
Counterfeiting of paper money and 
coins and of altered money orders is 
on the About $140,006 worth of 
phony money is passed on merchants 
and others each year. 

The U. S. Secret 
were 63 
and 


rise. 


there 
counterfeit note issues 
variations turned out last year, 
and more can be expected this year. 
Total value of all counterfeit money 
made last year was $348,000, of which 
$208,000 worth was seized before it was 
circulated. 
There are 
checks forged each year 
000—valued at $2.3 million 
successfully. Some 2,600 persons are 
arrested for forging government 
checks, including postal money orders, 
every 


Service 


says 


new 


30,000 government 
of which 28, 
are traced 


about 


year. 
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SHO EY, 


Boston Called Top Shoe Market Center 





Colonial Tanning President Expects Banner Massachusetts Year in 
1956; Says Bulk of Shoe Machinery Is Centered in Area 


BostoN—Production and 
of footwear will at least equal and may 
even be slightly greater in 1956 than in 
1955, the greatest year for the shoe in 
dustry in Massachusetts, Joseph Kap- 
lan, president of the Colonial Tanning 
Company, Beston, declared here 

Mr. Kaplan spoke as 
of the shoe and leather industry at a 
Business Forecast Seminar 
by the Greater Boston Chamber of 
Commerce. 

“Shoe production i 
ceed 11 million pairs in Massachusetts 
in 1955, undoubtedly the biggest 
duction year in the history of the shoe 
industry in Massachusetts,” Mr. Kap- 
lan stated. “This is equal to a seven per 
cent gain over 1954 and shipments of 
footwear from the state’s shoe plants 
are expected to reach a value of four 


shipment 


representative 


sponsored 


estimated to ex- 


pro- 


hundred million dollars, at factory 
prices.” 
The Boston Chamber of Commerce 


heard Mr. Kaplan point out that Mas- 
sachusetts is still the leading shoe pro- 
ducing and the foremost 
leather producing state in the country. 
“Boston,” he said, “is the largest shoe 
market center in the nation and the 
world’s leading leather market. 


state also 


“There were twenty-five shoe facto 
ries, other than rubber plants, operat- 
ing in Boston during the year, 1953, 
which is the latest for this type of data, 
with an average employment of 3,711 
persons. Total wages paid during that 
year was $11,063,065, and the whole- 
sale value of shoes shipped totaled $38,- 
038,351. 

“In addition, there were 44 companie 
in the Boot and Shoe Cut Stock 
Findings industry, who employed 967 
workers, which were paid total wages 
of $2,577,065. The value of their prod 
ucts totaled $22,308,721.” 

In his remarks before the seminar, 
Mr. Kaplan noted that within the 
Greater Boston area is concentrated 95 
per cent of all shoe machinery produced 
in the country—in the plants of United 
Shoe Corporation in Beverly, Compo 
Shoe Machinery Corporation and Inter- 
national Shoe Machinery Corporation, 
Cambridge. 

“It can be truly said that Massachu 
setts is the leading shoe producing state 
in the country and its center, Boston, 


and 
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services the entire New England re 
gion,” he concluded. 
A half dozen other top business exe 


utives ir. other fields participated in the 
eminar and expressed views on the fu 
ture of their industries in Ma 


ctts for the coming yea) 


“ac h i 





Determined Motorist Creates 
First Drive-In Shoe Shop 







Retailer Ben Benham had the only drive- 
in shoe shop in Oklahoma City the 
morning after his store front was bashed 
in by a determined motorist. Above, Mr. 
Benham braves sub-freezing temperature 
to wait on a young customer. The 
motorist was booked on charges of driv- 
ing “under the influence.” His car 
rammed another vehicle and ricocheted 
into the store. 





MeAn’s Third Denver Unit 


DENVER 
been named 


McAn, Ine 


KF redericl Piepmeier ha 


manager of the new Thom 


opened in the iburban 


University Hills Shopping Center her 
on December 15. 

This is Thom MecAn’s third store in 
the Denver area, and wil! be operated 


by a new organization titled Universit 
Hills Thom MeAn, Inc according to 
Glenn W. VanAusdall, who is dist: 

director for the 


Piepmeier formerly 


company Mr. 
the down 


parent 


managed 


town Sixteenth Street tore of the 
group. 
The opening was announced with a 


full page ad in Denver newspapers 
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RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Sales Not Hurt by Strike, 
Says International Shoe 


The effect 
four-week 


St. Louis on sales as u 
the trike 
against International was almost negli 
gible, according to James Lee Johnson, 
vice-president of the firm 

However, M) 


ing a 


result of recent 


Johnson stated, “Dut 
strike, everyone suffers—-the com 
pany, the people on strike and the cus 
tomers who depend on us for shoes 
had to 


trike period were di 


Shoe dealer who have their 


hoes during the 


, and our sales re 
However, the three 
here Robert 


Rand, Peters and Friedman 


appointed, of course 
flect that condition 

general line branche 
Johnson & 
Shelby—all 


“This 


howed ales increase 


condition may be explained in 


part by the fact that the great majority 
of sales received during the work stop 
page, were scheduled for future deliv 
erie It is of interest to note that can 
cellations were light. This is attributed 
to the apparent fact that our dealers 
had sufficient stock on hand to meet 


demand 
Anothe that Myr 
helped International to 


current 
point Johnson said 


snap back in a 


hurry was the fact that the warehouse 
men, although unionized, were not in 
volved in these negotiation They con 
tinued to fill shoe orders so that when 


an agreement wa reached by the 


inions, they could ship a huge volume 
of shoes almost at a moment’s notice 
“It is of importance to remembet 
the International executive emphasized, 
“that 15 of our unorganized plants con 
tinued operations during this time. Thi 
large volume of finished shoes, plu 
hoe n our warehouses, enabled us to 
hip several million dollar worth of 
shoes within a few hours after the com 


and union official agreed on 


pany 
erms of a new two-year contract 


All dur the 


, orde 


period of negotia 
ed ifi 
again 1} n full 
like AHO O00 


produc ed 


tion received were proces 


equence Production 
ving, with ometning 
pairs of hoe daily 


With thi 


at meeting our dealet 


being 


huge volume aimed squarely 


needs, we have 


every re@asor! Lo expect “ compiete re 


turn to normal deliveries to meet 


pring requirement 

ad pite of the trike, the first in 
our history, we believe that 1955 will 
year,’ Mr, Johnson 


prove to be a good 


coneluded And, we have every reason 

to expect a record year in 1956, in sales 

volume, in profits, and in the produc 
” 


tion of shoes 





Florsheim Develops New Look 


aa 


in Denver 


Allen E. McLeod, manager of the new Denver Florsheim outlet, makes the store's 
first sale to Harold Berglund, contractor who built the store for the Florsheim 
company. Man neorest the camera is W. H. Cherne, a partner with Mr. Berglund. 


DENVER—A 
changes made their appearance a 
Florsheim Shoes opened “the largest 
Florsheim store in the country” here. 

With a commanding 
and California Street 
town shopping area, the 
30 by 90 feet, 
than 


number of store design 


pot at Sixteenth 
the 
tore ha 
ome 200 


Flor 


in down- 
new 
dimensions of 
square feet large) 
sheim shops. 
One of the 


previous 
changes was the 
use of all-glass the front and 
down the right side. Thi 

permits passersby to look past display 

in the windows 
itself. the familia 
billboard-type backdrop 
smaller stand 

used, with sign 


major 
walls at 
extended 
into the store 
Flor 
In their place 
upport 


and on 


Gone are heim 


and are being 
elevated on tripods or 
suspended from the ceiling. 

Interior decor i 
changed. Wal! 
sections of white 
bling granite, o 


likewise radically 


throughout either 
Austin stone resem 
black Philippine ma- 
hogany, while lettering, metal 


are 


upport 
Pay 


wall of 


etc, are polished, gleaming bra 
the 


Florsheim name 


ticularly imposing i rear 


stone, with the pelled 
lighted 
3 the 


out in heavy bra letters and 
by a brass troffer extending acro 
center of the 

The floor is rich gold car 
pet, which is coved up at the right side 
to rise from the floor to the level of the 
display window floor. The terrazzo 
walk which leads in through the front 
entrance is extended six feet inside the 
store, to protect the carpet as much a 
possible from wet and muddy feet dur 
ing bad weather 

Thirty chairs provided for eu 
tomer seating, all in genuine mahogany 
leather. Facing them on the inside wall 
is a huge barometer, large enough to he 
read from any part of the store, which 
pulls much attention throneh the day 
according to manager A. E. McLeod. 


wall 


covered by 


84 


Soft, diffused light throughout the 
entire interior is provided by means of 
white-enameled 


uspended 


“egg-crate” ceiling 
the ceiling. 
lamps above spread even 
light at all corners, to eliminate glare. 

Stock shelving along the left wal] of 
store is equally novel, in that the 
tiers of shelves are of heavy Belgian 
plate glass, 
tilted forward 
for 


while 


below actual 


l luorescent 


the 


on polished brass supports, 
an angle of 30 
of 
eated at 


and at 


degrees easy examination shoe 
the customer is 
ide of the store. 
The desk and the accessory display 
the left front 
finished in the same black mahogany a 
the The 


hoe shining service from a stand im- 


tyles 
the opposite 


counter at corner aré 


walls tore offers a complete 
mediately behind the window 
Probably the most unique feature is 
the insertion of a block of pure uranium 
the 
entrance 
of Colorado’s 
material 


ere in granite pillar dividing the 
This 


top 


corner ceremony in 


honor pot in atomic 


energy production, drew top 
Denver officials and Florsheim Shoe ex 
ecutives. The 
the fact that 


herculite was 


radioactive ore, despite 
an inch thick layer of 
placed over the pillar, will 
end a Geiger counter into spasms and 
many amateur prospectors are “tuning” 
their counters at the store front before 
etting out on mining expedition 


Hill Brothers Expanding 
Self-Service Shoe Marts 

KANSAS City, KAN. The Bill 
Brothers Shoe Company will open its 
ixth self-service shoe store early in 
1956, at 1002-04 Minnesota Avenue 
Avenue here, the firm disclosed. 

The company has leased on a long 
term basis retail space at that address. 
The property will be remodeled and 
renovated. 





Dates to Remember 


Forty-second annual Mid-Atlantic Shoe 
Show, Hotel Benjamin Franklin, Phila- 
delphia Jan. 15-18, 

Summer Shoe Show, Twin City Shoe 
Guild, Hotel St. Paul, St. Paul, Minn. 

Jan. 21-23, 

Convention, Empire State Footwear As- 
sociation, Inc., Onondaga Hotel, 
Syracuse, N. Y. Jan. 22-24, 

Spring Shoe Show, Tri-State Shoe Trav- 
elers Association, Hotel Statler, Buf- 
falo, N. Y. Feb. 5, 6, 

Summer Shoe Show, Pennsylvania Shoe 
Travelers Association, Hotel William 
Penn, Pittsburgh Feb. 5-8, 

Factory Management Conference, Na- 
tional Shoe Manufacturers Associa- 
tion, Netherland Plaza Hotel, Cincin- 
nati Feb. 18-21, 

Allied Shoe Products and Style Exhibit, 
Hotel Belmont Plaza, New York City 

Feb. 26-29, 

Breakfast Meeting, National Shoe Man- 
ufacturers Association, Sert Room, 
Waldorf-Astoria Hotel, New York 
City, 8:15 A.M. Feb. 28, 

Fall and Winter Leather Show, Tanners’ 
Council of America, Waldorf-Astoria, 
New York City Feb. 28, 29, 

Tanners’ Council Spring Meeting, Boca 

Raton, Fla. April 5, 6, 
Louis Shoe Show, St. Louis Shoe 

Manufacturers Association, Jefferson, 

Statler and Lennox Hotels, St. Louis 

April 29-May 2, 

Fall Shoe Show, Southwestern Shoe 
Travelers Association, Adolphus, Baker, 
Statler, Hilton and Southland Hotels 

May 6-9, 

Shoe Show, lowa Shoe Travelers, Hotel 
Fort Des Moines, la May 13, 14, 

Fall Shoe Show, Indiana Shoe Travelers 
Association, Severin Hotel, Indian- 
apolis May 13, 14. 15, 

Fall Shoe Show, Pennsylvania Shoe Trav- 
elers Association, Hotel William Penn, 
Pittsburgh May 20-23, 

Shoe Show, Michiqan Shoe Travelers 
Club, Hotel Statler, Detroit 


St. 


June 2-5, 

Allied Shoe Products and Style Exhibit, 
Hotel Belmont Plaza, New York City 
Aug. 19-22, 

Leather Show, Tanners’ Council of Amer- 
ica, Waldorf-Astoria Hotel, New York 
City Aug. 21, 22, 
Annual Meeting, Tanners’ Council of 
Edgewater Beach Hotel, 
Oct. 25. 26, 

Fair, National Shoe 
Manufacturers Association and Na- 
tional Shoe Retailers Association, 
Palmer House, Conrad Hilton. Morri- 
and Congress Hotels. Chicago 
Oct. 28-Nov. |, 

Spring Shoe Show. Southwestern Shoe 
Traveler« Association Adalohus Baker, 
Statler, Hilton and Southland Hotels 
November |1-14, 


America 
Chicago 
National Shoe 


son 


1956 





opened 
“world’s 
in 
also 
the 


November, Hill Brother 
is described as the 
self service hoe 
North Kansas City. The firm 
operate four other stores in 

Kansas City area. 

Hill trothers organization also 
leased a new St. Joseph, Mo., location, 
at 5940 King Hill Avenue. That unit, 
20,000 square feet on two floors, open- 
1956. 


In 
what 


” 
largest store 


ed January 1, 
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Chicago Travelers Hold 
Active December Show 


CHICAGO—The most successful show 
in several years was the report of the 
majority of exhibitors participating in 
the December shoe show held by the 
Shoe Travelers of Chicago. This wa 
true both as to attendance and in or- 
ders placed. 

Retailers came from such distant 
points as Freeport, Ill., Indiana, and 
various towns in Iowa and Wisconsin. 

There was a considerable review of 
commitments by retailers, with order- 
ing as far ahead as May. There wa 
also an unusually large amount of im 
mediate and staple orders, particularly 
in men’s lines, indicating that inven 
tories are down. A number of ex 
hibitors opened new accounts as well 
as completing Spring and Summer or 
dering with regular buyers. There wa 
also a pressure for rush orders on 
slippers, particularly novelty and lux 
ury types, with reports that this will 
be the best slipper year at the retail 
level in some time. 

There was also an indication that 
there may be some shifting in price 
ranges by some individual retailers. A 
number appeared to be studying the 
price structure to determine whether or 
not they will stay within their present 
price range and change manufacture) 
or whether they will change their price 
structure and remain with their present 
resources. This trend should become 
more evident in the future. Retailers 
report that as yet, they don’t know 
what consumer reaction will'be to price 
changes. 

In women’s lines, there was heav 
buying of dressmaker pumps with some 
ornamentation, or spectators, both in 
dark leathers and in combinations of 
color with whites, and many variation 
of stripping types. Straws were bought 
in abundance and in the casual and 
Summer picture, yellow began to show 
considerable strength, although pink 
still tops in demand. Wedgwood showed 
activity also. Decorated heels and un 
usual heel treatments were bought in 
sizable amounts by big city accounts, 
but small town and neighborhood re 
tailers are shying away from them thus 
far for volume. The Italian types of 
casuals, which barely caught on last 
year, had a good reception. 

In men’s lines, maple was the favored 
color following black, with a lot of 
activity in ivywood. There were volume 
orders for silk shantung treatments, 
which retailers expect to sell before 
Easter. Nylons are also still active, 
particularly low-cuts with nylon plugs 
in maple and light colors. The Italian 
patterns continue in favor in stepins 
and as new versions for Spring in crepe 
sole casuals. Some of these are ven 
tilated, others in glove leathers in light 
tans and saddle tans. Black still re 
mained strong in all orders, both for at 
once delivery and for Spring. 


January |, 1956 





Children’s dress shoes, particularly Owners of the new store, which in 
pumps, also fared well. Several firms cludes a complete line of top priced 
report marked increases over last year. footwear, include Harold L. Jacobs, 
Here also there is a wide spread in color formerly of Monroe, Wis., and Robert 
selections. M. Fox, former owner of Fox’ Depart 

: ment Store in St. Joseph, Mo. Both 
Brockman Heads Department became acquainted with Phoenix as 
winter visitors and formed a friend 
ship which led to the decision to move 
to Phoenix, where a bright new fash 


PHOENIX, ARIZ.—Howard Brockman, 
a shoe fitting specialist formerly oper 
ating in Ottawa, Ill., has been ap 
pointed manager of the children’s shoe 
department at Jerand’s, smart apparel 
specialty store recently opened in Phoe 
nix’ multimillion dollar Uptown Plaza ciation, a new group of some 60 retail 
shopping center. ers in the attractive new store 


ion and footwear store was planned 
Mr. Jacobs has been elected president 
of the Uptown Plaza Merchants Asso 


QUALITY 


boys’ shoes that 

give you 
STEADY PROFITS and 
STEADY CUSTOMERS! 


Brooks boys’ shoes have unique construction 












features that guarantee their long wear, fine 
fit and genuine comfort. They're espe 

cially crafted to stand up under the 
rough use boy's shoes receive, and 
give the kind of wear that brings 
customers back! If you sell 
boys’ shoes, you owe it 


to yourself to investi- 


gate Brooks! 





Smart black leather long wing tip Blucher, 
leather Barbour storm welt with full continental heel, 
white Fairstitch on welt, full grain leather insole, leather 
quarter lining, Pacifate twill vamp lining, extra weight 
nuclear outsole, combination last. Also available in tan, 
as #8228. IN-STOCK, A G B, 4-7; C, 314-7; D, 3-7, to 
retail at $6.95 to 7.95. 
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Brauer Institutes Management Course for Its Junior Executives 


Professor Tore Tjersiand, of the Washington University 
faculty, uses the blackboard to illustrate a point to mem- 
recently organized industrial 
management course for junior executives. Right, raised 


bers of Brauer Brothers’ 


© t 


hands indicate a student's ability to answer a question. 


Sr. Louis Brauer Brothers Shoe 
Company is banking knowledge as well 
as profits. That’s the way A. J. Brauer, 
Jr., president, sums up the company’s 
new program for top and junior execu- 
tives—a 26-week industrial 
management which i the 
same as a college industrial manage 
ment course, 

Since late September, 20 Brauer 
Brothers executives, including the 
“boss” himself, have been reporting for 
class at 9 o’clock on Saturday morn- 
ings. Illness or out-of-town business is 
the only justifiable excuse for 
senteeism. And, the project 
would suggest, there are lectures, class- 


course in 
presented 


ab- 
just as 


room discussion and homework. 
like any 
there’s a classroom, a professor, a text- 
book Appropriately, one large room 
of the company’s St. Louis factory has 
been converted into a real school room, 
complete with blackboard desks. 
To conduct the class, Mr. Brauer ac- 
quired the experienced services of Tore 
Tjersland, industrial engineer holding 
a professorship at Washington Univer- 
sity. As its text, the 
provided with copies of “Introduction 
to Industrial Management” by Frank- 
lin E. Folts, M.B.A., professor in In- 
dustrial Management at the Graduate 
School of Business 
Harvard University. The text com- 
important histories from 
the files of many major industries. 
Mr. Brauer feels the course is 
needed to the business hori- 
zons of the executives and to stimulate 
thinking A shoemaker, he 
out, for example, would accept 
a new idea if he were given free reign 
in a different industry, but in his own 
factory he is often reluctant to try 
omething new. He is hemmed in by 
tradition and past experience and 
therefore too cautious 
Though the program is 


Too, other college course, 


and 


class has been 


Administration, 


prises case 


broaden 


creative 
point 


far from 


66 


intangible and tangible re 
to be noted, Particu- 
attitude of the 
some members were ad 
the 


now 


complete, 
ults already are 
larly 
class. 
mittedly 
the Saturday discussion is 
thing they look forward to eagerly. 

The class in Industrial Management 
is but one of projects 
which Mr. Brauer 
bring new techniques into the shoe in- 
dustry. Recently the entire design 
aspect of shoemaking been re- 
established from a fresh approach. An 
engineer has been hired to do research 
in the functional and structural aspects 
More than thousand 
dollars has been spent in equipment to 
do this research. Mr. Brauer reports 
that it will be another year before the 
answers to the 
be checked for true results. 

The style portion of design likewise 


rewarding is the 
While 
unenthusiastic at outset, 


some- 


new 
instigated to 


several 
has 


has 


in design. one 


research problem can 


been changed about considerably, 
well as 


has 
with personnel added as 
establishing New York 
vain more authoritative information on 
fashion trends. The of this 
added emphasis in design, is to build 
a product that has more buying im- 
pulse at the level. 

Enrolled in the Saturday class are 
key and junior executives: Mr. 
Brauer, president; Herbert Fischer, 
treasurer; Will Feldmeier, 
Ted Shaw, sales manager, Confetti di 
vision; George Davis, Methods and 
Time Study department; Frank Van- 
derwal, research engineer; Roy Sund- 
ling, manager of marketing; Leonard 
superintendent, Sarah 

Art Madden, stylist; 
Paradise force; 
Paradise sales depart- 
ment; Bob Joos, Confetti sales; Roy 
Dressel, Methods Engineer; Nicholas 
Just, comptroller; Bill Hassel, account- 
ing; Ed Dent, pattern department; 
Harold Wynn, superintendent Washing- 


new 
connections to 


purpose 


consumer 
these 


engineer; 


Norsworthy, 
Street factory; 
Joe] Albaum, 
Paul Carney, 


sales 


Seated in the front row, left to right, are Ted Shaw, sales 

manager of the Confefti division; Will Feldmeier, the com- 

pany's mechanical engineer; Herb Fischer, treasurer, and 
A. J. Brauer, Jr., president. 


ton Avenue factory; Fred Wagner, gen- 
eral manager in charge of production; 
Robinson, in charge of pattern 
department; and Miss Marilyn Karnes, 
designer. 


Gus 


Select Committee Members 
For St. Louis Fall Show 
Sr. Louis 
of the 1956 St 
announced the 


Fred J. Weber, chairman 
Shoe Show, has 
Convention Committee 
members who will assist him with the 
planning of the St. Louis Shoe Manu- 
facturers Association tenth annual Fall 
Showing, April 29 through May 2 at 
the Statler, Lennox and Jefferson 
Hotels. 

Serving as co-chairman of general 
arrangements will be William Wolff of 
Wolff-Tober Shoe Manufacturing Com- 
Other are 
Harry Bennigson, Hamilton Shoe Com- 
pany; J. G. Samuels, Jr., Samuels Shoe 
George Herpel, International 
Brauer, Jr., 


Louis 


pany. committee members 


Company; 
Shoe Company; A. J. 
Brauer Bros. Shoe Company; Arthur 
Clark, Hamilton Shoe Company; Wil- 
liam Kaplan, Carmo Shoe Manufactur- 
ing Company; Robert A. Black, Queen 
Quality Shoe Company; Miss Beatrice 
Beste, Hamilton Shoe Company; Robert 
4. Stolz, Brown Shoe Company; and 
Morris Kalmon, Kalmon Shoe Manu- 
facturing Company. 


Boston Boot Club Meeting 
500 
the 
Boot 
Shoe Club, held here in the Hotel Stat- 


mem- 
Decem- 
and 


Approximately 
attended 
the Boston 


BOSTON 
and guests 
meeting of 


bers 


ber 


ler on December 14. The Imperial ball- 
room, where diners gathered, was deco- 
rated with Christmas scenes and 
Christmas music was furnished by the 
Sammy Eisen Orchestra as well as by 
the organization’s own glee club, 
known as The Meistersingers. Excellent 
vaudeville acts followed the music. 
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National Shoes, Inc. 
Promotes Store Personnel 


New YORK National Shoes, Inc., 
announced the following recent promo- 
tions among its store personnel: 

Promoted to manager: Martin Rosen- 
bloom, Newark, N. J.; Victor Silver, 
Somerville, N. J.; Irving Schwedelson, 
Port Chester, N. Y.; Wallace Freeman, 
Sunnyside, N. Y.; Robert Bachman, 
Corona, N. Y.; Joseph Wixted, Water- 
bury, Conn.; Richard Haines, Spring- 
field, N. J.; Larry Arrons, Oceanside, 
N. Y¥.; Seymour Feldman, Salina, 
N. Y.; Joel Coplan, Newark, N. d; 

Raised to assistant manager: Martin 
Davis, Trenton, N. J.; Vincent La- 
Froscia, Asbury Park, N. J.; Daniel 
Tamler, Hackensack, N. J.; Bernard 
Schuster, N. Y. C.; Raymond Morse, 
Poughkeepsie, N. Y.; Irwin Lessick, 
Kingston, N. Y.; Edward Dowling, 
Plainfield, N. J.; Ben Nagelbush, Ja- 
maica, N. Y.; Edward Goldstein, 
N. ¥. C.: Aron Blount, N. Y¥. C.; 
Joseph Altheim, Brooklyn, N. Y.; Steve 
Halen, Brooklyn, N. Y.; Ivan Mandel, 
Brooklyn, N. Y.; John Carnevale, Co- 
rona N. Y.; John Mitchell, Danbury, 
Conn.; Fred Heinz, Richmond Hill, 
N. Y.; Stanley Neville, Smithtown, 
N. Y.; Fred Garfinkel, N. Y. C.; Sam 
Schifter, N. Y. C.; Ivan Metzger, 
Brooklyn, N. Y.; Melvin Greenberg, 
Plainview, L. I.; Joseph Himelstein, 
Springfield, N. J.; Mark Kalb, Orange, 
N. J.; Murray Smith, Oceanside, N. Y.; 
Jack Mellnick, Salina, N. Y. 


Shoe Chains in New Center 

GENEVA, N. Y.—The Town and Coun- 
try Plaza, a $3,500,000 shopping cen- 
ter to be built at Hamilton, White 
Springs and St. Clair Streets, one mile 
from the downtown business area, will 
include G. R. Kinney Company and 
Shoe Corporation of America stores 
among the 30 to 35 stores in the de- 
velopment. 


National Shoe Fair Committee 
Sets Modified Judging Rules 

New YorK Modified criteria for 
judging the retailer achievement con- 
test has been authorized by the 
National Shoe Fair Committee ac- 
cording to an announcement by the 
National Shoe Retailers Association. 

The authorized statement follows: 

A question has been raised in regard 
to furnishing the information outlined 
in Provision (F) of the Criteria For 
Judging, and it will be acceptable to 
the Committee for those who do not 
wish to furnish “Dollar Sales in Rela- 
tion to Population,” by indicating your 
volume classification in the following 
categories: 
VOLUME 
Up to $50,000 
$ 50,000 to $100,000 
$100,000 to $250,000 
$250,000 to $500,000 
$500,000 to a mililor 
Above @ million dollar 

Information requested in part two 
of Provision (F) may be omitted. 
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Madow Elected President of Baltimore Shoe Club 
BALTIMORE Simon Madow, Chesa Ihe board of directors consists of 
peake Shoe Manufacturing Company, Mr. Rubin, chairman; Harry Goodman, 
has been elected president of the Balti- Goodman’s Good Shoes; Harry Snook, 
more Shoe Club at a meeting at the faicheimer’s: Lou Leboe, Harry Levy 
Mecca Restaurant here. He succeeds and Leo Forbstein, manufacturers’ rep 
Robert Rubin, L. Epstein & Son. resentatives; Sol Dantzic, Dantzic’ 
Other officers elected include Dave Se , : 
. : : Shoes; Albert Cohen, National Rubber 
lraeger, Stewart & Company, vice 
president; Samuel Abrahams and Sarah , : 
H. Abrahams, Whitelock Bootery, cor David Brown Shoe Company, Samuel 
responding and recording secretary, re Dickes and Dave Lefito, both of the May 


pectively; P. Irvin Volk, P. H. Volk Company, William Hamilton, Dr. Scholl 
Foot Comfort Shop and Robert Harris, 


ather & Son Apparel Shops, 


ootwear Company, Irving Schoen, 


& Company, treasurer and Paul Tillis, 
LL. Epstein & Son, sergeant-at-arm 
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BERNED SHOE COMPANY 
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Location Spells 20 Per Cent Difference 


In dressing up his new store in Randolph, Mass., Frank C. Brodil solved the problem 
of space by hanging his bags on pegboard attached to the wall, thus making room 
for a wide wrapping counter near the front of the store. 


RANDOLPH, MAss.—It isn’t often that 
follow almost im 
after retai) 
business to another not 
than 150 feet from the old one, and on 
This, however, 


sensational results 


mediately moving a shoe 


location more 
the same street, at that. 
is true in the case of Brodil’s Bootery, 
owned and operated by Frank C. Brodil 
at 90 Main Street, Randolph, M1 
is ending his first year in the new store 
with a 20 over hi 
best year in 105 
Main Street 

One for the 
accessibility of the new 
in a newly-built 
ample parking facilities 
and Another i 
is one of the fastest 
the eastern part of 


srodil 


cent increase 
the old 


per 
location at 
reason increase is the 
located 
business block 
both in 
that 
growing towns in 
the state. A third 
size of the -18 
feet wide and 70 feet deep, as compared 
with the 12 by 28-foot dimensions of the 
older one, permitting a larger stock to 
be carried 
vertising and promotion 

Advertising appears weekly in the 
Randolph Money Saver, a paper carry- 
ing nothing but ads, one copy of which 
is mailed to every family in the town. 
Promotion takes the form of lollipops 
for every kid who enters the store; use 


store, 
with 
front 


rea Randolph 


is the increased store 


The fourth is consistent ad- 


of the Family Plan whereby each child 
gets his thirteenth pair free, and adults 
receive a $6.95 credit applied on their 
thirteenth shoe purchase; and subscrip 
tion to the Welcome Wagon service, an 
organization which furnishes retail 
stores not only with the names and ad- 
dresses of every new family but the 
names and dates of birth of all children 
in the family As a get-acquainted 
present, new families receive from Mr. 
Brodil a plastic salad spoon and fork. 
They are invited to come to his store 
and get them. 


The Brodil’s 
fully decorated in pastel blue and pink. 
The ceiling is blocked in alternating 
sand blue with fluo 
lighting extending the depth 
Walls are painted in the 
same pastel blue which contrasts with 
pink shelving. Behind the full glass 
front, shoes are displayed on graceful 


new Sootery is taste 


gray and pastel 
rescent 


of the store. 


wrought-iron fixtures. 


Chairs, of an unusual design 
have wrought-iron frames 
Some are upholstered in pink and black; 
others in gray and black. 

To the left of the entrance is 
wrapping counter with register, 
and the counter, on the wall, 
bags are displayed on pegboard. This 
method of bag display was originated 
by Mr. Brodil to make a display case 


hoe stores, 


the 
cash 
behind 


unnecessary. Had a case been installed, 
the counter would either have had to be 
made narrower, which would have less 

ened its usefulness, or moved forward 
nearer the center of the thus 
partially blocking the view of the chair 

from the store entrance. 

When Mr. Brodil bought his 
store here, in 1950, he had had several 
years of selling experience in one of 
Boston’s best known shoe outlets, the 
Thayer McNeil Company, for whom he 
worked from 1933 until 1939. He then 
left to work for Lever Brothers, but 
maintained contact with the shoe busi 
ness by working for the Thayer McNeil 
Company on Saturdays. At one time, 
also, he was associated with the R. J 
Potvin Shoe Company of Brockton. 


store, 


first 


Lines which he now carries include 
Little Yankees and American Juniors 
for children; Enna Jetticks, Citations, 
Modecraft and Pierres for women; and 
E. T. Wright Arch Preservers, Bates, 
Foot Pals and Mansfields for men. 


for 


Premium Plan Raises Volume 
For Phoenix Shoe Store 


PHOENIX, ARIZ.—A _ three-year pre- 
mium plan which permits any family 
to accumulate “points” toward valuable 
premium items has proven far and 
away the most potent merchandising 
asset ever developed at the BBB Shoe 
Store, here. 

William White, manager, made a 
careful study of the shopping area in 
which the BBB Shoe Store is located 
before adopting premium merchandise. 
Instead of copying the efforts of others, 
he made it a point to “talk to the 
customer himself’ and get an idea of 
the sort of specialized offer which 
would bring such customers around. 


Caters to Middle Income Group 


Located in a busy, middle class 
shopping area, on McDowell Street in 
northeast Phoenix, Mr. White found 
that the bulk of his market would be 
made up of families with small chil- 
dren, with cheaply middle to low-income 
customers. Consequently, he felt the 
sort of promotion which would pull the 
“family customer” would 
involve an opportunity to win pre- 
miums through buying shoes for the 
entire family, particularly toys for the 
youngsters, electrical home appliances, 
tools, and useful items in all categories. 

“We 


much-desired 


make it plain to every parent 
that through purchasing all of his 
children’s store he can 
usually solve the problem of Christmas 
gifts’, Mr. White said, “for example, 
a rocking horse for one youngster, a 
sidewalk bicycle for another, and a 
doll for a third, can all be earned over 
a substantial period of time through 
the purchases of shoes for the children 
and parents alike. We have found that 
once this idea is well set with a family 
that they will not only buy more shoes 
but will likewise encourage friends and 
our store and 


shoes in our 


relative to patronize 


turn over the point coupons.” 


Uses Wide Range of Premiums 


premium items are offered 
by the modern BBB store, each priced 
at a specific number of points. Points 
translate to one for each dollar spent 
footwear, hosiery, handbags, etc. 
Premiums are priced as low as “20 
points” and go up to several hundred. 
Inasmuch as in a period of three years 
is allowable from accumulation of the 
first point to the last a family of 
several children can set its sights on 
some of the most expensive items with 
assurance of earning enough 
points to eventually obtain it. “This 
is the age of premiums and special! in 
centives in almost retail field”, 
Mr. White pointed out, “in our case, 
over so large a_ period 
the purchase of ex 
pensive premiums wel! within the 
average family’s reach—and the re- 
sults we have accomplished show that 
our customers like the idea.” 


Some 75 


for 


every 


every 


extending it 
of time makes 
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Fitting Stools Go Overboard 
In Anti-Bottleneck Program 


PHOENIX, ARIZ.—The elimination of 
the familiar fitting stool touched off a 
program to get rid of ‘“bottlenecks”’ 
which were considered responsible for 
slowing up the sale of men’s shoes. 

The program has brought a sharp in- 
crease in the number of pairs sold per 
salesman at the Kiamy Shoes store, 
here, according to Joe and Phil Kiamy, 
owners. 

Following a recent remodeling of the 
big downtown now the largest 
shoe store in Arizona, the Kiamy 
brothers began a “streamlining” pro- 
gram which was slanted at expediting 
faster turnover, quicker service to cus- 
tomers, and increasing the number of 
sales which every salesman can make 
per day. 


store, 


The crouching shoe salesman, sans fit- 
ting stool, is the result of innovations 
touched off by Kiamy Shoes in Phoenix 


The first step was the elimination of 
the fitting stool. Stools, while there is 
no question that they make selling op- 
erations more pleasant for the sales- 
man, are actually a “bottleneck” in 
that they require a considerable amount 
of time to move from place to place 
to position them in front of customers, 
it was pointed out. Consequently, 
Kiamy Shoes salesmen simply crouch 
or kneel to fit the shoe on the custom 
er’s foot, tacitly encouraging the shoe 
customer to “do part of the work” so 
far as slipping the shoe on his foot and 
tying the laces goes. 

Next, instead of bringing out one or 
two pairs at a time the Arizona shoe 
store’s salesmen bring a minimum of 
four pairs and often as many as five 
or six in the proper size range and 
category. All are shown in turn to 
help the customer quickly narrow down 
his selection to his specific type and 
once the preferred pair has been de- 
cided upon the remaining pairs are 
immediately placed back in the boxes 
and the lids closed so that they run no 
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risk of becoming a “distracting ele 
ment” in continuing the sale. 

The customer’s feet are fitted or 
measured right on the floor with no 
recourse to a fitting bench whatsoever. 
In every case, customers make no issue 
of the omission of the fitting stool and 
while many of them are surprised by 
the system they can readily the 
reason. Whenever the subject comes 
up, salesmen point out to the customer 


see 


that the system enables them to fit each 
customer more rapidly 

McDonald Doubles Space 
With Baleony Shoe Section 


NorroLk, NeB.—-An enlarged family 


hoe department located on the balcony 
is included in the 
now nearing completion at 
McDonald Company 
Armbruster is manager. 

The project includes a 44-foot, 
tory addition to the rear of the exist 
ing building. A front has 
installed along with new interion 
ing fixtures, 
air-conditioning 
tairway leading to 
department. The 
also has new asphalt tile flooring and 
new display fixtures 

The adds 6,600 
of selling to the 
hoe department about doubled in size. 


remodeling project 
the J. M 
Robert 


store nere 


two 
been 


light 
year-around heating and 


new 


system, and a 


the balcony 


new 
shoe 


new footwear section 


feet 
the 


addition quare 


pace tore, with 
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both boys’ and tots’ footwear since the 
corral opened, according to Mrs. 
Tharpe. Davy Crockett items, despite 
month after month of continuous fea 
turing of the buckskin hero, continuc 
to sell, and the shoe department is 
cashing in. 


‘Dead Beats’ Only 5 Per Cent 
Of Public, Says Professor 


ROCHESTER, N. Y Retailers can 
safely extend credit to 70 per cent of 
the public, Dr. William E. Dunkman, 
head of the economics department of 
the University of Rochester, told a 
consumer credit conference held at the 
university. 

Twenty out of 100 persons will over 
buy if given the opportunity, the 
This provocative window by Hess’, Baltimore, featuring "French Bread Footwear,” speaker noted. Five 99 pin a 
was built around a festive table carrying real, edible French bread and the slogan, '"eweomers to the city. Because 0 
“Good Enough to Eat!" The shoes shown are in the beige family for Winter wear, moving expenses, two-fifths of these 

Passersby found it an arresting display. will be slow in paying. The other five 
per cent are “dead beats,” who should 





not be given credit under any circum- 
New Specialty Department Helps Sale of Footwear stances 
: Dr. Dunkman said 63 per cent of 
families with incomes of $4,000 to 
$5,000 have some short term debt. This 
compares with 55 per cent in the 


DeNVER—The addition of a new The “corral” is located at right 
Powder River Corral, featuring Davy angles to the boy’s shoe department 
Crockett wear for youngsters, has and at the entrance way to the chil- 
helped business in the children’s shoe dren’s shoe section, where the promi- 
department of The Denver Dry Goods nence of the specialty shop draws $2,000-$10,000 group, and 44 per cent 
Company, here, according to Dorothy heavy traffic. There have been numer- in the over $10,000 and the $1,000- 
Tharpe, buyer. ous instances of impulse purchases of $2,000 groups. 
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Gallenkamp’s Phoenix Unit 
Features Disneyland Air 


PHOENIX, ArIz.—A Disneyland at- 
mosphere is featured in the new Up- 
town Plaza store of Gallenkamp Shoe 
Company, which opened here recently. 

Centering Phoenix’ new multimillion 
dollar Uptown Plaza shopping center 
at Camelback Road and North Central 
Avenue, the new Gallenkamp store is 
the hundred-and-twentieth to be opened 
by the Western shoe chain, according 
to Frank Langford, district manager of 
Gallenkamp in Arizona and a 
portion of Southern California. The 
shoe chain currently operates stores in 
Mesa, Yuma, Nogales, 
town Phoenix. 

For the grand opening, the Gallen 
kamp store gave orchids on opening 
day to every woman customer as well 
as toys and balloons for children and 
useful gadgetry for men. Each cus- 
tomer was taken on a tour of paintings 
of Disneyland by Phoenix artist Mark 
Early, featured in the children’s de- 
partment. Another attraction for the 
youngsters is a carousel, fast becoming 
a trademark of Gallenkamp stores 
throughout its entire territory. 

Outstanding in the design of 
store is the of wrought iron fur- 
nishings, including chairs with black 
wrought iron frames and bright yellow 
upholstery, each chair a separate unit. 


stores 


as well as down- 


the 


use 


Selby to Open Florida Store 

PORTSMOUTH, O. — The 
Company announced it will open an 
ultra-modern retail shoe store in Miami, 
Fla. January 15. Known as the Jordon- 
March store, it will be in a multi 
million dollar shopping center. A Selby 
subsidiary, Crittenden Bootery Ortho 
pedic Shoe Stores, will manage the new 
outlet. The subsidiary 1] 
retail units in Florida. 


operates 


Sam Friedman Sole Owner 


An item published in the “About Shoe 
People” department of the November 15 
BooT AND SHOE RECORDER reported that 
Charles L. Smith had been appointed 
general manager and acquired a finan- 
cial interest in Friedman’s Shoe Store 
at Brunswick, Ga. Sam Friedman, who 
operates this store and another 
store at St. Simon’s Island, Ga., states 
that the item was incorrect and that he 
is the sole owner of Friedman’s Shoe 
Stores. He says that no one other than 
himself has any financial interest in the 
business and that Mr. Smith was for- 
merly employed by him on a salary and 
commission basis. 


shoe 


r . . 
The 210 Associates Elects 
George Dempsey President 
BostoN—George A. Demsey, well 
known shoe manufacturer, was unani 
mously elected president of The 210 As- 
sociates at a well-attended meeting held 
in the Boston Club here December 21. 
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Selby Shoe 


The meeting was the sixteenth annual 
gathering of members of this national 
philanthropic foundation of the shoe, 
leather and allied trades. 

Other officers named at the meeting 
are Albert D. Aronson, Herbert C. Lee, 
Paul MacBride, Fred N. Phillips, Jr., 
and Raymond E. Ryan, vice-presidents ; 
George Shapiro, Mortimer 
Weiss, assistant treasurer; and J. Wil 
liam Nicolls, Jr., se 

In addition, ten directors 


treasurer, 


retary 

were elected 
for 
The ten 
I reeman, 


H ickey, 


to serve for three years; two two 
years; and two for one year 
include Gilbert 


William 


year directo! 
P. Kervin Goldman, 


Let’s look into 
this matter of 


FLEXIBILITY 


in baby shoes 
nell 


MRS. DAY'S 


Style No. 449 
White, Brown, Red Bik La 
Boot. Narrow, mediur 


sees 3 wo 8 


a St RE ea Se 


mother that you 


early 


stage 


nothing is more important than FLEXIBILITY 


are the baby shoes mothers TRUST 


can supply 


of foot growth 





Philip Lown, Frank Rosello, Myer 
Saxe, Gordon Scott, Sr., Charles Slos 
berg, William Solar and Sidney Spiegel 


Two-year directors, who take the 
places of Burton Wilner and Walte: 
Arnold, both of whom have resigned, 


are Francis Gleason and Joseph Still 


man One-year directors, succeeding 
Mr. Dempsey and Mr. Ryan, are Wen 
dell Bauckman and Urban Dacier 
Robert Goldstein 
for the permanent fund 
Heading the nominating 
Saul L. Katz. Other members were 


Kleven, Frank Rosello, 


was elected trustee 


committe 
wa 


Paul George 


Shapiro and William Scheft, 






BABY SHOES, 
especially ! 


Experts agree that when babies take their first stey 
FLEXIBILITY ts essential in the shoes they wear, That 
is why the makers of Mrs. Day's Ideal Baby Shoes have 
always employed the greatest care in the design and « 

struction of IDEALS with Fleuhility a paramount consid 


eration, When ll IDEALS you can assure every 


hoes for her baby suitable for each of the four 


During these formative stages of the infant foot 


IDEALS 


Another reason wh 














MRS. pays Ydeal BABY SHOE CO., INC. 


DANVERS, MASSACHUSETTS 


71 WEST 35TH STREET 
NEW YORK 1, N.Y. 


1070 MERCHANDISE MART 


679 MERCHANDISE MART 


CHICAGO 54, ILLINOIS DALLAS, TEXAS 





GALLUP SURVE 


ESQUIR 


BOOT POLIS 





Thirty-eight chairs, alternately yellow and coral in their 
coverings, provide generous accommodations for customers 
in the new Cinderella Bootery operation in Tulsa's Har- 
The interior view, right, of 


vard Village shopping area. 


TULSA, OKLA.—Every child has his 
or her heros, characters whose photos 
rate space in cherished scrapbooks, on 
bulletin boards, on bedroom walls. A lit- 
tle Tulsa girl is no exception. She has 
inserted the pictures of her favorites 
into the border of her dresser mirror. 
That Rin Tin Tin and Davy Crockett 
are two is not surprising; the third— 
and what a wonderful tribute to her— 
Mrs. Alma Bass, from whom the 
child purchases her every pair of shoes. 

To “Miss Alma,” as she is affection- 
ately called by customers of the Cin- 
derella Bootery, this is but one of many 
thrills she has had in her shoe career. 
Another was the appearance of a young 
mother to buy her baby’s first pair of 
shoes. During the fitting the mother re- 
called many special occasions for which 
“Miss Alma” had fitted her with new 
shoes—from slippers for her first piano 
recital to white satin flats for her wed- 
ding 

The retention of “old” customers and 
an ever increasing flow of new ones is, 
in Mrs. Bass’ opinion, “the result of 
our personal service and our sincere 
personal interest in our clients.” That 
such courtesy and friendliness pays off 
is proven by Mrs. Bass’ ability to fi- 
nance an attractive new suburban op- 
eration in Tulsa’s fashionable Harvard 
Village shopping center. The shop is 


18 


92 


ever have to take 


1¢ in markdowns 


$) wnat 


SALES 





located at 2626 South Harvard, next 
door to a children’s apparel store. 

Like the downtown store at 524 
South Main, the new Harvard Village 
store is outstanding from the exterior 
for its name sign, a three-foot figure of 
Cinderella, achieved with a mass of 
twinkling lights. Cinderella’s wand 
waves over the pink neon lettering of 
“Cinderella Bootery.” To the children 
of Tulsa this sign is a delight and a 
landmark. 

Mindful of the fact that teenagers do 
not like to shop in the same stores as 
“children”, Mrs. Bass says that the in- 
terior was planned in the salon-manner 
so as to satisfy “grown-up” tastes. 
Only at the back of the store, partially 
hidden from the remainder of the shop, 
are the kiddy-fitters to be found. The 
bulk of the fitting chairs, 38 in all, are 
normal-sized, alternately upholstered 
with yellow and coral plastic. 

Coral is the dominant color theme as 
it also appears on three walls of the 
shop. The fourth wall is dramatic in its 
contrast—Spruce green. Fixtures in 
this “grown-up” sector of the shop are 
of expanded metal, the metal used not 
only for floor stands but for hanging 
display brackets along the green wall. 

Back in the kiddie unit, the atmos- 
phere is more youthful. For decoration 
there is a piece of driftwood hung high 


One pair—or another 3 MILLION peirs— 
from now, no retailer will 


Wruce 


Te 


©1955 WELLCO SHOE CORP., Waynesville, N. C. 


Sophistication Is Not Wasted on Children, ‘Miss Alma’ Discovers 


the suburban operation also emphasizes the sophistication 
of the decor, planned to attract teenagers, who, Mrs. Alma 
Bass explains, do not like to shop where younger children 


also are served. 


on the wall, painted black. The wood is 
wired with twinkly lights that fasci- 
nate the children. Also pleasing to them 
is a framed hanging of unusual wall- 
papers in gay patterns and bright hues. 

To the front of the store again, to 
the right of the entrance, are located 
the sock and bag bars as well as the 
service desk. These fixtures are of 
limed oak. 

The entire store is visible from the 
street, the brick portion of the front 
having been held to a minimum. The 
window display unit, running the full 
length of the 33 foot front, entrance ex- 
cepted, is backed with a high arrange- 
ment of expandable metal fixtures to 
prevent children from reaching into the 
display. Papier-maché heads of chil- 
dren, some with tight curls, some with 
beribboned pigtails, are permanent fea- 
tures of the window. 

The store has 3,000 square feet of 
space and built to hold 10,500 pairs of 
shoes, the stock room well lighted and 
planned with wide aisles for easy 
movement. 

Though she entered the business 
through the corrective shoe field, Mrs. 
Bass points out that current consumer 
trends now necessitate that style must 
mixed with the correct fitting to 
please both the children and their 
mothers. Style, too, is extremely vital 
to serve teenagers as well as children. 


be 
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Florida Shoe Bits pa on oma 


ORLANDO, FLA Floyd Tucker, man 





ager of Baker’s Shoe Store, 15 South 


‘ S 3 f the Chamber of Com . 
chants division of the Chamber of Oranwe Avenue. wes selected cue of a 


SARASOTA, FLA.—The Shoe Shelf is 
a new shop opening near the Ringling 
Shopping Center, and is owned and . stein ceieianeine ot tha hee alien 
operated by Mrs. Julia Barnett. She ates throughout Florida, has adhered di Brothers Stores, Ine., St. Loui 


mn 
features name brand shoes at reduced 


ene nas agreed to close on rem group of 15 manager for a three-da 
The Goody Shoe Store chain which oper 
to a policy of remaining open on Sun iat money tac _ 


day, but a rumpus was started in Ft 


prices, as this is a shoe outlet shop. been associated with the 


Sample lots and cancelled orders aré Pierce following the oc wenaaggan Beis . dieon Brothers firm for 20 yeat 

her specialty. Mrs. Barnett hails from sign in the store’s window Fipple : 

New Jersey. She and her husband had opened for busine and would | 

decided to move to Florida after spend 

ing a few weeks vacation here. Nathan Horowitz, manager, said that Butler’s, with headquarters in Atlanta, 
the store would be glad to adhere t has more than 100 shops operating in 


AKELAND, FLA Butler’s Shoe Store 


remain open on Sunda) has relocated at 223 East Main Street 


| 
I 


local custom and would follow the ex 13 southern state 


JACKSONVILLE BEACH, FLA.—Larry 
Jones, owner and operator of Jeter’ 
Family Shoe Store, employs three dif 
ferent approaches for his customers 

For the men he keeps plenty of cu 
rent magazines on hand. For the ladi 
he displays the newest and most un 
usual styles in footwear while they wait 
to be served. A record is kept of the 
birthday of all youngsters served hy 
the store, and a birthday card with a 
nickel attached is mailed on the im- 
portant day. Another attraction, 
planned to get under way soon, will be 
a photograph of the youngster wearing 
his new shoes, which Mr. Jones will 
present to the child’s parents. 


HOLLYWoop, FLA.—A new retail out 
let has been opened by Butler’s Shoe 
Stores, Inc. at 1929 Hollywood Boule- 
vard here. The shop will feature a full 
line of Butler’s footwear designed 
especially for southern wear. Hand 
bags and hosiery will also be carried. 
The chain founded, in West Palm Beach 
in 1926, now totals more than 100 store 
in the South 


West PALM BEACH, FLA. B. B. 
Beaman is manager of the new second 
floor shoe salon at Norman’s. He came 
to West Palm Beach from Nashville 
where he was employed in a shoe store 
Associated with him in the new salon 
is Mrs. Velma Sites, who has been in 
the fashion shoe business for several 
years. 


ST. PETERSBURG, FLA.—Pix Shoes ha 
opened at 618 Central Avenue, unde: 
the managership of Manuel DelaVina 
Pix is one of the large shoe chains it 
Florida, and this is the twentieth unit 
to be opened in Florida since the first 
shop was launched some six years ago 
It deals exclusively in women’s shoes. 


HAINES City. FLA.—Leland Foster, 
owner of Foster’s Shoe Store, is re 
locating. For some years he has been ...and only VOTAN has i ! 
operating on Sixth Street. The new 
shop is located at 129 North Sixth 


Street. The changeover was made on VIRGINIA OaK TANNERY 


a Sunday without interrupting busi- 
ness. SALES CORPORATION 
27 SPRUCE STREET NEW YORK, N.Y 


Fr. Pierce, FLaA.—Goody Shoe Store, > 
Only genuine leather SuPer SOLE” bears this VOTAN trade-mark 


bowing to protests from the Retail Mer- 
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42nd ANNUAL 


MID-ATLANTIC SHOE SHOW 


January 15th to 18th, 1956 
The BENJAMIN FRANKLIN, Philadelphia 


Follow the crowd of alert retailers to the east's great 


January Show . 


SHOP! 


BUY! 


. where you can 


COMPARE! 


the Newest Spring & Summer Styles 
400 Footwear Lines on Display 


Timed Right! 


FAVORITE 


11 Weeks before Easter! 
* 


and also enjoy the memorable 


NIGHT of STARS ENTERTAINMENT 


at Philadelphia's Finest Night Club 
The LATIN CASINO 
TUESDAY EVENING—JANUARY 17TH 
BANQUET * FLOOR SHOW * DANCING 


Is Your Line on Display? Space Available 


Colors: Brown, White, Red and Tan. 


Even sizes only — 5 infants to 3 misses. 


HOY SHOE CO. - 1128 Locust St. « St. Louis 1, Mo. 


Finane 


2 Kendal Avenue 
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Shoe Corporation Declares 
Hundred Seventh Dividend 


CoLUMBUS, O., 
ol! the 
Corporation of 


At a recent meeting 
board of directors of the Shoe 
America held here, it 
was announced by Robert W. Schiff, 
president and treasurer of the corpora- 
tion, that the company declared a regu- 
lar quarterly dividend of 25 cents per 
the and outstanding 
Class “A” common shares payable De 
cember 15, 1955, to holders of 
November 30, 1955. 

The dividend marks the one-hundred 
and-seventh payment on what was for- 
merly Schiff Company common shares, 
converted into Shoe Corporation of 
America Class “A” common shares in 
1947 upon the change of name from 
The Schiff Company to Shoe Corpora- 
tion of America 

The board also declared the regular 
dividend of $1.12% per share on the 
issued and outstanding Series “A” 
$4.50 Cumulative Preferred, the Series 
“B” $4.50 Cumulative Preferred and 
the Series “C” $4.50 Cumulative Pre- 
ferred payable December 15, 1955, to 
holders of record November 30, 1955. 


share on issued 


record 
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Sales of Combined Butler’s, 
Marilyn Shoe Top $18 Million 


Butler’s, Inc., with head 
now ranks as the second 


ATLANTA 
quarters here, 
largest exclusively retail women’s shoe 
chain, it was claimed by the firm’s 
president, David L. Sloan in the recent 
annual report. 

Expansion resulted from the acquisi 
tion in July of the Marilyn Shoe Cor 
poration. The combined chain now 
operates 132 stores in 14 states. 

During the fiscal year ended June 30 
the company opened 11 new stores and 
remodeled three others, the report 
stated. 

New units will be added in the fu 
ture, said Mr. Sloan, noting that leases 
have been entered for 11 additional 
stores, expected to be opened before the 
end of the current fiscal year. 

Sales of Butler’s and Marilyn com 
bined, for the past fiscal year, totaled 
$18,213,191. Net income of Butler’s, 
Marilyn and their subsidiary compa- 
nies, adjusted for charges and credits 
arising out of the acquisition of Mari- 
lyn came to $566,173. 


CAL J. MENSCH, Manager 


Phone Rosewood 1|-9872 
Pittsburgh 2, Pa. 


O’Sullivan Rubber Defers 
Dividend Payable January | 

WINCHESTER, VA. — O’Sullivan Rub- 
ber Corporation’s board of directors at 
a recent meeting took no action with 
respect to the payment of the regular 
quarterly dividend of 25 cents per 
share on the par $20 cumulative 5 per 
cent preferred stock customarily pay 
able on January 1. As of the first of 
1956, dividend arrears will amount to 
50 cents per share. 

In recommending that the 
be deferred for the time being, Vin- 
cent A. Catozella, chairman of the 
board and president, pointed out that 
the company’s financial position con- 
strong, but earnings have not 
recovered sufficiently to justify re- 
sumption of dividend payments. Net 
working capital as of November 30, 
exceeded $1,400,000. 


payment 


tinues 


E-J Ups Quarterly Dividend 

Endicott-J ohnson 
Corporation directors increased the 
quarterly dividend on the common 
stock from 40 to 50 cents a share at 
the December meeting of the board. 
Dividends on the common have been 
$1.60 a year since 1950, when the divi- 
dend was reduced from $2 a year. In 
1947, $2.10 was paid. For 14 years 
previously the rate was $1.50 a year. 


ENDICOTT, N. Y. 
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Goodyear Sets Billion Mark 
Record First Nine Months 


AKRON, O.—Sales of The Goodyear 
Tire & Rubber Company crossed the 
billion dollar mark to set a new high 
record in the first nine months of this 
year and earnings also reached a new 
high of $43,659,000 for the period, 
Chairman P. W. Litchfield announced. 

Goodyear’s consolidated net sales for 
the first nine months of 1955 totaled 
$1,025,447,000 compared with $789,177,- 
842 for the corresponding period last 
year, an increase of 30 per cent. This 
was the first time that sales had topped 
the billion dollar figure for the nine 
months although they have exceeded 
$1,000,000,000 for each of the last four 
full years. 

Estimated net income of $43,659,000 
is equivalent to $4.32 per share on 
10,098,392 shares of common stock out- 
standing September 30, after giving 
effect to the issurance of 913,531 addi- 
tional shares of common stock during 
the third quarter. This compares with 
$31,798,688 for the like period of 1954, 
equal to $2.94 per share on the same 
number of shares. 


Kinney Declares Dividend 

New YoORK—At a special meeting, 
the board of directors of the G. R. Kin- 
ney Company, Inc., declared the regu- 
lar dividend of $1.25 per share on the 
Five Dollar Prior Preferred Stock of 
the Company, payable on December 29 
to holders of record at the of 
business on December 22, 1955, it was 
announced by K. W. Thornhill, Direc- 
tow of Corporate Relations. 


close 


Edison Reports Sales Rise 

St. Louris—Edison Brothers Stores, 
Inc., reports consolidated net sales of 
$6,732,091 for the month of November, 
an increase of 7.25 per cent over 
November, 1954, totals of $6,276,803. 
For the 11 months ended November 30, 
sales amounted to $76,710,517 as com- 
pared with $70,286,274 for the same 
period last year. This is an increase 
of $6,424,243 or 9.14 per cent. 


Melville Sales Up 5 Per Cent 
NEw YorkK—Retail sales of Melville 
Shoe Corporation for the four weeks 
ended November 26, 1955, were $8,156,- 
676, compared with $7,753,850 for the 
like period a year earlier, an increase 
of 5.2 per cent. For the year January 
1, 1955, through November 26, 
aggregated $91,198,846, against 
429,695, a gain of 5.5 per cent. 


sales 


$RG,- 


Brown Pays Dividend 

St. Loutis—At a meeting of the board 
of directors of the Brown Shoe Com- 
pany held December 6, there was de- 
clared a special year-end dividend of 80 
cents per share on the $15 par value 
common stock of the company, payable 
January 3, 1956, to stockholders of 


record December 16, 1955. 
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National Shoe Manufacturers 
Introduces Aide at Luncheon 


New YorkK—Officers of the National 
Shoe Manufacturers Association enter- 
tained members of the consumer and 
trade press recently at a luncheon in 
the Rendez-Vous Room at the Hotel 
Plaza. The lunch was planned to in- 
troduce Carolyn Sherwin, recently ap- 
pointed fashion coordinator for the as- 
sociation, to the fashion press. 

Miss Sherwin said she plans 
maintain at association headquarters a 
representative collection of current shoe 


to 


styles in a range of sizes for men, wo- 
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men and children. These shoes will be 
available to the press for sketching, 
photographing, fashion shows and any 
other uses which editors may elect. 


National Issues House Orgon 


New YorkK— National Shoes, Inc. has 
just published the first issue of its 
house organ, The Bell Ringer. The 


publication will appear bi-monthly. It 
was designed and edited by National's 


advertising agency, The Emil Mogul 
Company, Inc. and was under the di 
rection of Fred Siegel, vice-president 


of National 
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Prima is FIRST to bring you the magic of 
Flasti-Flex the new miracle construction 
that makes dance footwear and street ballets 
REALLY FIT! THE SHOF TISELF IS 
FLASTICIZED by a special process the 
entire shoe moulds to the foot like 
true “gloves for the feet no more 
gapping! These shoes “FIT IN AC 
LION follow every subtle move of 


are so sott and foot con 
they feel light as a 
I hese shoes are the HOTTESI 
CHANDISE in the 
there's room tor YOU 
BANDWAGON so 
FODAY! 
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Elasti-Flex ballets have been 


STUDIO TESTED AND APPROVED 


i PLEATED-TOE by dance teachers everywhere 
¢ x Prima gives you a DELUXE quality 
i FOR DANCE AND ballet at ordinary ballet prices 
{ STREET WEAR x The first REALLY REVOLUTIONARY 
4 process in these type of shoes 
3 Prima's Elasti-Flex ballets are 
j available in pleated toe styles, WRITE TODAY 

on true ballet lasts or new right 
i and left lasts, lined or unlined for complete details on Elasti-Flex, as well as 
} Prima has a style for every Prima'’s complete line of dance footwear and 
; need! street ballets. Most styles IN-STOCK, some on 


5 fast 2 to 3 week make-up delivery 





HANDMADE HAND LASTED 


PRIMA Footwear. Ine. 


; 705 Ann Street, Columbus 6, Ohio 


“World's largest dance footwear manufacturer and distributor” 
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As we enter upon the 
threshold of 
our thoughts revert gratefully 
to those whose goodwill has 


made possible our progress. 


With sincere appreciations. 
this greeting brings thanks and 


all good wishes for the coming 


TERRY FOOTWEAR 


NEW YORK 582, 


another year, 


CORPORATION 
NEW YORK 








Obituaries 





Herbert J. Gaenslen 


MILWAUKEE Herbert J. Gaenslen, 
60, president of the 81-year-old Gaens- 
len Brothers Leather Company, 1437 
North Third Street, died December 11 
at his home, 4607 West Hadley Street 
He had had heart trouble the past two 
year 

Mr. Gaenslen, a native Milwaukeean, 
had entered the wholesale leather busi 
ness when in his teens, and had alway 
with the same firm, 
which had been founded in 1874 by hi 
late father, Charles, and an uncle, 
Julius. In 1926, he had taken over con 
trol of the firm as president. His two 
, Michael P., a graduate student at 
Marquette University, and Daniel H., 
now Army at Fort 
Leonard Wood, Mo., have been associ 
ated with the Mr. 
Gaenslen was a member of the National 


been associated 


tationed with the 


him in busines 
Leather and Shoe Findings Association 
and of the Elks Club. 

held December 14 at 
Church with 
Cemetery. 


Services 
St. Catherine's 
Holy 


sides 


were 
burial in 
Cross Survivors be- 
the include his widow, a 
daughter and three sisters, all of Mil- 
waukee. 


sons 


96 


Philip Applebaum 

MADISON, Wis.—Services were held 
December 6 in Chicago for Philip Ap 
plebaum, 58, a partner in Applebaum & 
Mautner Shoe Company, which ope: 
ated leased shoe departments in Rock- 
ford and Champaign, IIl., and Madison. 
Mr. Applebaum died December 4 en 
route to a hospital following a 
heart attack. 

Shoe departments 


here 


at Harry S. Man 

chester, Inc., here, were leased by the 
firm, in which Mr. Applebaum had been 
a partner 23 years. He was a native of 
New York State and was a member of 
seth El Temple and B'nai B’rith Hille! 
Foundation, both of this city. Survivor 

include a widow, a son, a daughter, his 
father, and 
rrandchildren. 


two sisters, two brothers 


four 


William L. Michaels 


Sr. Louis Funeral services were 
held here at the Church of Our Lady 
of Good Council for William L. 
Michaels, buyer of shoes for the wo 
men’s salons of Famous-Barr Com- 
pany and its three suburban stores. 
Mr. Michaels, who was 50 years old in 
November, had been with the May Com- 


pany for about 28 years. 

The well-known buyer left his home 
the morning of December 2, enroute 
to one of the suburban stores. He was 
found noon, slumped over the 
wheel of his car in O’Fallon Park. He 
apparently had suffered a heart attack 
and pulled to the side of the park road. 
Mr. Michaels had been under a doc- 
tor’s care heart attack 
last December. 

The veteran shoe man is survived by 
his widow, Mrs. Marie Michaels; three 
Donald, Ralph and William, Jr.; 
Mary; three grand- 


store 


about 


Since a serious 


sons, 
daughter, and 


children. 


Barney B. Kimless 


New YORK 
eastern sales the 
Carmo Shoe Manufacturing Co., of St. 
Louis, and one of the best known shoe 
travelers covering this area, died No- 
vember 28 at St. Joseph’s Hospital in 
Far Rockaway. He was 61 years of age. 

Funeral were held Novem- 
ber 30, with burial at Woodmere, N. Y., 
where Mr. Kimless made his home. He 
is survived by his widow, Mrs. Mabel 
Kimless, and two sons, Hilton and 
Clifford, both of whom are associated 
with the Carmo organization. 

Mr. Kimless was known throughout 
the industry as a salesman of excep- 
tional ability and he had a wide circle 
of friends and acquaintances in all 
branches of the trade. 


Barney B. Kimless, 


representative for 


services 
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John Alvin Johansen 

St. Louis—Private funeral services 
were held here December 5 for John 
Alvin Johansen, former vice-president 
and treasurer of the Johansen Brothers 
Shoe Company and son of the firm’s co- 
founder, the late Johan Johansen. 
Burial was in Bellefontaine Cemetery. 

Mr. Johansen, 75, died December 4 
after a stroke at Bernard Nursing 
Home. He had retired in 1920 from 
the shoe company which his father and 
uncle, Mikkel Johansen, founded in 
1876. His brother, Harry G. Johan- 
sen, is president of the firm, and his 
son, J. Roger Johansen, is vice-presi- 
dent. Another son, Paul, is president 
of Valley Shoe Corporation, a 
sidiary of Johansen Bros. 

Other survivors include his widow, 
Mrs. Grace Johansen; a daughter, Mrs. 
Louise J. Vaccaro; a sister, Mrs. Helen 
R. Wichman; and four grandchildren. 


sub 


Horace L. Frakes 


NASHVILLE—Horace L, 


Frakes, pur- 
chasing agent for the General Shoe 
Corporation, died of a heart attack 
at his home here recently, He was 


51. 
He had been associated with General 
Shoe for about 30 years. 


Survivors include his widow, Mrs. 
Minnie Howell Frakes; a son, H. L. 
Frakes, Jr., a brother, H. P. Frakes, 


and a sister, Mrs 
Nashville. 


Ethel Jones, all of 


Fred Murray 
CHARLOTTE, MICH. Fred Murray, 
85, retired Charlotte shoe merchant and 
past president of the Michigan Retail 
Shoe Dealers Association, died at his 
home here after a two years’ illness. 

Mr. Murray operated a shoe store in 
Charlotte from 1907 until his 
ment in 1952. 

He was past president of the Char- 
lotte Rotary Club and past commander 
of the local Knights Templar organi- 
zation. 

Besides his widow, he is survived by 
a son, Dr. Morris Murray of Saginaw 
and two daughters. 


retire- 


Huntley N. Spaulding 


ROCHESTER, N. H. Huntley N. 
Spaulding, former governor of New 
Hampshire, treasurer and board chair- 
man of the Spaulding Fibre Company 
and president of the International 
Leather Company and the Atlas Leath 
er Company, died at his home here on 
November 15. Funeral services were 
held in the Rochester Congregational 
Church on November 17, followed by a 
memorial service in Storey Chapel, at 
Mt. Auburn Cemetery in Cambridge, 
Mass. 

Long active in New Hampshire po- 
litical and civic affairs, he served as 
governor in 1927 and 1929. He was 
state food administrator in World War 
II and was a former president of the 
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New Hampshire State Board of Educa- 
tion. His philanthropies and civic guid- 
ance were well known throughout New 
Hampshire. Among his many gifts 
was $500,000 for construction of the 
Rochester High School which bears his 
name. 


Value of Probated Rand Estate 
Put at More Than $2 Million 


An estate valued at $2 
left by Edgar E. Rand, 
International Shoe Com 
the National Shoe 
was revealed re 


St. Lous 
523,854 Was 
president of 
pany, who died at 
Fair October 26, it 
cently when an inventory was filed in 
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probate court at Clayton, Mo 

Bulk of the estate, which was left in 
trust for Rand's three daughters, 
in stock holdings totaling $2,272,506 
Of this figure, $1,485,805 was in 39,000 
hares of International Shoe Company 
stock. Other listed in the 
tory were real and personal property, 
$141,267; $60,000; 
$35,455; bonds, 
chattels, $15,627 

The 


that 


was 


inven 


items 


cash, 
and 


insurance, 

$14,625; and good 
previously filed, directed 
divided in 


will, 


the esiate be equal 
three 
Mitchell, Jr., 


Miss 


shares to be held in trust for hi 
daughters: Mrs 
Mrs. Donald 8. 
Rand 


Owen H 
Wohltman 


and 


Helen O., 
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#87020 


cine, REG-E-STURD - 


BOYS SHOES 


LOOK! SOLES GUARANTEED IN 
WRITING, 4 months wear or a new 
pair FREE! Widths A to E, sizes | to7 
FOUR STYLES IN STOCK. Price $4.40 


net 


WHAT A DEAL! 











227378 
Goodyear Welts 


Fool. BOY RANGER 


[EEE OK! 
OVER 40 STYLES IN STOCK! Side 
leather lining, solid leather insoles, 
Pacifate—Puratized drill lining, Sizes 
| to 7, widths from A to E. Price 
3.70 to 4.35 net 

SET YOUR OWN MARKUP! 











#79902 
SHU-LOK 
Goodyear Weits 


FOOT-KING FOR MEN 
LOOK! OVER 100 HOT STYLES 


for high school, dress and casuals, 
for men of all ages. Unmistakable 
quality and craftsmanship for long 
markup; yet priced for ermanent 
promotion. Sizes 6 to 12, widths from 
B to EEE. Price 4.15 to 5.50 net 





FOOT-KING means BUSINESS 


Write for in-stock catalog 


FOOT-KING 


P.O. BOX 68-—PALMYRA, PA. 


SALESMEN: Some territories open to 
established men with non-conflicting lines 
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s New 





Frye Introduces Three 
New Fitted-Instep Boots 


MARLBORO, MASS.—Three new boots, 
all made over the fitted-instep last used 
in the company’s Jet boot line, have 
been introduced by the John A. Frye 
Company, here. 


Shown is the "Rough Weather" boot, 

one of the new series in the John A. 

Frye Shoe Company's line of Jet boots 

with fitted instep. The ‘Rough Weather" 
is made of tan roughed leather. 


One, the “Barnstormer”, is a straight- 
collar style with a smart military 
wagger appearance in burgundy and 
black leathers and is made with compo- 
ition soles and rubber heels. The sec- 
ond, “Rough Weather”, comes in Desert 
Tan “ruff” leather, is unlined for light- 
weight comfort and weather-proofed, 
and is made with Neoprene cork soles. 
The third, the “Chukka”, is a two-eye- 
let blucher, also in Desert Tan “ruff” 
leather. It has a crepe sole. 


Torch Introduces New 


Latex Rubber Rain Boots 

New YorkK—A new item, Rainbelles, 
has been introduced by the Torch Rub 
A lightweight women’ 
boot of latex rubber, it is decorated 


ber Company. 


with polka dots applied by a special! 
dipping process. The boots are black, 
gray and red with contrasting dots. 

Made for both pointed and rounder 
toes, it is without heel and stretches to 
accomodate any type of heel. A polka 
dotted case accompanies each pair. A 
latex overshoe for men, Rain-Shoo, i 
also new, according to Allen R. Meyers, 
sales manager. 

New products of the Moltofoam Cor 
poration of America, Mr. Meyer an 
nounced, are “Lil Kitten Kozees,” an 
insole and a suede cleaner, all three 
made of moltofoam. These are little 
booties made entirely of moltofoam in 
seven colors and completely lined with 
rayon. They are designed for indoor 
leisure wear and TV watching. The 


cleaner has been chemically 
treated and can be used on fabrics as 
uede, 


suede 
well as 


Hollywood Products Presents 
Black Sueded Leather Sandal 


Hollywood Products’ new sandal, of 
glove-like flexibility, was recently added 
to the Columbus, O., firm's lines. Made 
of black sueded leather with retan sole 
sole and elastic strap, it's reported 
ideal for wear about the house, hiking, 
gym and even some active sports. The 
sandal retails at $1.50 to $1.95. Similar 
styles are available in a variety of col- 
ors from a child's size 8 to an adult's 
size 9, with a price range of $1 to $1.25. 





Hollow Collar and ‘Lacing’ 
Makes Snug-Fitting Pump 


“Fit-Top Pump" is the name of this in- 
genious device which insures a snug 
topline fit to any pump. The collar of 
the shoe is hollow, and into the cavity 
fits a tubular rubber “lacing” with a 
grograin covering. The tubing extends 
out on the front of the vamp at the 
throat and can be tied in a neat bow. 
The exposed ends of the tubing have a 
decorative feature such as French knots, 
plastic tips, etc. Patent rights on this 
device are held in Canada by Frank 
Hamm of George G. Hodges, Ltd., 
Montreal. 
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The utility leather for 
dress shoes. Chrome tanned. 


ARMOUR LEATHER CO. 


NEW YORK 








KEEP ABREAST OF YOUR 
MANUFACTURER'S ADVERTISING 


and Merchandising Plans 


.. . And in EVERY Issue of 
BOOT AND SHOE RECORDER 


WATCH FOR IT! 
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About Shoe People 





John Halabuda, formerly of Troy, 
N. Y., has been named manager of the 
new street-floor women’s shoe shop of 
Sibley, Linsay & Curr Company in Ro 
chester, N. Y. The shop was opened at 
the store’s Franklin street entrance. 
The new department stocks what has 
called the largest selection of 
styles in upstate New York. 


heen 


* 


Adolph Evnin, who was recently sta- 
tioned at Ft. Carson, Colo., as first lieu 
tenant in the Eighth Infantry Division, 
is the newest associate of The Bootery 
Shoe Store in Springfield, Ill. He re 
cently purchased an interest in the 
store and will act as controller of ac 
counts and will serve 
also as credit manager of the firm. He 
has also purchased a partnership inter 
est in two other stores affiliated with 
The Bootery. These are Heintz & Sons 
Shoe Store, Quincy, and the C & H Shoe 
Store in Marion, Ind. 


+ * 


The H & H Shoe Store, 9300 Mack 
Avenue in Detroit, has been purchased 
from Walter Sprenger by Harry Budyk, 
owner of another retail outlet at 1409 
Gratiot, also on the east side of town. 
Mr. Sprenger who operated H & H for 
the past 40 years ji 


purchases, and 


retiring. 


Philip Mulqueen has been transferred 
from Kansas City by the Melville Shoe 
Corporation to take over 
of the Thom McAn and 

hoe store in Lincoln, Neb. He succeeds 

Val J. Hruska, who resigned to accept 
a job with the Goodyear Tire and Rub- 
ber Company. Mr. Hruska was injured 
in an auto accident and found it difficult 
to pursue shoe fitting. 


management 


men boy’s 


, . 


Dan M. Haney, who operated the 
Haney Shoe Store in Lincoln for many 
years before selling out to the Buck’s 
Booterie chain, and who has been re- 
tired for several years, has been elected 
a 33rd degree Mason. He was named to 
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Knight Commander of the Court ol! 
Honor at the biennial session of the Su 
Council, Ancient Accepted 
Rite of Freemasonry at an 
in Washington, LD. C. for the 
jurisdiction of the U. § 


, * 


preme and 
Scottish 
election 
outhern 
Paul Psilos has opened a family shoe 
tore in Chicopee, Ma 
Paul’s Shoe Center. He 
and managed Paul’ 
Middletown, Conn 


known 4a 
formerly owned 


Shoe Store in 


r 
who ha een with 
for 2% 


tore li 


Lane, 
Shoe 


Parker C. 
the 
years, has bought 
Malden, Mass., 
der the 
pecializing In 


Spencer Corporation 


Kem’s shoe 
and will operate it un 
Lane Shoe 


name of Parker 


juvenile footwear 


* 


Harold’ name of a 
new store recently Malden 
Mass., by Harold Shind, Women's shoe 


are carried 


Shoe Store is the 


opened in 


Taft 
factory 


Shoe 


opened a 


rhe 
ville, 
in Norwich, Conn 


Unea Company of 


Conn., ha new 
The company manu 
stitchndown 


factures children’ 


Francis J. Perreault, who ha 
ated Jack’ 
Ma ’ has 
there and changed the 
A line of children’ 
added. M1 


irer of the 


oper 


Footwear in Leominster, 


moved his busine to larger 


quarte! tore’ 
name to Jack’s, Inc 
vearing apparel has been 
Lydia E. Perreault 


new company. 


trea 


The Miss Abbott Shop of Wollaston, 
Joseph Ber- 


pecial 


Mass., was purchased by 


The 


izes in children’s shoes, 


man of Salem, Mass. tore 


. 


John W. Bolar i 
dise manager for the 
of the four Palais Royal 
ton, Mr 
with Stripling’ 
in Dallas and 


the new merchan 
shoe department 
in Hous 
sociated 


srothers 


tores 
Solar was a 
and Sanger 
Was assistant 


Tex. 


manager 


for 10 years of the shoe departments of 
the R. E. Cox and Company department 


tores in Fort Worth 


announced changes 
their Western Hills 


incinnati which are 


shoe 


onnel at 


Two hop 
inh per 
in 
old 
Hines, assi 

been promoted to manager 


Plaza tore 
now yeat 

John B. 
Potter’s ha 
to succeed Frank Magro, resigned. M1 
formerly with Shillites for 
and with Mabley and Carew 


one 


tant manager at 


Hines Va 
eight ye; 
for one yeal 

manager for Nobil 
shoe, has traded positions with Charles 
H. Kasbee, head of Nobil’s Ashtabula, 
()., store three eal Mr 


with Nobil 13 


Verlin Knight, 


for Kasbee 


tarted ago as a 
tock boy 
Richard Knowles, who for the past 
ociated with his 
the down 
Salt Le 
new 


Mi 


the Univer 


been a 


Knowles in 


il ha 
Lynn 


few ye: 
father, J. 
town W 
City, 
Walkover 
Kr owle ] ra 


of Utah 


ilkover shoe store in ike 
to Denver to 
The 


yraduate of 


went manage a 


tore there younger 


replaces Walter 
Wohl’s Vanity 
Muncie, Ind. Mr. Hutcher 
on ha been with Wohl for one 
He wa ly at Harvey 


Store in Na hville 


Harry Hutcherson 
Linville a 


hoe Store, 


manager of 


yeu 


previou Depart 

ment 
. * ” 

Store 


hoe 


Now manager at Collier Shoe 
Gene 


the 


replacing Gale Sexton i 


who was formerly manager of 


department at Stillman’s Department 


Muncie 


tore WV 
* 
the new man 


kranklis 


replace 


Jerome Schlesinger ji 
ager of Schiff’ 
Street, Michigan City, Ind. He 
William Burrous, promoted to a district 
managership with Schiff’s in Zanesville 
Q Mr. Schle 
Schiff’s four year 
assistant 


Mi hawaka 


Shoe Store 


inger ha been with 


ayer of the firm’ 


was former 


mat store at 


- » 


Gary Mayberry, formerly manager of 


a Florsheim Shoe store in 


Seattle, has been appointed manager of 


Company 


9 











HERE’S 
“GET- AHEAD” HELP 
YOU'LL LIKE 


You're independent—-but never 


ignored——when you deal with 
Holland Racine. You get help 


without interference, coopera 
tion without dictation. Newspa 
per mats, display cards, fold 
ers plenty of merchandising 
aids to lift your sales and pull 


your profits on up 


WRITE TODAY 
FOR 
DEALERSHIP 
DETAILS 


HOLLAND RACINE SHOES, INC. 


HOLLAND * MICHIGAN 


the newly-modernized downtown store 
of the Winthrop Shoe Company in 
Denver. 
* * = 

Walter M. Beers, who ran a shop 
for the entire family in a Chestnut 
Street shoe store in Emmaus, 
announced his retirement after 51 years 
He said he 
was turning his store over to La Vern 
Beers and Walter M. Beers, Jr. 


* * * 


Pa., has 


in the retail shoe business. 


Walker’s store for men in Columbus, 
O., announced the appointment of Jack 
Allen as manager of its shoe depart- 
ment. Mr. Allen Walker’s 
from Erie, Pa., where he was the shoe 
department manager of Isaac Baker & 
Son. He has 16 years’ experience in the 
men’s shoe field, for nine of which he 
has been department manager. A vet- 
eran of World War II with the Seabees 
in the South Pacific, Mr. Allen is mar- 
ried and has one daughter. 

* 4 - 


comes to 


A new store has recently been opened 
in Muskegon, Mich., by Valk’s Family 
Shoe Store. The outlet carries a full 
popular branded stock and is managed 
by the owner, Carl Berg, who has had 
30 years’ experience in the shoe busi- 


ness, * . ‘ 


John Van Coevering and Robert L. 
Jolman sold the Van Coevering-Jolman 
Shoe Store at 2195 Washington Street 
in Grand Haven, Mich. to C. Ralph 
Clark, owner of the Clark Boot Shoe, 
Muskegon, Mich. The business was es- 
tablished in 1914 by N. G. Van Coever- 
ing. 

+ * * 

Karl’s shoe has opened a new branch 
store in the new addition to the Mont- 
gomery Village Shopping Center in 
Santa Rosa, Calif. Manager of the new 
store is Sam Cantor. 

* * * 

Charles V. Bean, owner of Bean’s 
Shoe Store, Fitchburg, Mass., has moved 
his business from 212 Water Street, 
that city, to 377 Main Street. Men’s and 
children’s shoes only were carried in 
the old store. The new store carries wo- 
men’s shoes, in addition. 

. * * 

Ralph Isabella has opened a new 
store at 1896 Westminister Street, 
Providence, R. I. The new store, carry- 
ing shoes for the entire family, is 
known as John’s Shoes. 

A new store, known as Shaner’s Shoe 
Store has been opened at 301 Center 
Street, Newton, Mass. Owner is Jacob 
Shaner who, for the last 15 years, has 
operated a shoe store in North Attle 
boro, Mass. 

* om » 

Irving Sokol has opened his second 
shoe store in Fall River, Mass. His first 
named the Cinderella Shoe 
Store. The second, known as the Shoe 
Mart, carrying cancellations for women, 
is at 9 South Main Street. The store 
has a sales room 20 feet wide and 60 
feet deep. 


store 1s 


Walk-Over Shoes is the 
name of a store opened recently at 148 
Grand Street, Waterbury, Conn., by 
Samuel P. Cervero. For the last seven 
years, Mr. Cervero has been assistant 
city clerk. Prior to entering the service 
of the city, however, he had had 20 
years’ of experience in the retail shoe 
industry. 


Cervero’s 


* 


Ronald Boisselie, who has had many 
years of experience in retailing shoes 
has opened Ronnie’s Shoe and Luggage 
Shop at 215 High Street, Holyoke, Mass. 
The store carries men’s and children’s 
shoes. 


Trade Literature 


Compo Shoe Machinery 
Issues Two-Color Folder 


BostoN—Pen and ink sketches of 52 
machines bearing the Compo name are 
used to decorate the cover of an attrac- 
tive two-color folder issued recently by 
the Compo Shoe Machinery Corpora- 
tion of Boston Using the slogan, 
“We're 52 and growing,” actual photo- 
graphs of some of these machines are 
shown on the inside pages of the folder, 
ranging from a variety of machines 
used in roughing those shoe parts 
which are to be attached by Compo ad 
hesives, to such types as a pulling over 
machine tack side laster and heel seat 
lasting machine, among others. 

On the fourth page are reproduced 
photographs of Compo’s chemical plant 
in Mansfield, Mass., operated by the 
Compo Chemical Company Inc., the fa- 
cilities of which are used in the manu- 
facture of adhesives and allied chemi- 
cal products; the United Wood Heel 
Company and Quirk Machinery Com- 
pany, Compo designers 
and manufacturers of wood heel pro- 
duction machines; the Frankfurt, 
Germany plant of Maschinenfabrik 
Moenus, A. G., where Compo-Moenus 
lasting room machines are produced; 
and an architect’s sketch of the corpo- 
ration’s new manufacturing plant and 


subsidiaries, 


general offices now under construction 
in Waltham, Mass., which Compo ex- 
pects to be ready for occupancy in Ap- 


ril of next year. 


Shoe Buyer Aids Lighthouse 


New YorkK—Robert Kaye, shoe buyer 
for Saks Fifth Avenue, has been named 
chairman of the Shoe Trade Committee 
of The Lighthouse of the New York 
Association for the Blind, it was an- 
nounced by Mr. P. S. Howe, Jr., presi- 
dent of The Lighthouse. He will or- 
ganize members of the shoe trade to 
participate in the campaign to raise 
funds for The Lighthouse to further its 
work among blind people in the Greater 
New York area and for research in the 
prevention and cure of blindness on a 
national basis. 
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NEWS OF THE 


SULSINEN axv Spplers 


Edwards Effects New Regional Groupings 


Recently, Arnold Bartschi, president of J. Edwards and Company, makers of 
children's footwear, announced a new nationwide sales and distribution regroup- 
ing. At the helm of each new group setup are, left to right, William C. Wolff, 
vice-president, sales, western division; R. William Senior, vice-president, sales, 
midwestern division, and John C. McPhee, vice-president, sales, eastern division. 





Hoy Jumps Sandals Price 
15 Cents Across the Board 


St. Lours—An 
crease of 15 cents a pair on 
and Sun-Glo Sandals will 
into effect January 1, according to 
Walter Hoy, president of Hoy Shoe 
Company. This increase, the company’s 
first since 1951, itated by 
increased costs. 

Says Mr. Hoy, “Up to this time we 
have absorbed all increased costs of 
labor and materials, and we are 
passing only that portion of our costs 
necessary to keep our operation profit 
able.” The increase amounts to ap 
proximately eight and a half per cent 

Mr. Hoy told the Recorper that the 
firm’s booking for Spring indicates the 
biggest season 1946. 


across-the-board in 
Sun-San 


have gone 


Was nece 


now 


since 


Trade Name Rights Upheld 
NEW YORK The United States 
Court of Customs and Patent Appeals 
on December 8 unanimously affirmed a 
decision of the Commissioner of Patents 
which held that the trade name “Happy 
Debs” was registrable as the name of a 
brand of shoes by M. Beckerman & 
Sons, Inc., of New York. Use of the 
name as a registered trade mark had 
been challenged by another firm. The 
appeal was argued on November 7, 
with the law firm of Proskauer, 
Goetz & Mendelsohn 
geckerman & Sons. 


Rose, 
representing M. 
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Boston Shoe Ad Counselor 
Joins Sullivan Agency 
Boston—Gilbert A. Starr, well 
known in the New England shoe manu 
facturing business and in the advertis 
ing profession, has the Daniel 
F. Sullivan Co. Inc., Boston advertising 
agency, as merchandising director 


joined 


GILBERT A. STARR 


Mr. Starr, a recognized authority on 
all phases of 
chandising, also 
vantage of 
who knows 
viously acted as 
everal 
firms. 


advertising and 
the 


adverti 


me! 


has unusual ad 
being an 


shoemaking. He 


ing man 


has pre 


for 


shoe manufacturing and retail 


account executive 


Watson Elected Chairman 
Of Federal Advisory Council 


NEW YorK—Merrill A 
ecutive vice-president of 
Manufacturer As 
been elected chairman of 


Watson, ex 
the National 
ociation, ha 
the Advisory 
Reports for 1956 


Shoe 
Council on Federal 
In this group he is a representative of 
Trade A 
one of 


American sociation Execu 


tives, the even ponsoring 
hodie 
The 
by the 
to provide better con 


Council was 


the 


pon ored 
142 


ultation with busi 


Advisory 
Bureau of Budget in 


ness on Federal Reports and question 
naire 

functions, the 
Wa 


ecretary 


In carrying out it 


council maintains an office in hing 


with an executive and 
taff. In 
the 


committee 


ton 
the 13 years of its existence, 
hundreds of 
ed of 


from ¢ 


Council has appointed 


and panei compo 


qualified businessmen selected 


tabli 


be, 


hments which either are, or would 


involved in a particular Federal 
program At its tenth an 
Washington, the 
work of the council was commended by 
the President of the United 
well as the Director of the 
the Budget 

Mr. Watson is a former 
Trade A 
former president 
Society of Bu 


, a group of law 


reporting 


niversary dinner in 
States as 


, 
Bureau if 


ident of 


ociation Ex 


pre 
the American 
and a and 
chairman of the 


Profe 
‘rs, accountants, 


ecutive 
ine 
Advisory sion 
and trade 
York 
Univer 
the 


economist 
New 
York 
o been chairman of 
rade 


National Industrial Council 


association executives in 
City, affiliated with New 
ity. He has al 
Manufacturing Group of the 
In 1952 he 
vas appointed a member of the Watkin 
tablished by the $ 


amine the 


Committee e ecretary 


need and 


tati 


of Commerce to ex 


requirement of a Federal tical 
program 
He j at 
Research Advisory Committee 
tatistic U.S 


the 


present a member of the 
Bu ine 
of the Bureau of Labor 
and Con 


Department of Labor; 


ference of Busine Kconomist 


Midwest Promotes Blesi 
Mo L. B 


announced the 


Hollander, 
appointment 


SULLIV 
president 
i to the post of vice-pre 
of Midwest Foot 
firm manufacturer 


rhe 


upon at a 


of Paul Ble 
dent 


weal 


ecretary 
The 


lip-last 


and 
Inc 


women’ proce slipper 


appointment was voted 


meeting of the board and was ap 


proved inanimou 





From Pine Forest to Wedge Shoe Heel 


An aerial view of the extensive plant, property and general facilities used by the 


Wilner Wood Products Company in the manufacture of its wedge heels. 


The 


woodworking plant alone covers 46,000 square feet of floor space. 


Norway, M¢ Imagine yourself 
in one of the immense pine forests of 
Maine. From these timber 
planted with the finest 


pine, 


northern 
land 

weight 
the logs 
Product 
manufacture of 
cutting, the log 
the road by tractors or on skids, and 
are transported to the debarker. Once 
the bark removed, the slabs, 
or rounded the logs, 
are off. logs then cut 
into rough which are sent to 
the outside drying’ fields. They remain 
there from three to months, 
carefully 


light 
come all 
Wilner Wood 
Norway, in the 
Afte 
dragged out to 


eastern white 
used by the 
Company of 
wedge heels, 


are 


has been 
outside 


The 


boar ds 


edge of 


cut are 


seven 
that 
sun 


each board 
and rain to 
uniform weathering 

Following this the 
taken to the drying kilns. The Wilne) 
owns the largest bank of 
New England, and 
are dried for 


tacked so 
is exposed to wind, 
insure 
step, lumber i 
Company 
drying kilns in 
here the boards 
five or six days, until they can pass 
an exacting “electronic eye’ test for 
drynes This “electronic eye” is a 
machine especially designed to guar 
antee a uniform dryness of close to 
90 per that no Wilner 
swell, shrink, or warp. 

The place where the wedge 
are actually made is a modern 
working plant covering approximately 
46,000 feet Here, 400 
people are engaged in designing, con 
structing, and maintaining the special 
machinery, and proéessing 
methods necessary in the production of 
a Wilner wedge hee! 

Joseph R. Wilner, founder and presi 
dent of the company, was at one time 
a superintendent for the Acme Wood 
Heel’s Norway branch. In 1936 he 
purchased the branch business, and 
started the Wilner Wood Products 
Company. He started with twelve 
employees, driving into town with two 
tons of machinery in a pickup truck 
to equip the 5,000 square foot shed 
that was to grow into the largest 
wedge heel plant in the country. 


some 


cent, so wedge 
will ever 
hee] 
wood 


square some 


tools, 
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Joseph Wilner is interested in many 
things, but his primary concern is the 
making of perfect heels. To 
this end, his factory is equipped with 
ome of the best precision tools known 
to the industry. Wilner hee] 
are machined to 15 thousandths of an 
inch, and these tolerances 
tantly checked and 
against the patterns. The result i 
heels that not look alike—they 
are alike. Consequently, they help re 
tailers fit shoes perfectly, with all the 
benefits to customers that this implie 


wedge 


wedge 


are con 


double-checked 


only 


A & S Begins Manufacturing 
Shoes in New Hampshire 


The A & §S 
firm, ha 


MANCHESTER, N. H. 
Shoe Corporation, a new 
begun the manufacture of children’ 
shoes on the third floor of the old 
Derryfield plant in East Manchester 

Between 25 and 30 workers were 
being employed at the but 
personnel was expected to be increased 
gradually, according to Lloyd Arnel 
and Robert Sterkel, owners of the new 
firm. 

The company leased 7,500 
feet of floor Only fitting 
cutting will be done here for the pre 
sent. The shoes will be finished at a 
Connecticut plant, also operated by 
Mr. Arnel and Mr. Sterkel, but as the 
Manchester are expanded 
the finishing also be done here, 
it was stated. 

Mr. Sterke! will be in charge of the 
Manchester plant. 


start, 


square 


space, and 


operations 
will 


McBride Handling New Lines 
Los ANGELES—F red A. McBride, for 
merly with Viner Brothers, has left that 


line and is now representing Pfeiffers’, 


having been with them since October 13. 


He will also be handling Sandlecraft, 


a line of children’s sandals, made by 
Leisure Hour Footwear, Inc. He will 
also represent a third line. the products 
of Eby Shoe Company, of Ephrata, Pa. 


Eastern Footwear to Operate 
While Retiring Indebtedness 


Creditors meet- 
Cal- 


LARCHMONT, N. Y. 
ing recently with Dominick J. 
derazzo, president of Eastern Footwea: 
Corporation, producer of women’s and 
misses’ sandals and moccasins, and the 
allied firms of Cals By Calderazzo, Inc. 
and the Newport Footwear Corporation, 
which would per- 
operation 


agreed on procedure 
mit the firms to 
while they paid off 
mately $800,000. 
The New York northern district of 
the United States District Court, issued 
a waiver and consent, dated December 
9, 1955, which permitted (1), Mr. Cal 
$25,000 in 


continue 
a debt of approxi 


cash to 
Eastern (2), 
the issuance of new shares of preferred 
stock to creditors with par value of $100 
per share, at the rate of one share for 
$100 of and 
fractional for 
s, which would entitle 


derazzo to lend 


Footwear Corporation; 


each indebtedness cor- 


responding shares each 


$25 of indebtednes 


holders to cumulative dividends at the 


cent per com 


from 


rate of three year, 
mencing four the date of 
issuance; (3), the segregation of 50 per 


per 
years 


cent of annual profits to a special ac 
count for the payment of accrued taxes 
and the applied to the 
retirement of the new preferred stock 
on a pro rata basis; (4), the retention 
of 50 per cent of annual net profits as 


balance to be 


working capital. and (5), that net prof 
its remaining after the payment of all 
current taxes 


operating expenses and 


hall be construed as annual net profits 


Volume Rises 330 Per Cent 
At Archie Kaplan Leathers 


Archie 
Inc., showed a 


30STON Kaplan Leathers, 
330 per cent increase in 
the first full 
October 1954 


its volume of business for 
year of its operations, 
to October 1955. multiplied by 
four times for the Boston patent 
leather firm over this 12-month period. 
company officials, 
double in 
Production facilities have already been 
enlarged appreciably to meet demand. 

An interesting of the 
pany’s swift growth pattern is that it 
has been stocking only 
black and gun metal patent leather 
The company has announced that it 
“will go into a color range as soon as 
the current run is completed.” 


Sale 
over 
According to pro- 


duction will at least 1956. 


aspect com- 


two colors: 


season’s 


Shoe Union Seeks Wage Boost 
MANCHESTER, N. H. The United 
Shoe Workers of America, CIO-AFL, 
will seek a 15 per cent general wage 
increase the first since 1953—for 
9,000 members employed by 35 firms 
in New Hampshire and Maine. 
George Fecteau of this city, national 
director of the union, said the proposed 
demand was approved by delegates 
from locals in the two-state area, at 
a meeting at the Carpenter Hotel here. 
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Laconia Sales Rise With 
Strict Production Schedule 


LACONIA, N. H.—A switch in em- 
phasis, from manufacturing to con- 
sumption, dictated by its understanding 
of shoe retailing, has resulted in a 25 
per cent increase in the sale of juvenile 
shoes in the past six months for the 
Laconia Shoe Corporation, according 
to Irving Selig, president of the com- 
pany. Mr. Selig said his firm anticipat- 
ed a like increase in the first six 
months of 1956. 

Laconia produces more than 250 
styles for children from pre-school age 
through high school. The entire line 
retails between $5 and $7. 


Mr. Selig described the Laconia 


operation as a combination of inventory 
control, dictated by day-to-day analysis 
of retailers’ orders and _ service in 
promptly shipping orders. 


Salesmen are instructed to place | 
only representative selections of their | 


lines with shoe stores. Retailers are 
never loaded. By assuming the gamble 


of inventory maintenance, says Mr. | 


Selig, the company offers the store 
owner an opportunity to carry La- 
conians without running any risk with 
new items. 

Laconia She surmounts the dif- 
ficulty of inventory investment by its 
own system of record keeping from 
which it can obtain an hour-by-hour 
picture of what is moving and can 
direct its production facilities  ac- 
cordingly. The operation calls for the 
closest possible alignment of the sales 
department with the production staff. 

Mr. Selig says, further, that cost- 
cutting resulting from this inventory- 
less production system is passed on as 
savings to the retailer. “By gearing 
our entire operation to consumption 
rather than to production,” he adds, 
“we have effected important savings in 
the manufacture of shoes. These sav- 
ings greatly enhance our pricing 
structure and makes our lines doubly 
attractive to our retail accounts who 
can thus offer a quality line at a highly 
favorable competitive price.” 


Weinbrenner Holds Sectional 
Meetings for Salesmen 
MILWAUKEE A new approach to 
selling men’s shoes, especially work 
shoes, is being made by the Albert H. 
Weinbrenner Company at sectional 
meetings for sales representatives. 
John E. Dickinson, vice-president in 
charge of the retail division, announce 
ed. The first of the meetings was held 
in New York at the Statler Hotel 
December 19, with the second, for mid- 
western salesmen, December 28 at the 
Schroeder Hotel, Milwaukee. 


Three such sessions are scheduled 
for January. On January 16 in San | 
Francisco at the St. Francis Hotel; | 


January 22 in Dallas, Tex., Baker 


Hotel, and January 28, Atlanta, at the | 
Biltmore Hotel. Mr. Dickinson and | 


home office personne! will attend. 


January |, 1956 


E-J’s Guide-Step Line best years the plant ever had and that 
¥ it has more orders now than in many 


Shows 50 Per Cent Gain years 
Enpicott, N. Y.— West Endicott 


plants of Endicott-Johnson Corpora Cra Cord to Move or Sell Out 
tion have sufficient orders on hand to 
assure full production until April, LIMA, O The Gro-Cord Rubber 
Charles F. Johnson, Jr., president, told Company, involved in a several-months 
employes recently old strike by the United Rubber Work 
Mr. Johnson also said that sales of ers, will move, merge or liquidate. For 
the Guide-Step line show a 50 per cent est Moor, president of the company, 
gain over last year, with even sharper said the firm’s board of directors has 
increases being experienced since the empowered him to go ahead with such 
opening of Spring lines a program. He said that Gro-Cord’s 
Speaking for the Fair Play Annex econd plant in Tillsonburgh, Ont., wil 
plant, superintendent Ed Airey told also be disposed of. The company ha 


employes that 1955 was one of the been busine here for 35 year 


rlAazie@ DOO 


A ,TRIATOEMARK 


4 4 . 
inet fashion 
NEW! No. 901 EXTRA HEAVY DUTY BOOT 
RUGGED SOLE — HEAVY HEEL 
ADJUSTABLE FASTENING OF 
TOUGH PLASTIC, TO INSURE SNUG FIT ; 
TO WEAR WITH HIGH OR LOW HEELS 
COLORS: CLEAR AND GREY 


SIZES: SMALL, MEDIUM, LARGE 
AND EXTRA LARGE 


— 
NEW FASTENER! 
EXCLUSIVELY OURS! 
EASY TO FASTEN! 
ADJUSTABLE! 


S. os 801 RETAIL 2.00 
/A OR HIGH HEELS 14.40 PER DOZEN 
2% 10 E.0.M. 
2 PREPAID 
6 DOZEN OR MORE 


sor? 
‘ 
* Guaranteed by 


Good Housekesr p 


COFFEY-HOYT PRODUCTS, INC. 
Colors: Clear and Grey GARDENA, CALIFORNIA 
SIZES: 5-6-7-8-9 NEW YORK 
CHICAGO 


“oldest manufacturers of molded plastic bools”’ 
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Where 
w DU 


ee OF er Er err or ee 


WOMEN'S SHOES 


FO OF Fe ee Or Or er oF 


SEND FOR NEW CATALOGS 
OF OUR DAYTIME AND 
EVENING SHOES 





Vacated New England Plant 
Reported on Verge of Sale 


CLAREMONT, N. H.—The idle 
national Shoe Company plant here 
is expected to be purchased in the 
immediate future, it has been reported 
by J. W. Cassle, treasurer of Clare- 
mont Industria) Parks, Ine. 

After Mr. 


Inter 


Cassle had sent this in- 
formation to City Manager Gordon 
Dillon, the latter told the Claremont 
City Council “there’s more than one 
person interested in the International 
Shoe and Cosmo Shoe company pro- 
perties, and prospects for their oc- 
cupancy look very good.” 
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International Starts Making 
Boys’ Shoes at Eldon Plant 


Sr. Louts—The Eldon, Mo., plant of 
International Shoe Company began 
limited production December 5 on a 
line of boys’ shoes, it was announced 
by Logan H. Kelley, general superin- 
tendent of International’s men’s divi- 
sion. The plant is expected to employ 
350 persons when full production is 
reached within the next 12 months. 
The daily output will reach over 3,000 
pairs. 

Production is centered on boys’ shoes 
to retail at $6.95. These will be dis- 
tributed through International’s three 
general sales divisions—Roberts, John- 
son & Rand, Peters and Friedman- 
Shelby. 

These nationally - advertised shoes 
were introduced about two years ago 
and public acceptance has been such 
that additional manufacturing facili- 
ties were required to meet rising de- 
mands. The opening of the Eldon 
plant, formerly occupied by a unit of 
International’s sole cutting division, is 
one step toward greater production. 

Superintendent of the new operation 
is Nathaniel A. Smith, a veteran of 25 
years in shoe manufacturing. For the 
past several years he was superin- 
tendent of the company’s Lake Plant 
at Nashua, N. H. Before his transfer 
to New Hampshire, Mr. Smith held the 
same position in the Merva plant at 
Poplar Bluff, Mo. His assistant is 
Ludger T. Roy, who has been with In- 
ternational 15 years, 


Old Town and Penobscot 
Announce Additions to Staff 


Boston—The Old Town Shoe Com- 
pany and the Penobscot Shoe Com- 
pany announced the appointment of 
Jerry Lyons as sales representative in 
portions of Pennsylvania, Ohio and In- 
diana. He will serve as assistant in 
those states to the present salesmen, 
Ralph J. Goldman and Jack Vogel. 

Mr. Lyons has had extensive retail 
shoe background. He was previously 
employed by the Shoe Box in Orlando, 
Fla. and the Baynham Shoe Company 
of Ohio. Mr. Lyons will sell both the 
“Oldmaine Trotters” and the ‘“Penob- 
seot Trampeze” lines of sport shoes. 


Childs Company Subsidiary 
Acquires Shoe Polish Firm 


New York—Recipe Foods, Inc., a 
wholly-owned subsidiary of Childs Com- 
pany, Inc., has acquired Whittemore 
Brothers Corporation, a manufacturer 
of shoe polishes, dyes, fabric cleaners 
and spot removers, Theodore Marks, 
president of Recipe, announced. 

Recipe’s prime retail market consists 
of supermarkets and other food outlets 
in which about 80 per cent of all shoe 
polish is sold. Recipe, according to Mr. 
Marks, plans to expand Whittemore’s 
chain, variety, drug and shoe store 
marketing activities. 


Beckwith Enters 
Box Toe Merger 


Bosron, Mass.—Beckwith Manufac- 
turing Company and its wholly-owned 
subsidiaries, Arden-Rayshine Company, 
and Felt Process Company, have 
merged into Beckwith-Arden, Inc., with 
general offices at 203 Arlington Street, 
Watertown, Mass. 

The former Beckwith plant at Dover, 
N. H., has been discontinued but the 
operating factories have been retained 
at 10 Calvin Road and Grove Street, 
Watertown; 31 Heath Street, Roxbury; 
and 35 Clarendon Avenue, Cambridge. 
liarry H. Beckwith, founder of the 
Beckwith Company and president of 
the new corporation, says the merger 
came as a logical! result of an exhaus- 
tive engineering study into means and 
methods of gaining the greatest effi- 
ciency in box toe manufacture. 

The other wholly-owned subsidiaries 
will continue to operate under their 
own names. These are the Beckwith 
Manufacturing Company of Wisconsin, 
serving shoe manufacture) in the 
northwestern area; Beckwith Box Toe, 
Ltd., of Sherbrooke, Quebec; Victory 
Plastics Company, of Hudson, Mass 
specialists in custom molding, at pres- 
ent committed well into the future on 
government contracts; and Safety Box 
Toe Company of Boston, said to be the 
world’s largest manufacturer of steel 
box toes for heavy industry. 


Bonus More Than Million 


CINCINNATI—The United States Shoe 
Corporation will dispense a Christmas 
and profit sharing bonus of $1,065,000 
among its 3,200 factory employes, it 
was announced by A. B. Cohen, presi- 
dent of the firm. 





Customeraft Shoes Names 
Zipkin to Western Territory 


has been appointed West 
Coast sales representative by Schwartz 
& Benjamin, Inc., manufacturers of Cus- 


Louis Zipkin 


tomcraft shoes. Mr. Zipkin has been 
active in retailing as well as in repre- 
senting manufacturers. He will cover 
oreas west of Denver and make his 
headquarters in Los Angeles. 
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CANCELLATION 
STORES 


All Price Ranges Quality Brands 
Lowest Prices Largest Stocks 


Hotel Ben Franklin 
Room 383 
January 15-18 


Sins fe! Sn 
MOSINGER-COHN 


1235 Washington $f Lovis 3, Mo 








FE EE Ee er ee 


BALLET SHOES 


ee ee ee ee ere 


NOW... more EXTRA 
PROFITS FOR YOU! 


1. Dance Ballet Slippers—pleated toe, 
full sole, hand lasted. In black, white, red, 
blue, green and yellow. All sizes, M & N 
widths. 

2. Dance Tap Shoes: in patent. Heel and 
toe plates attached. All sizes, M & N widths. 


3. Acrobatic Nature Sandals: sizes small 
7 to Ladies’ 9; Men's sizes 8-D to 16-D. 


Top quality. Prompt service. Satisfaction 
guaranteed. Your area dealership now open. 
Write us now to get your share of your 


local dance trade. 


HOLLYWOOD 
PRODUCTS INCORPORATED 
P. O. BOX 628 COLUMBUS 16, OHIO 


Eagen Gets Wider Territory 

MILWAUKEE—Tom Eagen, who for- 
merly represented the Simplex Shoe 
Manufacturing Company in New York 
City, has been given the additional ter- 
ritory of New York state, H. P. Plass, 
sales manager, announced. 
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Vogue Shoes President 
Conducts College Class Tour 


Los ANGELES—An effective promotion 
on the local level grew out of an idea 
by Ralph Runkle, retai 
shoe store in Santa Barbara. Mr. Runk\k 
arranged with Santa Barbara Univer 
sity officials for a tour by the school’ 
Clothing Economic class. 

High point of the trip was a con 
ducted tour by Vogue president Sey 
mour Fabrick. The party was escorted 
through the casual shoe factory division 
of Vogue Shoes, aided by plant 
ager Milton Millman. 

The class came 100 miles to see 
women’s wear in production. Tou 
through dress establishments and blouse 
factories were also included in the iti: 
erary. 


owner of a 


man 


Town Backs Mohican Moes 


LITTLE FALLS, N. Y.—The Industrial 
Development Committee of this city has 
agreed to underwrite part of the cost 
of moving Mohican Mocs, Inc. to a new 
location here in order to encourage the 
footwear remain in Little 
Falls. 

The industry, now employing 60 per 
sons, moved here from Fulton County 
about a year ago. It had been operating 
successfully in quarters in the former 
LiFaleo Knitting Mill until mortgage 
foreclosure proceedings were started 
against the owner of that mill and the 
mortgage holder asked the 
concern to vacate. 


concern to 


footwea) 


Shoe Plant Ready April, 1956 

BRIDGTON, Mk.—Work has started on 
Bridgton’s new $130,000 shoe factory 
and target date occupancy is set fot 
April 1, 1956. The new Bridgton Shoe 
Company will produce children’s 
which have been made the 
months by the Viko Shoe Company at 
Worcester, Mass. Resident 
will be Benjamin Johnson, son of 
Helmer P. Johnson, 
owner. The 20,000 
story building should 
about 100 men and 


shoe 
past few 
manage) 
president and 
foot 

| t 


wor) to 


square on 
give 


women. 


. 


Smith Esquire Salesman 


NEw York—S. M. Abrams, 
of Knomark Manufacturing Company, 
Inc., makers of Esquire shoe polishe 
recently announced the addition of W 
liam F. Smith to its sales staff 


president 


Jacobs Joins Songo Staff 


PORTLAND, Me.-——Morton R. Jacobs, 
formerly a member of the sales staff of 
the A. & Sons Company of 
Lynn, Mass., has joined the staff of the 
Songo Shoe Manufacturing Company of 
this city, according to A. W. Berkowitz, 
president of the latter company. Mr 
Jacobs will Arthur 
and Abe Bloom in the 
department. His appointment 
fective January 1 


Jacobs 


assist Freedman 
company sale 


was ef 
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BOX HANDLERS 
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LONG ARMS 
REACH 
SHOE 
BOXES 
ON 
HIGH 


Shelves 
also 
don't 


time, 
down. You 


They get the shoes in ‘'no 
the empties upside 
climb a ladder. Long Arms 
are neat, nicely finished. $3.50, sent parcel 
post prepaid in USA. Specify handle length 
wanted, 24" to 60 
boxes. Send 


CARL BEEMAN 


Heights Road 


return 
need to 


men's or 
today 


and if for 


women's your order 


Cedar Stamford, Conn 
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Welleo Introduces Its New 
Howdy Doody Line for Kids 
Wellco 


promotion 


WAYNESVILLE, N. ¢ will 
it Howdy Doody 
introduction of its new 


the 


launch 
ith the 
thi 


nounced In 


lipper 


line month, company an 
tyle in 


Howdy 


addition to new 


all categorie there will be a 
style for boys and a Heidi Doody 
These will 
and misse ize range 

Howdy Doody and Heidi 
will be shipped in novel 
ised b for 


etting up a miniature 


Doody 
style for girl 
in the children’ 
Wellco’s nev 
Doody tyle 
boxes that 
cutting out 
Doodyville televi 
Wellco ha 


censing arrangement 


be available 


can be children 
and 
ion program 

exclu lve 


the Kagi an 
tne 


igned an 
with 
Corporation, which control right 
to Howdy Doody 
of the program’ 
ith 


play 


promotions, for use 
puppet characters in 


conjunction w children’ lippers 
Full color di 
featuring Howdy Doody and 


furnished 


, cartoon strip new 
paper mat 
other tie-in material will be 
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“The key men and women 
of our organization 


regularly and thoroughly read Business Publications 
...especially articles covering business trends in mer- 
chandise and developments in the retail variety field.” 


F. P. Williams, President 
S. S. Kresge Company 


To carry Mr. Williams’ thought a step further, men and 
women who have to keep their thinking a step ahead of 
their work have one common characteristic. They read 
thoroughly the publications that give them the most help. 


Just as the Kresge executives follow their business pub- 
lications for trends and developments in the lines of their 
special interests, so leaders in every field of business and 
professional activity study each issue of the business peri- 
odicals in their own fields. 


Such regular and thorough reading is a tribute to the 
ability of editors and special writers to think in terms of 
tomorrow. Regular and thorough readership means, too, 
that the advertising pages of the Business Press form a 
direct sales channel for products and services that are sold 


to business and professional men. 


The national association of publishers of 165 technical, 
professional, scientific, industrial, merchandising and 
marketing magazines, having a combined circulation of 
3,849,056...audited by either the Audit Bureau of 
Circulations or Business Publications Audit of Circula- 
tion, Inc....serving and promoting the Business Press 
of America... bringing thousands of pages of special- 
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ized know-how and advertising to the men who make 
decisions in the businesses, industries, sciences and pro- 
fessions... pin-pointing your audience in the market of 
your choice. Write for list of NBP publications and 
the latest “Here’s How” booklet, “How We Use the 
Business Press and Why” by William C. Sproull, Direc- 
tor of Advertising of the Burroughs Corp., Detroit. 
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SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 








50% SALES INCREASE 


over last year on Boys’ and Men's Welts 


Qualified Men Will Have These Advantages AGG RR GOTTEN 


* You will sell on the road one of the nation’s most popular KING Goodyear Welts. WH Y ? 
rubber, fabric and casual footwear lines Because the public, Man and Boy BUYS them 
You will have the advantage of a large loy 11 dealer organ But the retailer must be sold First, which re 
12 i , } quires experienced salesmen, now successful with 
ization with a powerful advertising and sales promotion a Following 
program to pave the way for you This Line available on commission 

j . j vy hv v } -_ " _ | onflict fe lin to established men who 

Your earings will be limited only DY I Ir ability to i roduc ec — rp ye itd pose ase and Southern 

with advances against commissions New Jersey, Michigan, Texas, Missouri, Kansas 

You will have the protection of a company financed retire Apply at once stating age, experience, present 

j j Lines, and precisely what territory you now cover 
ment plan, hospitalization, plus low-cost life and auto insur 

ance. 

You will work for an organization that offers plenty of room The A. S. KREIDER & SON CO. 

for advancement either as a salesman or within the organ PALMYRA, PA 

ization itself. Many of our top executives are former road 

salesmen 


as a non 


Manufactured by 








You Will Need These Qualifications | | | ,, SALESMAN WANTED 


Youth: Between 25 and 40 years of age with a car or financial | as a eee cd wie eonees- 
ability to purchase one oe Sm. Teteen eee, ae commen 
Experience: Must have had some retail footwear experience THE KEPNER-SCOTT SHOE CO., INC. 
Ambition: Eagerness for success and willingness to work for it Orwigsburg, Pa 
Intelligence: Ability to plan your work and carry the ball with | 
minimum supervision. 
Aggressive: Ability to tell our story convincingly. This is not an 
order-taker's job 
Promotion Minded: Willingness to take time to show dealers how 
they can merchandise our line most profitably 
Openings now available in several sections of the country \NUFACTURER OF NATIONALLY 
Write telling us all about yourself in your first letter M*KNOWN Po fr Frees wees ee 
desire capable 


Address Box 360, care BOOT & SHOE RECORDER, Chestnut and Séth Streets, Philadelphia 39, Pa | id weekly. Non conflicting 
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hoe Kecord 
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QUALITY SHOE SALESMEN — READ THIS! , N: Texas, West Virginia, Michign 


Infants’ and Children's Shoe Manufacturer needs Sideline Salesmen to carry Line of New and iow traveling these three States call 
Different Juvenile Shoes. Sizes 4 Infants’ through 4 Misses’, B C D and E. Bon Welt quality » on 1 d department stores with not 
construction. Retailing $4.99, $5.99, $6.99. Branded Line—straight 6% commission, checks conflicting lit Fast, easy sell short in 
mailed weekly on ali orders shipped. Salesmen's other lines must be quality and must not P ‘ Mocca pe casuals to reta 
conflict. If you fit this setup, act now. Send complete resume of lines handled and personal $6.9 Ask our men now 
experience, also references otal +f ia W rite Maurice Kobri 

; 1 { Nashua Footwear ‘o 


Address Box No. 403, care of BOOT & SHOE RECORDER, 1221 Locust Street, St. Louis, Missouri Sales ee Oe ee ed 

















CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 20 cents a word under any of our classified headings. Minimum ameunt 
accepted 18 words, $3.60. When a box number is desired, addressed to any of our offices, 12 words must be added for this 
and charged at the word rate. If advertiser's own name and address is used, count each word (street number is one word) 
at word rate, Classified advertising is payable in advance. Send check or money order with your copy. No accounts are 
opened for classified advertising except for regular advertisers on contract. 


The rate for all displayed or boxed in classified advertisements is $14.00 an inch with a maximum of 46 words per inch 


Notice: All Classified Advertisements Should be Addressed to Our Philadelphia Office—Séth & Chestnut Streets, Philadelphia 39, Pa. 
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BUSINESS OPPORTUNITY 
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available a 
inique top-level “Big 4” shoe 


background 


this proven Sales Power to 
fighting chance” with 
season sales tools 

wanted and needed never 
a set-up to sell 


“BIG IDEA” 


READY. 


Susiness 


experience 





MR. SHOE OR ALLIED PRODUCT MANUFACTURER ! 
CARRYING THE WHOLE LOAD? 


RECOGNIZED IDEA MAN SALES-ADV. CONSULTANT ... 
week-a-month for 
> factory, chain and allied 16 


MULTIPLY YOUR OWN EFFECTIVENESS by 
actually give your sales 
DYNAMIC SALES PROGRAMS each 
training 
had time to deliver. This is not 
you a big expensive ‘Bill of Good l 
just what you need and can afford 


PLANS — PRODUCT, PROCESS AND STYLE 
DEVELOPMENT — STAGED SALES MEETINGS — ORGANIZED 
SALES TRAINING — UNIQUE SELLING TOOLS AND PRESEN- 
TATIONS—CONTESTS—COORDINATED ADVERTISING AND 
PROMOTION —(POSITIVE-PULL TRADE PAPER CAMPAIGNS) 
— DISPLAYS — PRODUCT IDENTIFICATION TAGS — DIRECT 
MAIL—(CO-OP ADV. MAT SERVICES)—CATALOGUES AND 
BROCHURES—START TO FINISH CONSUMER ADV. WHEN 


Administration Degree 
Adv. Management experience leading companies 


Address: Bor No. 401, care of BOOT & SHOE RECORDER, Chestnut and 5éth Streets, Philadelphia 39, Pa. 


non-competing cients Has 
year 


harnessing 
force a 

i we 
always 


meetings you ve 


level Sales 


Agency 


20 years top 











SIDE LINE SALESMAN WTD. 


LINE WANTED 





ORNAMENTS, Shoe Bows, small tray, HOT 

numbers Highest commission. Address 
#310, care Boot & Shoe Recorder, Chestnut and 
Séth Streets, Philadelphia 39, Pa. 


WANTED SIDELINE SALESMEN for 
Children’s Casuals. GARDNER SMITH, 
Mfr 1647 Ohio Avenue, St. Louis 18, Mo 


SALESMAN WANTED, FOR ONE MEN’S 
“ SANDAI Fast selling all Leather Sandal 
for better grade store and departments Deliv 
Excellent sales potential Lib 
eral commissions All territories available. Ad 
dress: Box #414, care of Boot and Shoe Re 
order, Chestnut and 56th Streets, Philadelphia 


19, Va 


ery from stock 


Kickerinos Taps Bob Harris 
MILWAUKEE Bob Harris, Boston, 
has been named to the sales staff of the 
Kickerinos division of the Hampton 
Shoe Corporation, Irving Gerber, 
president, announced. Mr. Harris has 
been named sales representative for the 
southeastern states. Formerly with 
Moxies by Belgrade, Auburn, Me., he 
brings a background of outstanding 
shoe selling and merchandising experi- 
ence, Mr 


vice- 


Gerber said. 


108 


fF NERGETI( AMBITIOUS, INTELLIGENT 

Fifteen years’ High Grade Retail Experi 
ence as Owner-Operator. Want to represent Es 
tablished Company in Midwest Reply to: Box 
#410, care of Boot and Shoe Recorder, Chest 
nut and 56th Streets, Philadelphia 39, Pa 


FOR LEASE 


XCELLENT MAIN FLOOR SPACE 

AVAILABLE for Women’s and Children’s 
Shoes, Handbags Fast growing three floor 
Women's and Children’s Apparel Store. From 
Medium to Better Price Lines. Store Fixtures 
Furnished Choice Downtown Location, Mid 
western City of over 100,000 For further in 
formation write Box #413, care of Boot and 
Shoe Recorder Chestnut and 6th Streets, 
Philadelphia 39, Pa 


FOR RENT 


ALES OFFICE 
of Duane Street, 
completely equipped 
All services provided 
SHOES, IN¢ 13 
City 














AND SHOWROOM. Heart 
New York City Spacious 
Warehouse space available 
JACK SCHWARTZ 
Duane Street, New York 


~ 





WANTED 
e of High Style Children’s 
lume Trade \ shoes and style 
ck lerritorie Middle Pennsy! 
New York State; Virginia; North 
i some other rritor 


To carry a Popular 
Shoes 


Now a N 


Box #41 care 


and 





FOR SALE 





OR SALE: FAMILY SHOE STORE 

Miles from New York City; New Front; 
Name Brand Exceptional buy. Address Box 
#397, care of Boot and Shoe Recorder, Chestnut 
Philadelphia 39, Pa 


and 56th Street 


TORE AND APARTMENT IN PHILADEL 
PHIA SUBURBS; Established 19 years as 
family shoe store. With or without ( 
dress Box #399, care of 300t 
Recorder, Chestnut and 56th Streets, 
phia 39, Pa 


FUR *; POPUL AR FRICED 280! 
PRET MEN Best location I 
IE DE! 


ing Cit Great opportunity 


Blythe e, Arkansa 


FOR SALI . SHOE X-RAY MACHINE 
ADRIAN mplete heathed with 
In perfect 
condition ndy ro hoppe Samuel B 
Rubet 6848 El vood t ic, Philadelphia 42, 
Pa 


lead to compl; ith all regulations 


ETTER GRADI rORI SIZEABLI 
VOLUME America’s Number One W 
men’s Brand, and Number One Juvenile. Fir 
est Fixturizatior n suburban Boston Sizeable 
volume Vil 1 complete stock or any portior 
t n be bought right Addre Box 
#412, foot and Shoe Recorder, Chestnut and 


Philadelphia 39, Pa 





WANTED TO PURCHASE 








MORRIS BAYROFF 
formerly with M & R Shoe Co. 
1S NOW LOCATED AT 
157 DUANE ST., N.Y.C. 
Telephone REctor 2-4249 
Highest Prices Paid for 
Complete Stores & Closeouts 
Leases Assumed 














FINDINGS FOR SALE 








DECEMBER SPECIAL OFFER 


You don't have to lose sales when you use a 

“Sale Saver’ 

© Gray Feit Jimmies g $3.25 Gr. Pr 

@ Thin Cork Jimmies $1.10 Gr. Pr 

* —_ Covered Foam Jimmies @ $4.25 Gr. Pr 
Gross—Your Assortment—Min. Order 

order Your Supplies During Low Price Offer 


BERKO SALES COMPANY 
27-22 30th Ave., Long Island City, N. Y. 














POSITIONS WANTED 











| Buy Savings Bonds 





aging, Buying 


WANTED South 

experience—-Man 
Merchandising and Sales. Con 
ider Partnership Optior 1} East Osborn 
‘ Arizona 


M‘’s AGER dont pal tan 


west prete 


Boot and Shoe Recorder 








WANTED TO PURCHASE 


WANTED TO PURCHASE 


WANTED TO PURCHASE 











WE BUY 


Your BRANDED 
and DISCONTINUED 


SURPLUS STOCKS 


Write or Phone 
LOmbard 3-2062 


CAMITTA SHOE CO. 
120 No. 4th St. 


Phila. 6, Pa. 





ARRONSON 
PAYS MORE 


FOR YOUR JOB LOTS & CLOSEOUTS 
YOUR NAME & BRANDS PROTECTED. 
LEASES ASSUMED FOR OPERATION 


NOTHING TOO LARGE OR TOO SMALL 
George J. Arronson Associates 


157 DUANE ST., NEW YORK, N. Y. 
RECTOR 2-4170-4171 














HEMPSTEAD SHOE CO., 
Max L. Meltzer, Pres. 


WE PAY MORE because WE ARE RETAILERS 


WE BUY MEN'S, WOMEN'S AND CHILDREN'S BRANDED SHOES. 
FOR QUICK ACTION WRITE, PHONE OR WIRE COLLECT 


INC., 269 FULTON AVE., HEMPSTEAD, L. I., 





N. Y. 
Ivanhoe 1-9630 














YOU DEAL WITH CONFIDENCE WHEN YOU DEAL WITH THE ORIGINAL 


SAM CAMITTA & SONS 
Foremost Cash Buyers of Fine Shoe Jobs Since 1906 


Surplus Stocks @ Closeouts @ Complete Stocks © Your Name and Brand Protected 





95 Reade St., New York 13, N. Y. 
COrtiandt 7-6378-9 








TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 


EDDY SHOE COMPANY 
ALWAYS RELIABLE 
132 No. 4th St. 
Phone: LO 3-9533 


Phila. 6, Pe. 





WE BUY CLOSE OUTS, SHOE STORES 
LEASES ASSUMED 
YOUR NAME PROTECTED 


B. & R. SHOE CORP. 


74 READE sv. NEW fom 7, 4. ¥. 
ORTH 2 





RALPH VOGEL 


FOR CASH {| AVE 


V Quality Shoes \V Complete Stores 
J CLOSEOUTS OR SURPLUS 
from Mfr. or Retailer 
Any Quantity ... Any Time! 


For Quick Action, 
Write, Wire or Phone 


CE 1-4898 CE 1-3762 


QUALITY SHOES SINCE 32 
“WHILE IN TOWN SEE WEIL” 


V2 PRICES 


SURPLUS SHOES 
CANCELLATIONS 
COMPLETE STORES 


for fast ae- 
tion quality men’s, 
and children’s shoes, 


Write or wire 


women's 


we Footwear FOR OVER 40 YEARS 


MOSINGER-COHN 


1235 Washington $+. Levis 3, Mo 


Weal Cr ye 


eh rcnmy ote eee 














No More Coffee 

No More Beer 

This Gala Season 
Of The Year 


WHAT WILL 
YOU HAVE? 


(Phone or write) 
Can Afford 
CHAMPAGNE 
With Your Dinner 
IF YOU SELL TO 


LOUIS CAMITTA & SON 
91 READE 8T., NEW YORK, N. Y 


WO 2-5063 
formerly with $. CAMITTA & SONS 








WE PAY CASH 


for your 
* SURPLUS STOCK 
¢ DISCONTINUED LINES 
* CLOSE-OUTS 
Entire Stock or Portion 
High Quality Shoes Preferred 
Ladies’ * Men's « Children's 


BARSH & CO. 31 No. 4th St. 


Phila. 6, Pa. 
Write or PHONE - MA 7-1666 








MM CASH FOR 


MMM CLOSEOUTS 


MMM SURPLUS 
GMM DISCONTINUED LINES 
ME COMPLETE STORES 


BROITMAN - GAFFIN 


146 DUANE ST., N. Y. C BE 3-7290 

















i 


MPP PVAPA TPs 


Poammnaiun 


January |, 1956 


WU eefe 


“BARIS BUYS yom CASH” 


Quick decision on your offers of discontinued and 


79-81 Reade St. 


surplus men's, women's and children's shoes. 
Also complete stores considered 
Jobs in Fine Shoes From Fine Sources Since 1931 


WOrth 2-5180 {a 


New York 7, N.Y. + Tel: 


MY HOBBY 
Buying, Selling Shoes for 36 years 
CASH TOP PRICES 
Discontinued stocks 


HARRY HESS 


76 Reade Street New York 7, MW. Y 
Telephone: WOrth 2-8%! Beekman 3-767! 








2) 
tf) 





CASH PAID FOR 
SHOE STORES 


CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


101 DUANE ST. NEW YORK 7, WN. Y. 
Telephone WOrth 2-2616 














. oe 


RECORDER READERS!!! 


Don't miss any of the copies of the BOOT 
AND SHOE RECORDER due you on your 
subscription! You have paid to receive 24 
copies a year and we want you to get all of 
them! When you fail to receive the RECORDER 
at your new address, it is because we do not 
have it or else you did not give us enough 
advance notice of your change of address 


To avoid any chance of this happening to 
you, please take the following steps once you 
definitely know you are going to move. 


1. PLEASE NOTIFY US AS FAR IN AD- 
VANCE AS POSSIBLE. (Processing of stencil 


Are you going to move 
or have you changed your 
address recently? 


changes takes from three to four weeks.) Do 
it now! 

2. AS SOON AS YOU DEFINITELY KNOW 
YOUR NEW ADDRESS, GO TO YOUR LOCAL 
POST OFFICE AND FILL OUT FORM 22-B 


(change of address card). 


3. PLEASE BE CERTAIN THAT YOU IN- 
CLUDE YOUR OLD ADDRESS (if possible, 


please write it exactly as it appears on your 
Recorder wrapper) AS WELL AS YOUR NEW. 


4. PLEASE BE SURE TO INCLUDE YOUR 
POSTAL ZONE NUMBER. (This helps to facili- 


tate prompt delivery). 





Please Address All Correspondence to: Circulation Department 


BOOT AND SHOE RECORDER 


100 East 42nd Street 


New York 17, N.Y. 











MERCHANTS’ NEEDS 











Wlals AND Ueloas 


On you 


NEWSPAPER, ADVERTISING 


—if youadvertisein newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 


An outstanding service of 
carefully written copy, photo- 
graphs and beautiful art work 
for direct mail and news- 
paper advertising. 


Vincent Edwards Idea Clippi 
Service . 


Actual newspaper tear sheets 
of ads of shoe stores; you se- 
lect the exact stores and 
cities you want to see or 
leave the selection to our ad- 
vertising staff. 


VINCENT EDWARDS & CO. 
World's largest advertising 
service orgenizsation 
342 Madison Ave. 
New York City 








Plan Red Ball Raincoats 


MISHAWAKA, INpD.—G. D. Babcock, 
president of the Mishawaka Rubber & 
Woolen Manufacturing Company, mak- 
ers of Red Ball Footwear, announced 
the company will introduce a line of Red 
Bal] raincoats for 1956. 

Mr. Babcock said, “The great accep- 
tance on the part of Red Ball Footwear 
accounts and their customers to our 
Thermo-Lite and Plyron plastic protec- 
tive footwear has assisted greatly in 
deciding to offer high quality Red Ball 
Weatherproofers to the American pub- 


lic.” 


Bonus Increases 30 Per Cent 


PENACOOK, N. H. A 30 per cent 
increase in this year’s Christmas bonus 
distributed among approximately 500 
employees, making it the largest in 
the firm’s history, was announced by 
the Brezner Tanning Corporation here. 


Lang Joins Newark Firm 


PORTSMOUTH, O. 
recently resigned as treasurer of Selby 
Shoe Company, manufacturer of 
women’s footwear, announced he had 
accepted a new post as treasurer with 
the Conmar Products Corporation of 
Newark, N. J. 


Glen F. Lang, who 


Conmar makes zippers and has a 
plant in Newark and several in the 
southern states. Mr. Lang joined 
Selby in 1939, coming here from an ac- 
counting firm in Cleveland. 





MERCHANTS’ NEEDS 








The Brannock Junior is especially de- 
signed and calibrated for the correct 
fitting of children's shoes. Size Range 
from Baby 0 to Misses size 5. 


ALL MODELS $15 


Available at special cooperative price if 
ordered through certain shoe manufac- 
turers. For this list and full details write to 


THE BRANNOCK DEVICE CO. 


Syracuse 3, New York 


Boot and Shoe Recorder 





Ohi TT 
She No matter how closely you can guess your yearly 
volume — you can’t guess when it will come... how 


Manrtmum it will come... from where... and at what profit 
margin. But one thing you are sure of — you must 


} a be ready for any emergency. 
Baclor | git 


If you’re Factored by Crompton, your capital takes 
on maximum liquidity. Because we transpose your 
receivables into an immediate and continuous flow 


Hy 
a 


pr row i 
pees ML idee mm EGS 


of cash. Thus, in the uncertainties of business, 


~~ 


CROMPTON Crompton provides you with a dependable factor. 


RICHMOND 
COMPANY 


INCORPORATED 


We also relieve you of all credit risks and the clerical 


cost involved in receivable bookkeeping and collection. 


aeeel 





FACTORS | The Human Factor 


CROMPTON-RICHMOND CO., INC. 


1071 Avenue of the Americas, New York 18, N. \ 
Crompton- Richmond -Joel Hurt Co. 


Glenn Building, Atlanta 1, Georgia 





INDEX TO ADVERTISERS 





Acme Boot Co 73 kK. 1. du Pont de 
Allied Kid Company ss 63 Eby Shoe Corp 

Amer, Wm., Co 2nd Cover Kddy Shoe C« 

Armour Leather Co ‘ 99 Edward Vincent 
Arronson, Geo. J., Ass 105 Kd White Junior Shoe 


Avon Sole Co 4 Endicott-Johnson Co 


3 & R. Shoe Corp (ys Kriedmatr 
Baris Shoe C« 
Barrett & Co 
Barsh & Co 
Bass, Geo. H., Co 
Bayroff, Morri 
BORSON val Rubbe OK ‘ serberich-Payne hoe Co 
Berko Sale ‘ 4 o ioodyear Tire & Rubber Co 
Co 
Bonnett Shoe 
Blum Shoe Mf... Co 
Brannock-Device Company 
Brauer Bro Shoe Co 
Broitman-Gaffin Shoe Co 
Brooks, Wm., Shoe C: 
rown Shoe Co 


Burt Cuboid Co 


Cambridge Rubber Co 


Camitta, Louis, & Son Knomarh 


Camitta, Sam, & Sons Kreide 
Camitta Shoe Co 
Coffey-Hoyt Product In 
Colonial Tanning Co 


Crompton-Richmond Co 


Deb Shoe Co 
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The Shoe Stylist... 


and the SHANES in his or her snoes 


Style is basic. Style sells shoes. 


That’s why shoe manufacturers put so much time, 

money and effort into styling. 

To keep styles ‘‘in style” longer, many make it a point to use 
United Shanks. The right United Shank complements styling, 
preserves the basic lines of the shoe, gives your customer a better 
product. United Shanks are Vita-Tempered for extra strength 

and freedom from distortion. They fit like the master models. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


VITA-TEMPERED STEEL SHANKS 


Boot and Shoe Recorder 





lentil 


JEWEL TONE LUSTRE 


SAPPHIRE* 
PATENT LEATHER 


~ %K also in CARNELIAN, 
SUN COPPER, and 
BLACK PATENT LEATHER 


. 
(fr 
ee Loni nt FaARARIASG ¢€ce.,. t NC., “VAY BOSTON 11,MASSACHUSETTS 





Everything You Need 
for a Successful Boys Shoe Business... 


ALL present and accounted for 
| 


a in these 








Because of their “all three” size 
structure Gerberich Dealers get 
customers at an early age and hold 
them until they graduate into the men’s 
shoe department. Gerberich Quality, IN-STOCK FOR 
YOUTHS 12%-3 


, GERBERICH DEALERS ‘ 
inherent in all three lines, assures the Siz 
BOYS 1-6 


satisfaction that builds youngsters’ Runs 
te BIG BOYS 6-11 


loyalty and brings repeat business 
from 


Gerberich- 


OFFICES: NEW YORK, Marbridge Building, agile gt away Pac 
Room 417, LOS ANGELES, Haas Building, Payne aes 


Room 919, PHILADELPHIA, 12 § 12th St., 
SHOE COMPANY 


Room 914 
IN CANADA. J. Leckie & Co., LTD. MOUNT JOY PENNSYLVANIA 


all the way! 


gt 





